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36th Year—No. 3825 


As All Makers 
Begin to Roll ’62s 


‘Ford and Chevrolet 
Last to Switch Over; 
°61s Down to Trickle 


‘By Martin L. Whitmyer 
Staff Writer 

— United States car makers 

will be in production this week 
on 1962 models as the industry be- 

to build up a stock of cars for 
dealer showings commencing a 
month from today. 

Although Ford Motor Co. and 

Chevrolet, the latest to begin as- 

sembly of ’62s, probably won’t get 

into full swing for at least an- 
other week, a sizable increase in 
car production is forecast for this 
week as Chrysler Corp., Ram- 
bler, Buick, Oldsmobile, Pontiac 
and the six B-O-P field units step 
up schedules. 

Last week car production sank to 
its lowest level of the year as only 
token production was achieved at 
Buick, Oldsmobile and Pontiac, and 

bler and Chrysler Corp. failed 

to get a car off the line. Most of 

time of the two latter makers 

s spent in filling parts lines and 

readying assembly lines for the 

uction of the first car today 
(Aug. 21). 

Also in production of ’62s last 
week were Cadillac and Studebak- 

, which turned out 1,500 Larks in 

gs first week of ’62 model produc- 


* * * 


ee OUCH the majority of the 

* industry is now in production 

on the new models, two makers 
are turning out ’61s. 

Ford Motor still is building out 
on *61 standard Fords and Fal- 
cons at Atlanta, and Checker still 
is assembling ’61s at Kalamazoo, 
Mich. 


Ford will build out this week at 
anta, but still is faced with the 
problem of having ’61 models on 
the assembly lines at its St. Louis 
plant, which has been on strike for 
three weeks. Company officials said 


Car output last week 
Car output previous week ....21,124 


last week the plant probably will 
build out on ’61s when the strike is 
settied. 
Though most of the Ford Motor 
units will be back in production 
his week, the firm’s largest assem- 
bly plant at Dearborn is expected 
to be down about six weeks. It is 
reported that only the Ford Fair- 
(Continued on Page 51, Col. 3) 


Top Cars 


*—-New-car registrations for six months, 
plus two states for July: 


Make 
Chev. 
Ford 
Pontiac 
Rambler 
Olds. 
Plymouth 
Buick 
Dodge 
Comet 
Cadillac 


1960 
Pos. 
883,516— 1 
122,582— 2 
'207,081— 5 
218,233— 4 
177,523— 17 
237,022— 3 
135,166— 8 
192,448— 6 
54,649—11 
76,056—10 
Mercury $1,286-— 9 
Chrysler 40,776-—13 
Studebaker 58,572—12 
Lincoln 11,845.—14 
Imperial 8,258—15 
Misc. 288,032 
Total All Makes 
2,869,843 3,393,045 


*—Connecticnt not included for second 
quarter. 


7—139,178 
8—113,687 
9— 89,252 
10— 72,522 
li— 59,196 
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Make 


Chevrolet 
Ford 


Oldsmobile 
Plymouth 
Dodge 
Cadillac 


Studebaker 
‘Lincoln 
Imperial 
DeSoto 
Edsel 


Nash 


Continental 


te 
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1956 1955 


*—Rambler included in Nash registrations for 1955. 


**—Comet introduced March 17, 1960. 


***—Continental included in Lincoln registrations for 1958-61. 
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Chevy, Ford and Rambler 


Lead in Sales Per Dealer 


By John K. Teahen Jr. 
Associate Editor 
HEVROLET, Ford and Rambler 
retained the top three spots in 
sales per dealer during the first six 
months of 1961, an AUTOMOTIVE 
NeEws analysis discloses. 

Chevrolet led the pack with 111 
deliveries per franchise, followed 
by Ford with 97 and Rambler 
with 59. In 1960, their six-month 
averages were: Chevrolet, 125; 
Ford, 106, and Rambler, 74. 

The dropoff was general through- 
out the industry as 11 of the 15 
domestic lines saw their sales-per- 
dealer figures decline. The only 
gainers were Comet, Lincoln, Buick 
and Chrysler. 

Comet averaged 51 sales per fran- 
chise to take fourth place, and Pon- 
tiac was fifth with 50. Last year, 
Comet was 10th with a 35-unit 
average, but the car was not on the 
market for the full six-month pe- 
riod. Comet was introduced March 
17, 1960, 

cd ok * 
VaR out the Top Ten this 
year were Buick, Oldsmobile, 
Plymouth, Dodge and Cadillac. All 
averaged between 41 and 45 sales 
per franchise. 

Aside from the three leaders, 
Oldsmobile was the only member of 
the Top Ten to retain its 1960 spot 
in the standings. Oldsmobile was 
seventh both years. 

Buick jumped from eighth to 
sixth, and Pontiac advanced from 
sixth to fifth. Plymouth, Dodge 
and Cadillac lost ground. 

Mercury was 11th both years, and 

Lincoln was 14th. Chrysler moved 
up to 12th place in the first half 
of this year, replacing Studebaker 
which slipped to 13th. Imperial was 
15th, 

A domestic franchise was worth 
an average of 58 new-car sales dur- 
ing the first six months of 1961, 
compared with 64 a year ago. Be- 
cause of dualling, the average do- 
mestic dealership sold 83 new cars 
in the 1961 period. The figure was 
95 for the first six months of last 
year. 

* ok o* 


CONS the compacts 


separately, Rambler was the 
leader with 59 sales per franchise, 


followed by Comet with 51 and Fal-- 


con with 35. 
Corvair, Lark and Valiant—the 





other “veteran” compacts — cap- 
tured the next three positions, 
Rambler also led the compacts 
last year, although its first-half 
Sales average was 74 in 1960, com- 
pared with this year’s 59, 
Comet rose from third to second 


(See Tables, Page 4) 


in the standings; Falcon climbed 
from fourth to third, and Corvair 
jumped from sixth to fourth. Stude- 
baker was fifth both years, and 
Valiant fell from second to sixth. 


Tempest posted the best record 
among the newer compacts with 
15 sales per franchise during the 
first half, good for seventh place. 
Special was eighth with 13 sales per 
dealer; Lancer was ninth with 12, 
and F-85 was 10th with 10. 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 
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Hit Peak 


In Early August As 
Total Sales Decline 


By Robert M. Lienert 
Associate Editor 

A RECORD 38.1 percent of new- 
car sales was notched by com- 
pacts in the first 10 days of August, 

according to field reports. 
Compacts captured 37.6 percent 
of all sales in the corresponding 
period of July and 37.8 percent 

for the entire month. 


The 141,503 domestic cars of all 
types retailed in August’s opening 
period ran a fancy 42.1 percent 
above the July 1-10 total of 99,610. 
There were nine selling days in the 
August period, however, while the 
July period had, in effect, only six 
selling days. 

The Aug. 1-10 total was approxi- 
mately 9 percent below the year- 
ago retail showing. 

* * cd 
F MORE immediate interest 
was the fact that the retail 
market for domestic new cars in 
early August continued to dwindle 
from the mid-July peak. There 
were 177,000 retail sales July 11-20 

and 143,000 July 21-31. 

The deterioration, however, 

was not so severe as is some- 

times the case in late summer. 

Industry observers considered the 
Aug. 1-10 sales total an indication 

that the ’61 cleanup should con- 

tinue to be an orderly affair. 

With new-car shipments to deal- 
ers running at sharply reduced 
levels early this month, just about 
every retail deal in the period rep- 
resented a, reduction in dealer-held 
inventories. 

Sales in August’s opening period 
fell almost precisely into the pat- 
tern that has prevailed most of this 
year. That is sales were better than 
in the corresponding period of 1958 
(about 105,000), but fell behind sim- 


ilar 1959 and 1960 periods (about 
155,000). 
* a * 
HRYSLER CORP. and American 
Motors took larger shares of 
the Aug. 1-10 retail] market than 
they did a month earlier, at the ex- 
pense of other makers. 
Chrysler Corp.’s penetration 
rose to 13.6 percent from 12.1 and 
AMC was up to 7.2 percent from 
5.6. 

General Motors’ August share of 
46.9 percent was down from 48.8 
percent a month earlier; Ford 
Motor declined to 31.4 percent from 

(Continued on Page 4, Col. 1) 


Rein on Orders 
Eases Cleanup 


On West Coast 


By William Carroll 
West Coast Editor 

aa: problems this year 

were solved 10 months ago, 
when dealers vowed never again to 
pull overproduction chestnuts out 
of the fire at the insistence of fac- 
tory representatives. 

“We only ordered what we could 
sell,” said one dealer. 

“It’s a good cleanup because 
dealers quit ordering, factories 
closed sooner, then business 
boomed a bit to create a short- 
age,” said another. 

“The factory has been less eager 
to jam cars down our throats this 
year.” 

“Dealers learned something last 
year. We can’t make money acting 
as a factory warehouse at our floor- 
ing rates.” 

As a result, in Los Angeles the 

(Continued on Page 52, Col. 1) 


- Service Business Tops 60 Rate 


By Kenneth C. Kelley Jr. 
Staff Writer 

ULY was ‘the month that the 

average new-car dealer’s service 
and parts business shook off the 

recession. 

That is one of the conclusions to 
be drawn from the AUTOMOTIVE 
News Service Index for July. 

The index shows that the aver- 
age dealer’s business in July was 
2.2 percent ahead of the showing 
for July of last year. Through 
this winter and spring, service 
and parts business ran. below, 
sometimes well below, the year- 
ago results. 

The index also shows that the 
typical dealer’s July service and 
parts business was up a healthy 
13.2 percent from the June report. 

Sales of parts for vehicles being 
repaired in dealers’ shops led the 

upswing in total service and parts 
business. July shop-parts sales were 
15.2 percent ahead of June and up 
6,4 percent from J uly, 1960, 
oe * 


Gsiae of all parts and accesso- 
ries did not risé so sharply. The 
July total was 14.0 percent above 
the June showing-and 2.1 .percent 
above July of last year. 

July customer fabor sales ran 
11.8 percent above the June fig- 
ure and 5.1 peréent above the 
total for July, 196@. 

The number of frepair orders 








written was the only weak spot in 
the July Service Index survey. 
While the July total was 13.0 per- 
cent above the June figure, it trail- 
ed the July, 1960, showing by 1.3 
percent. 

All results are adjusted for differ- 
ences in the number of business 
days in July, June and July, 1960. 

The Service Index, which is the 
first attempt to measure the 
monthly fluctuations in service and 
parts business, is an exclusive fea- 


Service Index 


102.2° 


July ’61 
vs. 
July ’60 
Repair Orders 
Written 


Customer 
Labor Sales.. + 5.1% 


Shop 
Parts Sales .. + 6.4% 


Sales of All 
Parts and 
Accessories .. + 2.1% +14.0% 


* Survey by Automotive News shows 
that new-car dealers’ service and parts 
business in July, 1961; was 102.2 per- 
cent of business in July, 1960, July, 
1961, business was 113.2 percent of 
June, 1961. 


duly ’61 
vs. 
June ’61 


+13.0% 
+11.8% 


+15.2% 


Copyright, 1961 


ture of the AUTOMOTIVE NEWS 
monthly service issue. 
* of * 


WIDE cross-section of new-car 

dealers was surveyed on the 
operation of auto and truck wreck- 
ers as a part of AUTOMOTIVE News’ 
monthly check on service business. 

Results of the survey indicate 
that operating a wrecker can be 
good, bad or indifferent business, 
depending largely on the busi- 
ness conditions in the dealer’s 
area and how he sets up his 
wrecker program. 

The dealers were first asked if 
they have a wrecker for disabled 
cars, and 56 percent said they have 
while 44 percent do not offer this 
service. 

Of those who have car wreckers, 
53 percent said they show a profit 
on wrecker business while 47 per- 
cent lose money on the service. 

ok ok * 


| THE group with car wreckers, 
63 percent said that their wreck- 
ers bring in a significant amount 
of service business and 37 percent 
said the amount of business stimu- 
lated by the wrecker was insignifi- 
cant. 

These last two ratios point up a 
key fact in. the wrecker business. 
The number of dealers with wreck- 

(Continued on Page 51, Col, 1) 
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Only 56 Pet. in Survey Approve... 


Dealers Appear Cool 


To Factory 


By Maynard M. Gordon 
News Editor 


A BARE majority of new-car 
dealers wants floorplan dollars 
from Detroit, an Automotive News 
survey reveals, 

The surprising coolness to help 
on inventory costs highlighted find- 
ing of a survey made since the 
Task Force Committee of the Na- 
tional Automobile Dealers Assn. 
proposed such payments when new- 
car stocks exceed a 45-day supply. 

Thirty-six percent of the polled 
dealers flatly said they wanted no 
part of floorplan aid. Another 8 
percent preferred deferred bill- 
ings. This left 56 percent for 
floorplan aid. 

The proposal for floorplan relief 
was made during a model year 
when the days’ supply of inven- 
tories reached modern-day highs. 
Days’ supply means how long it 
would take to dispose of the in- 
ventory at the current selling rate. 

Ok * + 
ATIONALLY, the new-car in- 
ventory bounced back to a 

55-day level Aug. 1 after holding at 
45 days in June and July. The 
stockpile has not fallen below 45 
days since the beginning weeks of 
1960. 


A veteran Chevrolet dealer in the 
Pacific Northwest, who favored 100 
percent inventory financing by the 
factories, declared that Detroit “for 
too long has used dealers’ capital 
for their own operating capital.” 

“General Motors,” he added, 
“holds back one percent of all 
cars costs all year long, while we 


Chevrolet Buys Out 
Detroit-Area Deal; 
May Shut Others 


DEARBORN, — Tom Bowden, a 
Chevrolet dealer and salesman for 
37 years, closed his dealership last 
week. 

His firm, Tom Bowden Chevro- 
let, Inc., was purchased by the fac- 
tory under General Motors’ buyout 
program. The point will not be re- 
assigned. 

Detroit sources reported that 
three other local Chevrolet dealer- 
ships may be included in the cur- 
rent drive. There were 36 Chevrolet 
dealerships in the Detroit area be- 
fore the Bowden deal closed. 

The GM program, which has 
been nationwide in scope, began 
early in 1958. The corporation term- 
ed it a “reappraisal of the GM pas- 
senger-car and truck distribution 
network to meet changing market 
patterns and improve its dealers’ 
profit opportunities.” 

Bowden began selling Chevrolets 
in 1924 and became a partner in 
the then Don Homer Chevrolet, 
Detroit, in 1946. He took over the 
Dearborn location three years later. 

His sons, Travis G. and Kenneth 
R. Bowden, have been awarded a 
Chevrolet franchise in Defiance, O. 


In Sept. 11 Issue of AN... 



























Floorplan 


pay banks 5 percent to 6 percent 
for the money we need to stock 
cars. 


than a 30-day supply. 


* * * 


sidies cannot be arranged. 


views: 


courage dealers to stock more cars, 


counts.” 

New York (Mercury): “All we 
need in this business is reason- 
able production, good distribution 
and sane dealers.” 


Wisconsin (Ford): “The trouble 


is we dealers then wouldn’t watch 


our stock or sales. It would be, a 
crutch, not good for business.” 
Buick (Missouri): “Stocks should 
never exceed a 45-day supply.” 
* cd * 


LDSMOBILE - CADILLAC 
(Ohio): “If the factory spon- 
sors such financing, doesn’t that 
entitle them to a little more say-so 
about your business, your invest- 
ment? 

“I prefer them as guests visiting 
the building. The property we 
should own, the capital we should 
own with free movement of ‘our’ 
cars. The past has always shown 
that dealers push our factory for 
cars and expect shipments immedi- 
ately. Dealers wouldn’t do this if it 
wasn’t profitable, so why expect the 
factory to foot the bill? 

“If dealers in general spent 
more time working and less look- 
ing for a soft touch, profits would 
go up.” 

An Oregon Rambler dealer fore- 
cast new-car price rises if the floor- 
plan proposal was adopted. 

“Dealers would order crazier than 
they do now,” he said. 

Oo * * 


NOTHER no-voter opined that 

“solutions to dealer problems 
lie within the dealer organization, 
not with the manufacturers or 
through legislation.” He is a Vir- 
ginia Chevrolet dealer. 

An Illinois Ford dealer called 
for a rebate of floorplan charges 
“that would, in effect, give us a 
30-day billing period, as with any 
other merchandise we buy in our 
business.” 

Delayed billing along 30-day to 
45-day terms was recommended by 
a California Chrysler-Dodge dealer. 


A Ford dealer advocate contend- 
ed that current stocks actually 
should be valued at twice the num- 
ber of days because of a 50 percent 
rate for special orders. Thus, he 
says, a dealer who. sells 100 cars a 
month and has 100 cars in stock, 
really has a 60-day supply, rather 


DODGE dealer in Indiana and 
a Buick dealer in Washington 
State urged factory relief at the 
60-day level, while a Rambler deal- 
er in Ohio proposed a factory float 
open to dealers if inventory sub- 


Opponents of floorplan payments 
by the manufacturers gave these 


Texas (Pontiac): “This would en- 
and the factories would be inclined 


to pressure dealers to sell the sub- 
sidized cars at substantial dis- 


Car Imports Reevaluated 


New things are coming into auto imports which will stimulate 
the U. S. auto market. For the benefit of its readers, Automotive 
News will take a fresh look at imports in its Sept. 11 issue. Here 
are a few of the features slated for that issue: 


New offerings from the imports. 
Census of imported car dealers. 
Reports from major import markets. 
Solving the service problems. 

Cars in operation and sales per dealer, 
Role of the sports cars. 

Handling the used imports. 


Major changes in distribution setups. 








The Week in Summary... 
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previous week. Page 1. 





























Sales— 


cars hit record 38.1 percent. Page 1. 


factory dumping ground, Page 1. 







Used Cars— : 


week to $1,029. Page 4. 













Labor— 


Buying Plans— 


buy new cars in next six months; 
used cars. Page 2. 










Service— 


shook off the recession in service 













Chrysler Rebuilding— 










New Import Features— 


aluminum engine. Volkswagen gets 


By William V. Humphrey 


Staff Correspondent 


CHICAGO. — Auto-auction opera- 
tors attending the convention of the 
National Auto Auction Assn. here 
expressed satisfaction with the cur- 
rent state of their business and 
optimism on its outlook. 

Joseph C. Briley, president of 
NAAA, summed up the senti- 
ments by saying that business 
was “up and continuing strong- 
ly.” He said that, while volume 
is down in the auction field, prof- 
its are larger. 

William Johnson, South Seattle 
Auto Auction, reported that 1961 is 
a better year than 1960 because 
there “is a larger percentage of 
sales.” 

Jim Cotton, Arena Auto Auction, 
Chicago, said that there is a “great- 


D. C. Aide Rejects 
Compromise Bid 


In License Fight 


WASHINGTON. — A compromise 
proposal to settle a controversial 
car-dealer license case was rejected 
by the District of Columbia’s chief 
legal officer, Acting Corporation 
Counsel Milton Korman. 

Under the proposal, Ross Rosen- 
berg would get a salesman’s licence 
now and a dealer’s license on Nov. 1 
if his record proved good, Earlier 
he had been denied a renewal of 
his dealer licence because of 24 
customer complaints. 

Rosenberg, for his part,, would 
withdraw his attempt to force the 
district government to give him 
both licenses. 

In discussing his rejection of the 
proposal, Korman said “we don’t 
make deals. We don’t settle cases of 
this kind. 

“If this man is entitled to a sales- 
man’s license, then he’s entitled to 
a dealer’s license,” Korman added, 
“He’s got to be trustworthy in 
either case.” 


Automotive News Review 


Auto production will rise this week as all makers get rolling on ’62 
models, Last week’s output hit bottom: 13,982, down from 21,125 the 


Field reports on sales for the first 10 days of August indicated a 
continued decline—141,500 domestic cars, compared with 143,000 in 
the July 21-31 period, and 177,000 for July 11-20. Sales of compact 


Dealers lay it on the line in Los Angeles—a good cleanup because 
the dealers learned last year that they can’t make money acting as a 


St. Louis summary: Sales shrinking, profits improving. Page 8. 


Overall average price of used cars sold at auction declined $14 last 


With Big Three auto makers only 10 days from expiration of work- 
ing agreements, tempo of labor talks is quickening. UAW reply to 
American Motors offer is due tomorrow (Aug. 22). Industry observers 
still betting on peaceful settlement. Page 8. 


Auto buying plans rose from April to July. Federal Reserve system 
said 3.4 percent of families interviewed in July reported plans to 


Exclusive Automotive News service survey shows new-car dealers 
hit 102.2. Average dealer’s business was 2.2 percent ahead of July, 


1960, and up 13.2 percent from June. Page 1. 
Industry is pushing programs to train mechanics, but more effort 


is needed to tie in local dealers. Page 22. 


Chrysler-Plymouth and Dodge dealer council members tell fellow 
dealers they are fired up after seeing new models and noting new 
spirit of cooperation by Chrysler executives, Page 8. 


Mercedes-Benz new models bow. Features include bigger 190 Series; 
new 300 with automatic transmission, power steering, air suspension, 


Healey 3000 has 136-horsepower, 6-cylinder engine. Page 4. 


Auction Operators Report 
Business Strong, Growing 






Car-Buying Plans 
Show Increase 


Intentions Top ’60 
And Equal ’59 Level 


WASHINGTON. — Consumery’ 
auto-buying plans rose from Aprij 
to July, according to a survey con. 
ducted in the third week in July 
by the Federal Reserve System, 

Car-buying intentions in both 
April and January were close to 
year-earlier levels. The propor. 
















































































































tion of consumers reporting in > 
July that they planned to buy | | 
new or used cars within the next 
six months was slightly higher 4 
than in July, 1960, and about the K 
same as in July, 1959. a 
The proportion of consumers re. da 
porting lower incomes than a year 
earlier was slightly smaller than in dc 
April or in January but somewhat 
higher than in the two preceding v 
Julys. hy 
Plans to purchase new automo. Is 
biles during the next six months 
were reported by 3.4 percent of the in: 
families interviewed in July, com. dis 
pared with 3.1 percent a year ear. de 
lier and 3.2 percent in July, 1959, bo 
Y Increases from a year earlier in § >! 
ee ee ee plans to buy new cars occurred ho 
in most income and age groups, ; 
In July, 4.2 percent of consum- oe 
ers reported oe to buy used ret 
= . . cars within next six months, 
and parts in July. Service index This was the same proportion as ‘ 
in July, 1959, but more than in jea 
July, 1960, when only 3.8 percent of 
reported such plans. “ 
In July, a higher proportion of do! 
families reported that they were 
dissatisfied with the car currently Ar 
owned than a year earlier or in | 
July, 1959. On the other hand, S 
somewhat fewer reported that they 
had been shopping for a car. rise 
. -— - Ho 
Banner Year Due? jo 
NEW YORK.—The auto industry 
a@ gas gauge. Page 8. New Austin- || may be on the threshold of its big- kk 
gest year since 1955 if the public of 
carries out its expressed buying in- de: 
tentions for 1962, according to Look mi 
magazine. we 
The magazine said that pre- wa 
liminary findings of its annual mt 
“National Automobile and Tire the 
Survey” indicated that 1962 sales * 
may reach 7,150,000 to 7,600,000 car 
er demand for used cars.” His vol- Page “— bought for private, pub- a 
ume is also increasing. lic or commercial use. = 
Cotton said he shows from 500 to| _ Excluding sales of passenger cars} 





for public and commercial use, 
Look said, the survey indicated 
that new-car sales for private use 
may total 6,450,000 to 6,600,000 dur- 
ing the 1962 calendar year. 

The survey, which was conducted 
by Alfred Politz Research, Inc, 
based its figures on the number of 





550 cars each week, and moves at 
least 300 at every auction. For the 
last three months, Cotton added, 
volume has been steadily increas- 
ing. 

Eugene C, Waldrop, Dixie Auto 
Auction (with outlets in Birming- 
ham, Ala., and Atlanta), said 















business should continue to im- | householders throughout the “y 
prove since more dealers are get- | United States who said at the time J seen 
ting auction-minded, He said | tne interviews were conducted that | and 
dealers are realizing that the auto they expected to purchase a news #l! 
auctions provide the best method during 1962 syste 
of balancing their inventories. car Curing : year 

The interviews took place in § thon 





The public is not buying new cars 
in tremendous volume, said Larry 
Tribble, Southern Auto Auction, 
Warehouse Point, Conn. “Therefore, 
the used-car market is strong. Our 
business is up, profits continue 
strong, and families are beginning 
to add a second, used-car for 
youngsters’ use.” 

Don Armstrong, regional man- 
ager of National Auto Theft Bu- 
reau, told the convention delegates 
that auto theft is big business that 
is taxing the law enforcement 
agencies. 

In 1959, Armstrong said, 287,000 
stolen vehicles were reported. In 
1960, the figure jumped to 321,000, 
an increase of 9 percent. If the 
trend continues, Armstrong warn- 
ed, by 1970 there will be more 
than 700,000 stolen automobiles. 

Since many stolen cars are sold 
through auctions, Armstrong, 
whose organization is the chief 
liaison between auto manufacturers 
and law énforcement agencies, 
urged members of the NAAA to be 
on the lookout for suspicious cars 
and, if there was any doubt regard- 
ing title or identification number, 
to report it at once to local author- 
ities or to the Auto Theft Bureau. 

Also addressing the convention 
were John Lander, first vice-presi- 
dent, National Automobile Dealers 
Assn., and Rem Rogers, president, 

(Continued on Page 6, Col. 5) 


April and May of this year. The 
(Continued on Page 50, Col, 4) 








New Leader— 

Joseph C. Briley, left, past president, 
congratulates his successor, Eugene © 
Waldrop on his election as president of 
the National Auto Auction Assn. at the 
group's annual. convention in Chicago 
Briley is associated with Greater Chicago) 
Auto Auction, while Waldrop is with Dixi 
Auto Auction, Birmingham, Ala. 
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Dealer Forum 


by Robert M. Finlay 





EN you travel 10,000 miles in 
10 days with a group of deal- 
ers and their wives, you come to 

a deeper understanding of their 
ives. 

“. light commentary of the Mer- 
cedes-Benz dealer journey through 
Austria and Germany came when 
Karl Hosten, Detroit dealer, re- 
marked to his wife on the tenth 
errou remember Bob Finlay, 
don’t you, dear?” 

“Remember him?” she asked 
with a wry smile. “I’ve practical- 
ly been living with him for the 
last 10 days.” 

Such close association gives an 
insight into the advantages and 
disadvantages of being an auto 
dealer. And there are plenty of 
poth, if the business is in your 
plood and you don’t count the 
hours. 

“Doc,” said Mrs. Carl Carlson, of 
Schenectady, N. Y., “leaves the 
house around 8 a.m. and he rarely 
returns before 9 in the evening. 
And if we stay home Sunday, cus- 
tomers call all day. So we have to 
Jleave home to make Sunday a day 
of rest. 

“We 
don’t mind, but 

* 


love the business, so we 
it is work, too.” 
* oe 


Art of Survival 


EVERAL of the Mercedes-Benz 

dealers had lived through the 
rise and fall of American makes. 
How did they keep going, while 
their products declined and other 
dealers died? 

“Simple,” said one, with a twin- 
kle in his eye. “You don’t think 
of yourself as being a new-car 
dealer. You consider yourself pri- 
marily a used-car dealer. That 
way your source of supply is al- 
ways around you in the com- 
munity. You aren’t dependent on 
the fortunes of Detroit. 

“The dealer who knows the used- 
car market is always in business. 
He finds his new-car franchise is 
helpful in providing a source of 


used cars. That way, he is an- 
chored closely to his community.” 
* * + 


Systems Come and Go 


ONE of the most interesting in- 
sights into the business came 
from Fred Fletcher, San Jose Mer- 
eedes and Buick dealer, who ac- 
quired patience in 40 years as a 
dealer. 

“You know,” said Fletcher, “I’ve 
seen systems and gimmicks come 
and go. And you can be sure they 
all get out to the West Coast. The 
system boys enjoy a vogue for a 
year or two, but people get on to 
them eventually, and they fail. 

“As for me, I go along doing 
business as I did back in the 
thirties.” 

Trouble is, interjected another 
dealer, the public is always chisel- 
ing the dealer. 

“You can’t put the public and the 
dealer on the same level,” replied 
Fletcher. 

“The dealer is the pro in this 
business, and as the pro, expect- 
ing to be in business indefinitely, 
he must maintain a standard of 
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honesty that will bring customers 
back to him. 

“He can’t play by the same rules 
used by..a shopper who is in the 
market once every few years. 

“The dealer must set the pace 
as he wants to do business. He 
can’t adopt the tactics of every 
customer that comes along.” 

The other dealer still protested. 

“I'm not talking about just any 
customer,” he said. “I’m upset by 
men like our chamber of commerce 
president who makes a speech at 
luncheon urging members to trade 
locally, and then the next day buys 
his car in the next town, strictly 
on price.” 

Fletcher smiled, unimpressed. 

* ok * 


Trade Tips 


Q)LIVER D. JOSEPH, Belleville, 
Ill. (the St. Louis area), en- 


dorsed the importance of the used |; 
Often, he said, the dealer], 


car. 
makes more money on the car 
traded in than on the new car. 
“Most dealers,” he added, “tend 
to err in giving too much for 
poor cars and too little for sharp 
ones. If the tradein is good 
enough to put on the lot with 
only a polish, the dealer can go 
higher, for the important thing is 
speed in handling the used car.” 
Joseph noted that imports help 
a dealer get used cars he normally 
would not get as tradeins on his 
American line. He handles Dodge. 
* 


a 
‘Sale’ Is the Word 


OW are the American cars 
going? 

“ ‘Sale’ is the magic word today,” 
said Joseph. “But it has to be a 
legitimate sale. And it has to start 
quickly. We sold 12 Darts with a 
sale tied to a bison promotion. 

“It was an honest sale and it 
broke a bottleneck for us. 

“I made it a point to see that it 
started well (by giving the sales- 
men help with the first real pros- 
pect). If the salesmen get the idea 
a promotion isn’t going to be suc- 
cessful, they can kill it fast.” 

* * 


On Engineering 

'URNING for a moment to the 

new cars and the engineers: 

The youth in the research section 
at Daimler-Benz in Unterturkheim 
(across the Nekkar River from 
downtown Stuttgart) had a smile 
So big it looked like it might slide 
off his face. He was dressed in a 
tan shop smock, An American 
might mistake him for a mechanic. 

About an hour later the Mercedes 
dealers were standing out on a sec- 
tion of the test track and heard the 
young man introduced as “Doctor.” 

Still wearing the big smile, he 
casually drove the car at blazing 
speed down the track. Just after 
Passing the dealers, he whipped 
the wheel sharply to the left, as 
though to avoid an obstacle that 
loomed up suddenly. Rubber 
screeched on the pavement, but 
the car kept its wheels firmly 
grounded. 

Later I rode the car as Engineer 
Waxenberger tried the maneuver at 
various speeds (all fast) and then 
I drove the course at more moder- 
ate speeds. Watching from the out- 
side, the maneuver seemed sensa- 
tional. From inside the car it barely 
swayed the occupants. 

The secret (and American deal- 
ers groaned when they heard it) 
is in linking a type of air suspen- 
Sion with the springing system 
that pushes the wheels of the split 
rear-axle Mercedes to the ground. 

“You folks have heard about the 
American experience with air sus- 
pension?” I asked. 

The smiles of the Daimler people 
were reassuring. Of course. It had 
been watched with interest. The 
American makers put too much un- 
sprung weight on the air sacks. It’s 
a completely different story with 
the split-axle Mercedes. And, inci- 
dentally, the air suspension is only 
on the new 300 series and is part of 
a package including aluminum en- 
gine, automatic transmission, power 

(Continued on Page 50, Col. 3) 


How Salesmen Do It... 





Spotting a Live One 


By L. H. Houck 


Travelling Correspondent 


JEFFERSON CITY, Mo.—We’re 
selling our retail auto salesmen 
short when we try to test them 
with pseudo-shopping sprees be- 
cause an experienced salesman can 
tell whether you’re interested in a 
car or just talking a mile and a 
half away. 

Interviewing about 200 auto 
dealers and travelling 40,000 miles 
a year for Automotive News, I’ve 


learned how to find out how a 
sales staff works. 

The way to do this is to walk in 
and ask for the owner or manager 
and then watch the salesmen 
while you wait. 

You'll find that you’re spotted 
from across the sales floor as a 
man with a beef who wants to see 
the manager, or a salesman who 
wants to sell the manager, or a 
strange brother-in-law just in from 





New Home for Texas Dealership— 


Stockbaver & Zeplin (Buick-Dodge-GMC), has moved into this modern building in 
Victoria, Tex. The building, featuring 13,500 square feet, is of pre-stressed concrete. 
The firm's five-acre site has a paved sales lot for more than 100 new and used cars. 
The dealership is operated by Fred F. Stockbaver and Richard H. Zeplin. 


Greater Profits Than in ’60 
Predicted for Ford Dealers 


By Kenneth C. Kelley Jr. 
Staff Writer 


ORD dealers will make more 
money this year than they did 
last year. 

That’s the way it looks in August 
to Walter S. Walla, business man- 
agement manager at Ford Division. 
He said he based his observation on 
reports already in hand and the 
rising trend in 
the auto market. 





Business He said the ris- 
Manage- ing trend was in 
contrast to the 

ment decline which set 
Feature in in the last half 


of last year. In 
addition to good 
sales, Walla said there are at least 
two other indicators that the mar- 
ket is on the upswing: 

Ford dealers’ margins on new-car 
sales are holding steady and not 
falling as they usually do as the 
model year nears its close. In ad- 
dition, the gross profits on used-car 
deals have been going up. 

Walla said the slowdown in car 
sales in late 1960 and early 1961 
has made dealers more aware of 
the value of good management in 
the dealership than they have 
been at any recent time. 

“Dealers were jarred by the 1958 
recession and many of them began 
to take a greater interest in busi- 
ness management,” Walla said. 
“When the recent slowdown came 
along so soon, interest in business 
management soared.” 

* cd * 
H® HAS this explanation of why 
business management is im- 
portant for dealers: 

Competition in a free market just 
about sets the gross a dealer can 
expect to get for his new cars in his 
market. If he tries to sell $100 or 
$200 above the market, he will have 


Little Picked to Head 


Smithfield (N. C.) Assn. 

SMITHFIELD, N. C.— Douglas 
Little, Little’s Pontiac, Inc., has 
been elected president of the Smith- 
field Automobile Dealers Assn. 
Other officers are: 

W. O. Buie, Buie Motors, Inc., 
vice-president, and N. P. Williams, 
Williams Motor Co., Inc., secretary- 
treasurer. 











few sales and, soon, no business to 
manage. 

While Ford dealers in a given 
market all get about the same 
gross per new car sold, there are 
some areas where the grosses run 
$200 and even $300 a car more 
than they do in markets where 
grosses are cut to the bone. 

Faced with a market which sets 
his gross profit for him, the auto 
dealer has only one way to make a 
profit. He must so manage his deal- 
ership that he wrings some net 
profit out of the gross. 

* * of 


ree out this net profit is 
largely a matter of managing 
statistics which is the heart of 
business management, according to 
Walla. He said that running a deal- 
ership was a matter of making 
sales, which is managing people, 
and keeping a profit, which rests 
heavily on the ability to manage 
statistics. 


Walla said that he felt that no 
more than half of dealers are ade- 
(Continued on Page 54, Col. 1) 


the West or East and looking for a 
free dinner. 

Why? Because new-car prospects 
don’t give a darn about seeing the 
manager or the owner, as one sales- 
man told me, and the man who 
walks in and heads for “Informa- 
tion” is not a prospect for any kind 
of automobile, new or used, at the 
moment. 


The prospect and even the shop- 
per who is near the boiling point 
will look at the cars first, ignore the 
salesmen and if searching for a 
special model will look over all the 
displays. He reads the price stick- 
ers. 

Don’t think the salesman who 
is looking out the window is just 
enjoying the scenery or the pretty 
ladies. He’s looking for a certain 
something. 


“There is a certain gleam in a 
buyer’s eye, a certain flair which 
is hard to explain but nevertheless 
quite easily recognized by an ex- 
perienced auto salesman,” said a 
veteran salesman, who was neither 
part-timer, a drifter, or an alcoholic 
as I took the trouble to find out. 
He was a family man with a paid- 
for home, five kids and a wife, was 
a deacon in the church, and had a 
good income, 


“When I see this gleam I go to 
work on him, selling product and 
keeping away from price,” he con- 
tinued. “I think this gleam is a 
certain inner light that shows inter- 
est. The fake shopper can’t fake it 
because he is not interested. Neither 
can the curiosity seeker. 

“We'd be fools to let such people 
take up our time when it is worth 
$20,000 a year. The time for the 
salesman to start worrying is when 
he has 10 live prospects and can’t 
sell any of them, or maybe only 
one.” © 

The average middle-of-the-road 
auto salesman, making a good liv- 
ing, always has enough warm-to- 
hot prospects to keep him busy. He 
would be foolish to leave an inter- 
ested prospect to work on a cold 
turkey. 

Any salesman worth his salt has 
a long list of satisfied customers 
that he keeps working over, and 
they feed him leads and sales in 
direct proportion to the number 
he can call or see in a day. 

If he runs out of these, he can 
use the house list of customers for 
years back. If this is not enough, 
he has access to all the owners of 
the makes of cars he now repre- 
sents and lists of all the conquest 
makes. 

The wandering shopper and the 
pseudo-shopper testing out sales- 
men are at a tremendous disadvan- 
tage, because most of the time the 
one or two salesmen on the floor 
are on needles and pins to get out 
and see their prospects. Not all 
salesmen relish their regular day 
on the sales floor. 

There are critics of the automo- 
bile retail sales forces who seem to 
think that the auto salesman should 

(Continued on Page 6, Col. 3) 


On the House... 


Two city associations—Philadelphia and Wash- 


ington—are mak 
public confidence 


ing a determined effort to build 
in new-car dealers. D. C. dealers 


are buying full-page ads in local papers, urging 
motorists to “buy only where you see this seal.” 
Illustrated are the association’s seal and code of 


standards, plus a list of dealer members . 


delphia dealers 


. . Phila- 
are using the association’s seal 


in their ads and displaying a code of ethics ... 
Fred Corleto (Buick, Philadelphia) has been chosen 
by President Kennedy to serve on the Vocational 


Education Panel 

Wembhoff & Welfare... 
Ford’s original 12-12 warranty 
Miami; Luby Chevrolet advertises 


?em all with a 50,000-mile warranty . 


“biggest” contest going on; Luby 


department of Health, Education 


is being doubled and tripled in 
36,000 miles but Nash Miami tops 


. . Also in Miami, there’s a 
Chevrolet calls itself “America’s 


Largest Chevrolet Dealership” while Don Allen advertises: “World’s 


Largest Chevrolet Dealer’... 


Ninety new members have been 


signed up by Minnesota association .. . 

Commissioner of Internal Revenue Caplin denies that legitimate 
expense deductions for conventions and business meetings are being 
disallowed because the business activity takes place at a resort area... 
Field reports indicate Chevrolet has cut final ’61-model orders by 
large dealerships, spreading the short supply among more dealers. 


—Pete Wemuorr, Editor, 
Automotive News 
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Cut-Price Imports 


4 
Overall Market Dwindles ... 


Compacts Set Record 
In August Car Sales 


(Continued from Page 1) 


all total was off about 9 percent, 
as noted above. 

Buick said sales were up 15.7 
percent over the 1960 period. Lin- 
coln-Mercury Division said this 
year’s August opener was up 4.8 
percent, 

Rambler noted that sales in early 
August were the highest for any 
first-10-day period since November, 
1960, Previous high this year for 
Rambler was the June opener, with 





Veteran Dealer Buys 
Distressed Stocks 


By L. H. Houck 
Travelling Correspondent 


KANSAS CITY.—Berl Berry, for 
-|21 years an auto dealer in Kangag 
City, has opened a discount house 
for the retail sale of imported 
| autos. 

Berl Berry Im- 
ports is located at 
6323 Troost, with 
a fully staffed 
service depart- 
ment in the next 


32.3, and Studebaker-Packard was 
off to 0.9 percent from 1.2. 

GM’s estimated 66,396 retail sales 
Aug. 1-10, were comprised of the 
following: Buick, 3,936; Special, 
2,590; Cadillac, 3,050; Chevrolet, 
32,500; Corvair, 9,500; Oldsmobile 
and F-85, 7,283 (in past months, 
F-85 has accounted for about 26 
percent of the division total); Pon- 
tiac, 4,922, and Tempest, 2,615. 

The Ford Motor total of 44,538 





s al ' Oe 
a * 





broke down this way: Comet, 5,713; 
Falcon, 14,660; Ford, 20,490; Lin- 
coln, 599, and Mercury, 3,076. 

Chrysler Corp., with 19,226 retail 
sales, had these line totals: Chrys- 
ler, 2,645; Dodge, 4,683; Imperial, 
234; Lancer, 1,735; Plymouth, 5,886, 
and Valiant, 4,043. 

American Motors reported 10,140 
Rambler deliveries for the period. 
Studebaker’s count was 1,203. 

* * ok 


EVERAL makes found retail 
sales Aug. 1-10 ran ahead of the 
year-ago period although the over- 


Big Three Talks 
Quicken; Contracts 
Have 10 Days to Go 


By Francis J. Gawronski 
Staff Writer 


oe. negotiations between 
the Big Three attto makers — 
General Motors Corp., Ford Motor 
Co. and Chrysler Corp. — have 
reached the crucial stage with the 
expiration date of the present 
working agreements just 10 days 
away. 

The tempo of the talks will 
quicken in the days ahead with the 
auto makers expected to make their 

first settlement of- 

fers since the cur- 

rent negotiations 

opened on June 28. 

Meanwhile, Amer- 

ican Motors Corp. 

will receive the UAW’s reply to its 

nine-point settlement package when 

both sides meet tomorrow (Aug. 22) 

for the first time since the cor- 

poration submitted its offer on July 

28. Chief feature of the offer is a 
profit-sharing fund. 

As of press time, most industry 
observers were still betting on a 
peaceful settlement. 

One of the main reasons for 
this optimism is the possibility of 
government intervention. T he 
feeling in Detroit is that the Ad- 
ministration will not permit a 
strike in the auto industry dur- 
ing the Berlin crisis, 

A major auto strike would affect 
not only thousands of parts sup- 
pliers but also the steel, rubber, 
aluminum, glass, trucking, railroad 
and other essential industries. 

M. M. Cummins, Ford labor rela- 
tions director, added a note of opti- 
mism last week when he predicted 
that Ford and the UAW would 
reach a settlement by the Aug. 31 
expiration of the present contract. 

When asked whether there was a 
Possibility of an agreement by the 
contract deadline, Cummins said, “I 
am very optimistic we can reach an 
agreement. We have always been 
able to solve our problems.” 

Cummins’ prediction was viewed 
as an indication that Ford has a 
settlement proposal ready and will 
soon place it on the bargaining 
table. 

Another indication that both 
sides are about to get down to 
hard-core bargaining is the trans- 
fer of the Ford negotiations from 
the company’s administration 
building in Dearborn to a down- 
town Detroit hotel. 

The move, completed today (Aug. 
21), is viewed as an effort to ac- 
celerate the negotiations. 

* * - 

i PAST negotiations, all three 

companies waited until the final 
days before the contracts were due 
to expire before putting a firm 
offer on the table. It appears that 
they are following the same sched- 
ule this year. 

When the auto companies sub- 
mit their settlement proposals, 

(Continued on Page 52, Col, 4) 


10,033. 

American Motors said Metropoli- 
tan sales of 284 in the first 10 days 
of August were up nearly 3 percent 
over a year ago. 

Chrysler Corp. said sales were up 
7.5 percent over the last 10 days 
of July and 23.6 percent above the 
first 10 days of July, The corpora- 
tion’s daily rate of 2,136 was the 
second highest of the year, it said. 
Plymouth and Valiant reported a 
gain of 10 percent over the preced- 
ing 10-day period and 20 percent 
over the first stanza of July. 

Simca sales in the August opener 
were up 50 percent over the cor- 
responding July period. 

Not counting its record period in 
May, Ford Division said Aug. 1-10 
represented the best month-opener 
of 1961. 

Ford and Falcon sales were up 
28 percent over the preceding 
10-day period and 3 percent over 
the first 10 days of July, a division 
spokesman said. 

Studebaker sales rose 4 percent 
over the month-earlier period. 


Californian Urges 
Antismog Device 


For All Cars 


LOS ANGELES. — Smith Gris- 
wold, air pollution control officer 
for Los Angeles County, has rec- 
ommended that a simple smog-con- 
trol device be installed on all used 
cars in California. 

He said that two such systems 
are being installed on the 3,500 cars 
owned by the county. He said the 
two devices, when used together, 
eliminate 100 percent of hydrocar- 
bons from the crankcase. 

Griswold said the simpler of the 
systems costs about $1.50. It con- 
sists of a tube in the carburetor air 
cleaner plus fittings to hold it in 
place. New cars sold in California 
since the arrival of the ’61 models 
are factory-equipped with a slightly 
more complex device. 

“The blowby devices put on cars 
at the factory are 80 percent effec- 
tive,” Griswold said. “For only a 
few cents more, the manufacturers 
can add the simple tube to the air 
intake and make the control of 
blowby 100 percent effective.” 

In another action, the State 
Motor Vehicle Pollution Control 
Board delayed until September its 
formal approval of the blowby de- 
vice which auto makers are instal- 
ling on California-bound cars. 


Giradell Heads Dealers 


In Idaho Falls, Id. 

IDAHO FALLS, Id.—Del Giradell 
has been elected president of the 
Idaho Falls Automobile Dealers 
Assn. succeeding W. F. Ellsworth. 

Other new officers are Frank 
Ellsworth, vice-president, and Mel 
Erickson, secretary-treasurer. 


Late Report... 


New Austir-Healey Mark Il— 

Here’s the 1962 version of the Austin-Healey, with a boost in horsepower to 136 
and a six-cylinder engine. Girling disc brakes are standard on front wheels. The car 
is available as a two or a four seater, with or without overdrive, disc or wire wheels, 
soft top and or removable glass hardtop and 15 color combinations. 


Ford Division Picks Lewis 
For National Service Post 


DEARBORN. — Harry E. Lewis 
has been appointed assistant na- 
tional service manager for Ford 
Division. Reg I. Rice was named 
technical service department man- 
ager. 

Lewis joined Ford in 1941 and 
became an assistant supervisor, 
purchasing at the Rouge plant in 
1947. After holding a number of 
managerial positions in the pro- 
gramming area, he became Ford’s 
program timing manager in 1956. 

Rice, with Ford since 1952, will 
be responsible for technical pro- 
cedures and standards, fleet serv- 
ice, dealer service, publications and 
dealer service management. 

* * * 


Studebaker-Packard 


Guy A. Stewart, 37, has been ap-| 


pointed manager of manufacturing 
analysis for Studebaker-Packard 
Corp. He will continue as adminis- 
trative assistant to the general 
manufacturing manager. 

Robert E. White, 39, has been 
named Federal government pro- 
curement coordinator, assisting 
Donald E. Kidder, vice-president, 
who is in charge of the Washing- 
ton office. White had been a sales 
representative for Fabricated Steel 
Products of Indiana, South Bend. 


* * * 


Oldsmobile 
Glenn S. Rittenger has been ap- 


pointed executive assistant, general 
service manager for Oldsmobile. He 


had been assistant service manager 
* * * 





Sales Per Dealer— 
Compact Cars 


Compact-car sales per dealer for the 


first six months of 1961 and 1960: 
1st 6 Mos. 1st 6 Mos. 
of 1961 of 1960 
Pos. Make Pos. 
1—59 Rambler 74— 1 
2—51 Comet 35— 3* 
38—35 Falcon 33— 4 
4—23 Corvair 15— 6 
5—17 Lark 23— 5 
6—16 Valiant 42— 2 
%7—15 Tempest o 
8—13 Special as 
9—12 Lancer ae 
10—10 F-85 ** 


*—Comet introduced March 17, 1960. 
**—JIntroduced in fall of 1960, 











Used-Car Market 


The overall average price of used cars sold at wholesale auction 
Sane $14 last week to $1,029, according to Automotive News’ 
ndex. 

It had been $1,043 a week earlier and $965 a year earlier. 

4 By models, ’61s—which have been subject to severe fluctuations 
in recent weeks—plummeted $114. Other losses were $18 on ’57s, 
$9 on 58s, $5 on ’54s and $1 on ’56s and ’55s. 

Only gains recorded were $25 on ’60s and $11 on ’59s. 

At a group of representative auctions last week, the sales ratio 
was 73.5 percent, compared with 72.8 percent the previous week. 


Auction reports begin on Page 38. 








in charge of the Eastern half of 
the United States, and succeeds 
C. G. Oxendale, who has been ap- 
pointed general service manager at 
the company’s home office in Lan- 
sing. 

Dale E. Percival, Atlantic region 
service manager since 1937, has 
been named to succeed Rittenger 
in the East. 

* * * 


Chrysler Corp. 


Appointment of Hayward F. York 
as manager of manufacturing en- 
gineering for Chrysler Corp. was 
announced by John vonRosen, di- 
rector of the cor- 
porate manufac- 
turing staff and 
services. 

In this position, 
York is responsi- 
ble for corporate 
staff activities re- 
lated to produc- 
tion engineering, 
plant engineering, 
nonproduc- 
tive standards 
Hayward F. York and facility anal- 
ysis activities. He has served on 
the corporate manufacturing staff 
since 1957, when he was appointed 
chief production engineer. 

York joined Chrysler Corp. in 1933 
at the Plymouth Division where he 
held various supervisory positions 
in the production and machining 
departments. 


Hardware Mutuals 
Offers New Fleet 


Protection Deal 


STEVENS POINT, Wis.—A new, 
streamlined “lease fleet” insurance 
program that gets service for auto 
dealers “out into the field” has been 
announced by Hardware Mutuals- 
Sentry Life. 

All underwriting, claims and 
sales decisions will be made in the 
insurance group’s 44 branch offices, 
rather than in the home office at 
Stevens Point, Wis., reports Wil- 
liam M. Kraus, marketing vice- 
president, commercial lines, This 
will both speed and simplify han- 
dling for auto dealers, Kraus said. 

Wherever state insurance regula- 
tions permit, Hardware Mutuals 
will follow an “experience rating” 
procedure that gives the auto deal- 
er full credit in his premiums and 
dividends for the location, occupa- 
tion and safe driving of the lessee. 
This special insurance program will 
permit auto dealers entering the 
leasing business to make immedi- 
ate deliveries with full insurance 
coverage to lessees, once an ac- 
count has been accepted, Kraus 
said. 

Under the new program, Hard- 
ware Mutuals helps the dealer in 
his selection of applicants for car 
lease contracts. Simplified certifi- 
cates of insurance, underwriting 
techniques and accounting methods 
have been developed for use in this 
program, Dealers get monthly 
premium and claims reports. 


block. There is 
display room for 
1,000 cars, and 
stock was in ex- 
cess of 400 cars 
two weeks after 
the opening on 
July 26. 

Sales and credit methods are yp. 
usual. The customer may buy up to 
10 o’clock each night. Twelve sales. 
men, 12 mechanics and financing 
and insurance men are on duty 
nightly until 10. 

“But we seldom get away before 
midnight,” Berry told AvuTomonyg 
News. “We recently delivered a car 
at 2 a.m. We have always believed 
import cars were priced too high 
and too near our cheaper domestic 
cars. In this operation, I buy stocks 
of cars anywhere in the United 
States, often below dealer cost and 
sell them for whatever the market 
will bring.” 

Berry has buyers scouting for 
distressed import stocks. He gaid 
that when a dealer gets in trouble 
with a domestic car and holds a 
franchise, the finance company 
moves in and the factory then 
buys back most or all new cars, 
which keeps the price up. 

With imports, he said, the dig- 
tributors cannot ship them back 
to overseas factories. He buys in 
lots as large as possible, all 
makes, but all must be new and 
with Federal price stickers in- 
tact. He buys small lots as well. 
He said he recently bought 1,000 
BMC cars in one purchase. 

Berry said he figures his profit 
in group lots. Each car is priced. 
Some bring a profit, others not in 
demand are sold for whatever they 
can get. The total dollar take is 
figured against the total dollar out- 
lay plus expenses. 

For instance, a group with a num- 
ber of popular cars would produce 
a profit on these with quick sales, 
some of the others would be profit- 
able but slow sellers and some 
would be dogs. So they get rid of 
the unwanted merchandise as 
quickly as possible. 

In the selling end, Berry has 
no franchises, no factories to regu- 
late his operations. He said he is 
selling imports for less than fran: 
chised dealers can buy them. 

“On credit,” Berry told AvutTomo- 
TtivE News, “we sell almost anybody 
with a job. We know that most 
buyers will pay for their car or 
transportation even when they let 
the doctor and the refrigerator pay- 
ments go. So we finance on the gpot 
in 10 minutes at any time of night 

“About all we need to know 
is if the man is who he says he is, 


and if he works regularly where 
(Continued on Page 49, Col. 3) 


Berl Berry 





Sales Per Dealer 


Sales per new-car franchise for the 

















first six months of 1961 and 1960: 

lst 6 Mos, 1st 6 Mos, 

of 1961 of 1960 

Pos. Make Pos, 
1—111 Chevrolet 125— 1 ie 
2— 97 Ford 106— 2 ‘ 
38— 59 Rambler 74— 3 : 
4— 51 Comet 35—10* 
5— 50 Pontiac 57— 6 
6— 45 Buick 44— 8 
I— 43 Oldsmobile 48— 7 

8— 42 Plymouth 60— 5 
8— 42 Dodge 68— 4 

10— 41 Cadillac 44— 8 

11— 23 Mercury 31—11 

12— 18 Chrysler 17—13 

13— 17 Studebaker 23—12 

14— 15 Lincoln 11—14 

15— 4 Imperial 7—16 

ae DeSoto 8—15 








*—Comet introduced March 17, 1960. 
———————— 
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National Teen-Age Road-e-o Winners— 


The 1961 Road-e-o champion is all smiles at the trophy dinner in Washington, where 
he was saluted as the No. 1 teen-age safe driver of the nation. David Wood, third 
from left, Boulder, Colo., scored 880 points out of a possible 1,000 in winning the 10th 
annual National Teen-Age Safe Driving Road-e-o. His prize was the huge trophy he is 
holding and a $2,000 college scholarship. He is shown with, from left, Mack Pitts, III, 
Falls Church, Va., third-place winner; Neil Talling, Chrysler Corp. public relations staff, 
and Dewey Moss, Dalton, Ga., second-place winner. The Road-e-o is sponsored by the 





Qualifying in the Showroom... 


How Sharp Salesmen 
Can Spot a Live One 


(Continued from Page 3) 


paddle up and down the street doing; A man who bought a new car six 


cold door-to-door. 

The sad truth is that door-to-door 
selling is passing out of the picture 
for all branches of business. ‘ 

The telephone is different. The 
salesman introduces himself as a 
salesman for an auto firm which is 
well known, selling a car which is 
well known, and he ‘has gone abqut 
it in a forthright and correct man- 
ner to state his business and en- 
deavor to get an appointment and 
to provide a demonstration. 

He even knows what kind of 
car you have and where you 
bought it and how long you’ve 
had it. He knows it’s about time 
for you to think about getting a 
new car. 

The telephone also establishes 


United States Junior Chamber of Commerce in cooperation with Chrysler, Pure Oil Co.| another thing very quickly and that 


and the Insurance Institute for Highway Safety. 


is whether you can be a prospect. 


ad 


> 





Display this symbol of 


the world’s best engine life preserver! 


It pays you well to tie-up with Quaker ' 
State’s great new advertising program 
featuring this ‘‘engine life preserver”’ = 
—symbol of highest quality and pro- } 
tection! Years-ahead Quaker State is 


Oa") 
STATE | 


ul Ele 





Quaker State Oil Refining Corporation, Oil City, Pennsylvania 


super-refined from 100% Pure Penn- 
sylvania Grade Crude Oil to lubricate 
better, last longer. It helps you gain 
and keep regular, satisfied customers— 
and build greater profits! 


talking to the guy we had beep 
looking at and just about had the 
deal closed. 

Don’t get the idea that when 
the owner, the manager, the sales 
manager, or whoever, gets latched 
on to a customer that the casual] 
shopper is going to be the wedge 
between them. 

I well remember one small deal]. 
ership that I visited and waiteq 
and waited for the owner. Finally 
he came bouncing out with a hand. 
ful of papers and said: 

“I know who you are and we love 
Automotive News, but the plain 
truth is I’ve got a deal that I'm 
closing, and we don’t get enough 
of them to risk leaving it for a 
moment. I can’t talk to you at ajj 
today.” 

Sales is a profession that requires 
goals and determination, plus edy. 
cation, skill, knowledge of human 
nature, the ability to qualify quickly 
and many other attributes—the 
most important being diplomacy 
and courtesy. 

Most casual shoppers are not 
good prospects. As one salesman 
said, “A lot of them are shopping 
for credit instead of a car.” 

Few people can resist the courte. 

ous, diplomatic salesman who 
knows his product and his company, 
If a prospect feels he would like to 
buy from a certain man, or a cer. 
tain company, he will forsake many 
of his holdout points—even price, 

Don’t sell the auto salesman 
short. He is pretty fast on the 
draw, if you’re legitimate. 


Oklahoma Assn. 
Hails Achievement 
In °61 Legislature 


OKLAHOMA CITY. — With the 
adjournment of the 1961 Legisla- 
ture, the Oklahoma Automobile 
Dealers Assn. has announced the 
completion of “the most successful 
legislative program” it has ever 
undertaken. 

Citing changes in the motor- 
vehicle tag and tax laws, Roy Tant, 
OADA manager, said “dealers no 
longer have the responsibility of 
placing the permanent Oklahoma 
license plate on a new vehicle when 
it is sold to a retail purchaser. 

“And after Oct. 1, the dealer no 
longer will be required to collect 
sales tax from the buyer on the op- 
tional equipment which is attached 
to the new vehicle at the time of 
sale,” he added. 

This tax will come under the 
excise-tax category and will be col- 
lected by the tag agent at the 
same time the buyer licenses and 
registers his new vehicle, Tant said. 
















months or a year ago cannot be a 
prospect. He is moved out of the 
active file with the work of two or 
three minutes. 

I once was talking to a salesman 
in a large dealership while waiting 
for the owner. He said he could 
tell a prospect clear across the 
street. He asked me to look at a 
man across the street, who seemed 
to be striding along but he was 
looking into the display window. 

“That’s a prospect,” said the 
salesman, “He’s going to buy a new 
car within the next few weeks— 
maybe today.” 

This was a pretty good joke, and 
we laughed and about that time I 
was told I could go in to see the 
boss. We had a good long talk— 
about an hour. When I came out 
this salesman, so help me, was 


Auction Operators 
Report Business 
Strong, Growing 


(Continued from Page 2) 


National Independent Automobile 
Dealers Assn. 

Lander predicted that the public 
may some day be trained to do busi- 
ness only with dealers that NADA 
has certified as quality dealers and 
that new and used-car dealers will 
do business only with auctions that 
are certified by NAAA as quality 
auctions. 

“We know definitely,” he said, 
“that the black name of the auto 
dealer is beginning to be cleaned 
up and that we are making prog- 
ress in expelling those fly-by- 
night chiselergs and crooks who 
became attracted to our business 
after the war and who did 80 
much damage to the reputation 
of auto dealers.” 

Rogers urged the auction opera: 
tors to enforce a strong policy of 
keeping the public out. In actual 
practice, he said, the average sale 
is attended by many persons who 
are not dealers. 

Rogers mentioned some general 
areas of improvement for dealers. 
He said all cars should be repaired 
or the exact condition reported and 
that all dealers be prepared to d0 
business at the sale by having titles 
ready. Chronic offenders should be 
banned from future sales, he said. 

Rogers said that if the auction- 
eers approved of his outline of 
“what dealers should do,” he would 
ask NIADA directors to pass a reso- 


©QSORC, 1961 lution endorsing such a program, 

















REPORT TO FORD DEALERS 





: Kicking off the most 
" popular youth program ever 
- presented by any car dealer 


Soon it will be kickoff time for the 
nationwide Ford Dealers Punt, Pass & 
Kick Contest. 


Ford Dealers across the country will 
be sponsoring local, regional and 
national competition for thousands of 

boys 6 thru 10 years of age. These 
boys will have an opportunity to show 
just how good they are against other 
boys their own age in punting, passing 
and place-kicking. 


It is your contribution to the youth 
fitness of America. 


It is your way of showing that you 
are a good friend and good neighbor 
in your community. 

And your public spirit shall not 
go unnoticed. 

* It will be advertised in LIFE maga- 
zine reaching nearly 21,000,000 
homes, and on national TV, inviting 
millions of viewers to register at par- 
ticipating dealerships for the contest. 

! It will be talked about by the youth 


of America... and by their parents. 


Ford Division takes great pride in 

helping to set the Punt, Pass & Kick 

* Contest in motion, with the full cooper- 
), ation of the National Football League. 


: FORD DIVISION backs you best 


FORD DIVISION (Gna) MOTOR COMPANY 
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Eprror’s Note: An indication of 
how Chrysler Corp. is working 
with dealers to rebuild confidence 
can be noted in the following let- 
ters from John H. Lander, na- 
tional chairman of the Dodge 
Dealer Advisory Conference and 
also first vice-president of the 
National Automobile Dealers 
Assn. and EH. L. Fretwell jr., 
chairman of the National Chrys- 
ler-Plymouth Dealer Council. 

ok * * 





Volkswagen for the first time will have 


a fuel gauge on 1962 models. Driver's The following is Lander’s letter 
hand is on new safety ignition switch,| to Dodge dealers: 

which also actuates a steering-column lock. On July 20, 1961, the National 
Committee of the Dodge Dealer 
Advisory Conference attended, in 
Detroit, a special meeting called by 
Byron Nichols’ to discuss our cur- 
rent sales position, the job con- 
fronting us and Dodge in the final 


Ford Dealers Get 
Complete Line 
Of Spark Plugs 


DEARBORN.—Ford dealers last 
week were furnished with a poster 
showing the size and heat range of 
Autolite spark plugs for all makes 
of cars and trucks 

These plugs will be sold by Mo- 
torcraft Division of Ford Motor Co. 
to the Ford and Lincoln-Mercury 
divisions which will distribute them 
to Ford and L-M dealers under the 
FoMoCo label. 

Under the net-price setup which 
Ford established about two years 
ago for spark plugs and several 
other volume replacement parts, 
Ford dealers will continue to enjoy 
a substantial price advantage over 
other vehicle dealers in case they 
‘| desire to wholesale spark plugs to 
other vehicle dealers and to the in- 
dependent trade. 

Under this established basis of 
merchandising, however, Ford deal- 
ers will not be able to meet the 
widely quoted wholesale prices on 
spark plugs offered by large job- 
bers who receive additional redis- 
tribution discounts. 

As far as can be learned neither 
Chrysler's MoPar Division nor 
General Motors’ United Motors 
Service Division has any program 
in the works similar to the Motor- 

craft setup. 





Heater outlets in front can be closed 


on ‘62 model. Two more outlets have 


been added for rear seat. 
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Windshield washer tank holds solution 
under air pressure; can be filled like tire 
through valve on top of tank. 


By Jack Bernstein 
Staff Correspondent 


ST. LOUIS.—As auto dealers 
moved into the final stage of the 
’61 model year, the marketing pic- 
ture in the St. Louis area shaped 
‘| up in the following manner: Sales 
were shrinking and profits were 
generally expanding. 

Also figuring in the situation 
were a shortage of late-model 
used cars and prospects that new 
automobiles, in some styles, 
would be scarce before the ’62s 
are unveiled. 

Wilferd Behle, president of Air- 
port Garage, Inc. (Rambler), as- 
sessed his August trade “fair.” 
“July was fair and not as good as 
June,” he added. 

As for inventory, Behle said his 
dealership “has a good balance for 
what we should sell in August and 
September.” 

“Mind you,” he added, “we’re not 
loaded and we’re not suffering.” 

Airport Rambler has been selling 
5|2 lot of Classics, especially the 
Super four-door sedan and the 
Super station wagon. 

Goddard Motors, Inc., in North 
St. Louis County, reported that the 
used-car business is “very good but 
that new-car tempo hasn’t picked 
up.” 

This firm handles Chrysler, Impe- 
rial, Valiant and Plymouth. An of- 
ficial said the profit picture hasn’t 
improved. Profits on the lower- 
priced models have been a bit bet- 
ter, he said, but it has been neces- 
sary to trim some earnings from 
the more expensive units. 

A shortage of some Chrysler 
cars is expected. Goddard’s big 


Mountings for safety belts, at lower 
right, are built into all '62 Volkswagens. 


ya 





Front hood on ‘62 Volkswagen is held 
open by springs, replacing old locking- 
position rods, 





ry Chrysler Councils 


months of August and Sept., and 
also the 1962 Dodge model introduc- 
tion plans. 

There was 100 percent attend- 
ance by the 24 members of the 
National Committee and in addi- 
tion to meeting with Nichols and 
ali other sales executives of 
Dodge, we also met with and 


were addressed by E. C. Quinn, | 


vice-president—sales divisions. . 

In complete detail they outlined 
to us the necessity of increased 
sales activity on the part of all 
dealers, with an appeal for the as- 
sistance of the conference to these 
accomplishments so that we would 
all have our floors cleared at the 
time of the new-car showing to the 
public. 

We also had the privilege of 
viewing the 1962 Dodges. The plans 
for the introduction of these 1962 
cars were also outlined in detail. 

Instead of telling you how I feel 
about the program, both now and 
later, I want to quote to you the 
remarks of each member of the 
National Committee that were 
made after the meeting was con- 
cluded: 

Byron J. Clark, Kansas City Re- 
gion: I was really impressed with 
these new cars. They'll get the 
salesmen enthused. The car has a 
youthful look and great interiors. 
I am going to go home and wheel 
those ’61s out the door—and I’m 
going to surprise some of my cus- 
tomers by taking their orders, 

George Tunis, New York Re- 
gion: What I got out of this 
meeting personally was that we 
have really established communi- 
cation with the factory. We know 
what’s going on and what is 
planned for the future, and we 
can tell other dealers what the 
score is. The factory has proved 
that they have an open mind and 
that they’ll listen. 

W. B. Scott, Charlotte Region: 
I feel real good about the 1962. 
And I’m going to go home and 
clean out every 1961 before those 
’62s come in. 

Frank Collord, Chicago Region: 
I’ve said, for a long time, that when 
the factory and the dealer got to- 
gether and started acting like part- 
ners We could really do business. 
As of now Dodge dealers aren’t just 

(Continued on Page 53, Col. 1) 


St. Louis Sales Slower; 


seller this season has been the 

Chrysler Newport, but Valiant 

has been doing well. 

Kuhs Buick Co., near the ball 
park, has experienced somewhat of 
a pickup. July was ahead of June. 
The Special is now accounting for 
40 percent of the sales, however, 
the regular Buicks aren’t hurting. 

For example, the company re- 
ported that on one Saturday four 





190 Series Restyled by Mercedes— 


Mercedes-Benz has restyled its 190 and 


190-D four-door sedans along the lines of 


the more-expensive 220 Series. The new models feature wraparound windshields ang 
rear windows. Wheelbase is 106.3 inches, and overall length is 186.5 inches. 
* a a 


Mercedes-Benz Restyles 
190 Series, Adds 300-SE 


SOUTH BEND.—A new model in 
the luxurious 300 Series and re- 
styled versions of the 190 and 190-D 
four-door sedans have been an- 
nounced by Mercedes-Benz Sales, 
Inc., United States distributor of 
the German-built cars. 

The 300-SE four-door sedan 
features a new light-alloy fuel- 
injection engine, a new four-speed 
automatic transmission, power 
steering and air suspension. 

The redesigned 190 and 190-D 
(diesel engine) models are styled 
along the lines of the more-expen- 
sive 220 Series. Wheelbase and 
overall length have been increased. 
Both the 190 and 190-D are four- 
door sedans. 

Prices of the new offerings had 





Detroit Dealers 


Act to Curb Thefts 


DETROIT. — The Detroit Auto 
Dealers Assn. has taken steps it 
hopes will result in a curb on the 
growing number of thefts of cars 
and parts from dealerships, accord- 
ing to Herbert J. Kessler, DADA 
president. 

He said DADA has developed a 
reporting form which members will 
use to notify the association of 
thefts. Police will be asked to in- 
crease their surveillance in areas 
where the thefts are particularly 
high, he said. 


Profits Up 


cars were sold, two Electras and 
two LeSabres. The day before, two 
LeSabres and one Special were de- 
livered. 

Patterson Ford called business 
“spotty.” The company had plenty 
of cars and wasn’t too concerned 
about shortage prospects. 

Falcon was selling one for one 
against standard Ford. Previously 

(Continued on Page 49, Col, 1) 








Mercedes Automatic 


" 10 


Transmission— 


Cutaway view shows components of Mercedes-Benz automatic transmission. The 
numbered components are: (1) hydraulic starting clutch, (2) primary oil pump, (3) brake 
band 3, (4) brake band 1, (5) brake band 2, (6) rear planetary unit, (7) parking 
block gear, (8) drive gear for governor and secondary pump, (9) output shaft, (10) 
clutch 2, (11) shift plate, (12) clutch 3, (13) front planetary unit and (14) clutch 1. 





not been announced as AUTOMoTiyg 
News went to press, but the 300-SR 
is expected to be about $9,000, It 
will not be available in the United 
States until next spring. 

The new 190 and 190-D will be 
slightly more than the current ver. 
sions which are tagged at $3,585 and 
$3,807, respectively, at New York 
port of entry. These models are ex- 
pected to begin arriving in the U.§, 
late this fall. 

A few 220-S and 220-SE models 
with automatic transmissions and 
power steering also will be on hand 
late in the fall. 

German sources report that the 
300-SE is replacing the older, larger 
and more expensive 300 Series, 

The new fuel-injection engine for 
the 300-SE is a three liter, six-cyl- 
inder unit with overhead camshaft 
and valves. 

It displaces 182.85 cubie inches 
and develops 185 horsepower at 

5,200 revolutions per minute. Com- 

pression ratio is 9 to 1, and bore 

and stroke are 3.34 by 3.47 inches. 

The 300-SE has hydraulic disk 
brakes on all four wheels. The heat- 
ing and ventilating system provides 
separate controls for the right and 
left sides as well as for the rear, 

The wheelbase of the 300-SE four- 
door sedan is 108.3 inches, and the 
car is 192.2 inches from bumper to 
bumper, The dimensions are similar [| 
to those of the 220 series. Other 300 | 
series four-door models have aj} 
wheelbase of 124 inches and are 
204.3 inches in overall length. 

The new 190 and 190-D models 
feature wraparound windshields 
and rear windows. Body panels are 
free of metal trim. 

Wheelbase has been increased two 
inches to 106.3, and overall length 
has been expanded to 186.5. Former 
models were 177.2 inches long, 

The cars are powered by a 1.9- 
liter, four cylinder engine. The 
gasoline version is a 90-horse- 
power, 115.75-cubic-inch unit, and 
the diesel develops 60 horsepower 
and displaces 127.27 cubic inches. 

Standard equipment on the 300- 
SE, 190 and 190-D includes heater, 
windshield washers, two-speed wip- 
ers, electric clock, padded steering- 
wheel hub and padding on the in- 
strument panel, sun visors and door 
pillars. 

All control switches are either re- 
cessed or of flexible material. 

Reports from overseas also note 
that the Mercedes 180 will keep its 
old body for 1962, but the engine 
has been souped up. It has a new 
camshaft and a new valve train. 
The 180-D has the new overhead 
camshaft of the 190-D and will be 
rated at about 55 horsepower, com- 
pared with 60 for the 190-D. 





Schools to Rent Cars 
For Driver Training 
ST. PETERSBURG, Fla.—The 
Pinellas County School Board 
has agreed to pay $259 annual 
rental for each of 18 -driver train- 
ing cars the system will borrow 
from auto dealers, according to 
School Supt. Floyd T. Christian. 
He said it had been difficult to 
obtain new cars because dealers 
were losing money on the sale of 
vehicles that had been used in 
the program. 
$$$ $$$ 
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TRADEMARK 


United States Steel 


For living room comfort, car buyers 
count on steel Comfort sells cars, and a demonstration 


ride sells the comfort of steel. Steel springs are at work inside and 
under the car. In the seat cushions, the same quality steel spring 
wire used in the best sofas makes riding a pleasure. Steel springs 
give deep-seated comfort and add extra support where it’s needed. 
The strength and resiliency of steel spring wire minimizes sagging 
—a big plus at trade-in time. 





Underneath the car, tough, resilient alloy steels absorb road shock 
and impact. Leaf, coil, or torsion bar—steel makes driving com- 
fortable over practically any kind of road. Thanks to ingenious 
suspension engineering, today’s cars offer a remarkable combina- 
tion of soft ride and minimum cornering sway. Steel gives your 
customers the same comfortable, jar-free ride mile after mile. 


There are over 160 types and grades of steel used in the.new cars, 
each selected to do the most dependable, most economical job. 
Tell your customers about the comfort of riding on steel. The public 
prefers steel in automobiles, as shown by consumer surveys con- 
ducted by Alfred Politz Research, Inc. The surveys show that car 
buyers look to steel for strength, dependability and quality. We’re 
strengthening the public’s preference for steel even more with a 
big national advertising campaign in magazines, billboards and 
network television. Make this preference for steel in automobiles 
work for you. 





Sell f, ...it sells for you 













Capsule Reports .. . 


WASHINGTON.—Clarence T. 
Lundquist, administrator of the 
Labor Department’s Wage and 
Hour and Public Contracts Divi- 
sions, has issued a non-technical 
pamphlet which gives highlights 
of the application of the Fair Labor 
Standards Act, as amended, to the 
retail and service industries, 

The pamphlet explains the mini- 
mum wage, overtime and child- 
labor requirements of the law, de- 
fines an enterprise and a retail or 
service establishment, and dis- 
cusses coverage and exemptions 


Auto News in Brief 
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under the law. It also contains a 
list of regional and field offices 
where additional information may 
be obtained. : 

* * 


Near-Record Qutlays Noted 


For Oil Industry in 1959 


NEW YORK.—The United States 
oil industry spent $6.9 billion in 
finding, developing and producing 
oil and gas in 1959, according to 
a new Joint Association Survey. 

The expenditures were close to 
an alltime record, falling only 


slightly below the level of 1956, the 
year covered in the last such sur- 
vey conducted by the American Pe- 
troleum Institute, the Independent 
Petroleum Association of America 
and the Mid-Continent Oil & Gas 


Association. 
* * * 


Warning-Light Unit Aims 
To Cut Rear-End Mishaps 

CLEVELAND.—Joseph Brasey, 
president,’ Lamp Hardware Co. 
has developed a warning-light 
unit for cars and trucks which 
lets other motorists know when 
a driver is slowing down or about 
to put on his brakes, 

The unit is part of the acceler- 
ator system instead of the brak- 
ing system, and the warning 
lights glow whenever the driver 
releases pressure and is slowing 
down, Brassey said. The unit, de- 






















comparable to many others using 


signed to reduce the number of 
the word. 


rear-end accidents, will be made 
by Jet-Flash Signal Devices, Inc., 
he added. 


* * * 


Evans Stockholders OK 


Aberdeen Acquisition Plan 


PLYMOUTH, Mich. — Stockhold. 
ers of Evans Products Co. have ap. 
proved a new plan for the acquisj- 
tion of Aberdeen Plywood & Ve. 
neers, Inc., Aberdeen, Wash., which 
will make Evans the third largest 
integrated plywood producer in the 
United States. 

Edward S. Evans jr., Evans pres. 
ident, said the plan contemplates 
Evans common stock will be ex. 
changed for Aberdeen stock on the 
basis of 6/10ths of One share of 
Evans common for each share of 
Aberdeen common, and 1% shares 
of Evans common for each share 
of Aberdeen $25 par value prefer. 
red. Major shareholders of Aber. 
deen had previously indicated their 
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Dismissal of FTC Charges 


Asked by Additive Maker 


WASHINGTON. — Dismissal of 
false-advertising charges made by 
the Federal Trade Commission has 
been asked by Magnaflo Co., Inc., 
Warren, O. The firm answered al- 
legations made against its “Life- 
time Charge” battery additive by 
saying that some of the challenged 
claims were “taken out of context” 
and that others were “discontinued 
approximately three years ago.” 


The company also denied that its 
use of the trademark “Lifetime 
Charge” implies that the product 
will keep a battery charged for life. 
It says its use of the trademark is 








For Better Jobs —Better Profits! 


Only BEAR'gives you these winnings EXTRAS 


The smart way to buy equipment is to check the winning 
extras that insure better jobs and better profits. The 
winning extras are exclusive profit benefits engineered 
into every piece of Bear equipment — they are the rea- 
sons why more shops choose Bear over all others — the 
reasons why Bear is Official Alinement and Balancing 


SIMULTANEOUS BODY-FRAME PULLS 
ee ee en, 


EXCLUSIVE 4-WAY STRETCH AND PULL 





Service at the famed Indianapolis 500-Mile Race for the 
past 28 years — the reasons why leading car factories 
recommend Bear to dealers. Bear’s new Sectionalized 
Catalogs contain the complete story on the equipment 
and list the winning extras! Copies are free for the ask- 
ing — mail the coupon for your free copies today! 





FULLY AUTOMATIC TEST FOR ALL 4 WHEELS . | EXCLUSIVE “HOT SPOT” 
— an EXTRA with 108-12 BEARCAT! — an EXTRA with 450 HYDRAULIC BRAKE TESTER! siasoin <p baaamaada 
560 HEADLIGHT TESTER! 
RACK AND POWER LIFT COMBINED CONVERTS TO REAR HOUSING AND AXLE “QUICK-AS-A-WINK” ALINEMENT TESTS 


— an EXTRA with new 162 POWER RACK! — an EXTRA with STYLEMASTER! 


MAIL THIS COUPON TODAY for the complete story on 
BEAR WINNING EXTRAS 


BEAR MFG. CO., Dept. A-10, Rock Island, III. 
: Without cost or obligation, send me the 
Catalogs checked below: NAME 


©) Service Station Services 








CO) Telaliner Service © Wheel Balancers er 

OC) Mechanical Alinement Service ADDRESS. 

OC) Body-Frame Correction Service 

CG Safety Test Equipment CITY¥___ZONE__ 


STATE 






— an EXTRA with 240 ALINEMENT TESTER! 







_ A COMPLETE SERVICE IN A 12x 14 FOOT SPACE 
— 





approval. 
* * * 


Walbro Acquires Arjay, 


Names Walpole President 


CASS CITY, Mich.— Walbro 
Corp., carburetor and fuel-pump 
manufacturer, has purchased 
Arjay Mfg. Co., Vassar, Mich, 
Arjay becomes a wholly’ owned 
subsidiary, producing air clean- 
ers, fuel tanks, and custom com- 
ponents, 

The following officers and di- 
rectors of Arjay were elected by 
the Walbro board: President, 
Walter EZ. Walpole, who also is 
president of Walbro; manufac- 
turing vice-president, Howard 
Bacon; sales-engineering vice- 
president, Ralph E. Jones; secre- 
tary-treasurer, Ralph G. Gauer, 
Directors are L. W. Bartlett, Wil- 
liam B. Hoey sr., and W, E. Wal- 


pole. 
ae a * 


Ford of Canada Begins 


Production in African Plant 


TORONTO—The $3.5 million 
plant built by Ford Motor Co. of 
Canada, Ltd., in Rhodesia, Africa, 
has turned out its first cars, accord- 
ing to Ford officials here. 


They said the plant has a payroll 
of 400 and can produce one car 
every 20 minutes. 

* * * 


41 Safety Awards Won 


By Ford Plants for ’60 


DEARBORN.—F ord Motor Co, 
employes have earned 41 separate 
annual awards from the National 
Safety Council on the basis of safe- 
ty performance during 1960, includ- 
ing 13 awards in the top achieve- 
ment “Honor” category, according 
to Kenneth D. Cassidy, industrial 
relations vice-president. 

The awards are based on the 
length of time during which a plant 
has had no lost-time injuries, and 
upon records in reducing previous 
accident frequency and _ severity 


rates. 
* * * 


Champion to Give Trophies 


In National Drag Races 


TOLEDO. — Trophies for Top 
Eliminator and winners of 60 
other class competitions at the 
Seventh Annual National Cham- 
pionship Drag Races will be 
sponsored by Champion Spark 
Plug Co. 

The races will be held Sept. 1-4 
in Indianapolis Raceway Park. 
This will be the third year that 
Champion has sponsored the Top 
Eliminator trophy and the first 
year for the awards in other class 
events. 

a oe * 
Manufacturing Firm Formed 


By Autolite in Mexico City 


MEXICO CITY.—Formation of 4 
new company to manufacture a full 
line of automotive electrical equip- 
ment, including starting motors, 
generators and ignition systems, 
was announced here by Electric 
Autolite So., Productos Para Indus- 
trias and a group of Mexican in- 
vestors. The new firm will be 
known as Industria Electrica Auto- 
motriz, S. A. 

J. J. Bohmrich, Electric Autolite 
international operations vice-presi- 
dent, said products manufactured 
by the new company will be mar- 
keted under the Prestolite trade 
name, The company will also man- 
ufacture private label parts, he 
added. 
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CHICKEN COUPE? 


A word about your new car storage problem 


Do you find yourself cramming your new cars into unlikely spots all 
over town? Most dealers do, these days. 

The basic difficulty lies with the product itself—an automobile is 
roughly 6 to 7 feet wide and 15 to 18 feet long, and you can’t stack it 
or shelve it. On top of this, there’s the growing necessity of stocking 
a wider variety of models, colors, and optional equipment. And the 
area needed for servicing is increasing, too. Since 1950, the U. S., 


car-truck populatiog has risen by over 20 million—and we’ll probably 


. add that many more by 1970. All this adds up to a big business space 


problem. One that’s going to get worse. 

What can be done about it? 

Short of new buildings and additions, the only answer lies in making 
more efficient use. of existing facilities. Ways you can do this make 
mighty profitable reading—the kind of fascinating, productive read- 
ing found in every issue of Profit Pointers, The Associates Investment 
Company’s monthly publication for auto dealers. 


Each issue thoroughly analyzes one aspect of agency management. 





And for every problem raised, a down-to-earth workable solution is 
offered. In the discussion of space problems, for instance, we included 
sound advice from a dealership space architect and a detailed chart 
of space possibilities and plans for use in your agency. 

If you’d like to receive a copy of this up-to-date, penetrating publi- 
cation every month, call your Associates representative today, and 
we’ll be delighted to put you on the list. It’s free, of course—a part 
of the extra service you get at The Associates. 


ASSOCIATES 


INVESTMENT COMPANY 


Associates Discount Corporation ¢* Associates 
Discount (Canada) Ltd. * Emmco Insurance Co. 











South Bend, 
Indiana 















after the initial breakin for a pe- 
riod of 25,000 to 30,000 miles with- 
out scuffing the engine or having 
excessive blowby. Operating tem- 
peratures, pressures and engine 
speeds in general were relatively 
low. 


“Engine changes from year to 
year were made very slowly. Bore 
sizes were increased from 1/32 to 
1/16 of an inch at a time. Com- 
pression ratios 
were increased a 
small fraction of 
a ratio at a time. 
Engine RPM and 
output were in- 
creased slowly. 
Sometimes the 
output was in- 
creased by mere- 
ly lengthening 
the stroke of the 

ia engine a small 
Don Hesling fraction of an 






TURNINGS ... 
Performance No Longer 


Up to Customer Only 


By Joseph M. Callahan 


Engineering Editor 





i substantial change in the relationship between the 
auto makers and most of their suppliers that has occur- 
recently described by Don M. 


red in the past 10 years was 
Hesling, engineering vice- 
president of Sealed Power 
Corp. 

Hesling, whose company supplies 
piston rings and 
other parts to all 





sets the minimum performance 
standards, while the actual accept- 
ance standards are set by the com- 
petition between suppliers. 


Prior to 1950, Hesling said, “Our 
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ers divided their engineering tal- 
ent and test facilities between 
research, future models, test and 
development and product engi- 
neering. 

Hesling continued: “No longer 
was the reason and logic behind 
a design sufficient to get it tested 
by a potential customer. They de- 
manded test data as well which 
must be furnished by the supplier. 

“The ‘merry chase’ for business 
to be obtained in a different way 
was underway. The changes in the 
engine builders’ philosophy became 
product realities to the parts manu- 
facturer in our field about eight 
years ago. 

“The changes per year became 
more radical than they were in any 


previous five years. Instead of 


manufacturers coming out with one 
new engine a year, they started to 
come out with whole families of 


group. This group works on com- 
ponents in the development of 
new basic knowledge of their be- 
havior and operation. They work 
from three to five years ahead 
of production and may work on 

10 designs for every one that goes 
into production. 

2. Design engineering group. Thig 
group works on the design of an 
engine or transmission as a com- 
plete unit. They usually work two 
or three years ahead of production 
and probably design four units for 
every one that goes into produc. 
tion. 

3. Test and development group, 
This group is responsible for fina] 
development, testing and getting 
ready for production of the next 
models. 

4. Resident engineering grou p. 
These engineers are responsible for 
the components that have been re- 
leased for production. They control 


auto makers, said 
that for many 
years the custom- 
ers alone estab- 


products were nearly all conceived 
on a drawing board, made up in 
sample form and submitted for test. 
The test results were examined 
along with the product and adjust- 


inch at a time. The whole process 
of engine changes was an evolu- 
tionary thing and, as a conse- 
quence, so were the changes in the 


engines each with its own distinct 
problems.” 





the quality and make the deviations 
necessary due to tooling, or that 
come from production experience 
or from owners’ experience. 


* * 


Deals with Four Groups 


lished the per- 
formance stand- 
ards they requir- 
ed of a supplier’s 
product. 

Now, he assert- 
ed, the engine 
builder merely 


components that made up the en- 
gine.” 

About 10 years ago, the auto 
makers adopted a new philos- 
ophy. Plans were initiated for 
making radical engine changes 
from year to year. Engine build- 


ments were made to improve what- 
ever was lacking in performance. 
* ea 
wae (piston ring) problem dur- 
ing this period was a relatively 
simple one. Basically, it was to get 
600 miles or better per quart of oil 





J. M. Callahan 
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oo anew face... 
awhole new 
future!’ 


To the respected line of Prestolite batteries 


H® SAID that the supplier, in- 


stead of doing engineering 
work and making samples for one 
group at each company, now found 
themselves dealing with these four 


groups at each company: 
1. Advanced products study 





1915 





the Electric Autolite Company has now added 


spark plugs, wire, cable, and an extended 


line of ignition and electrical parts. Every product 


is backed by the 50 year experience and 


manufacturing know-how of the Electric Autolite 
Company, now in a more flexible position 
than ever to serve you. Watch for important news 
about your future with Prestolite, the new 


and growing force in the automotive industry. 


The Electric Autolite 


Company Toledo 1, 


Ohio 





oe 


- ee change that affected 

the parts supplier was the 
program of plant decentralization 
by major engine and transmission 
builders,” Hesling said. “A whole 
new series of problems resulted as 
parts were machined, handled and 
assembled differently in each of the 
different plants. 

“Parts suppliers were called 
upon to meet the challenge of as- 
sisting in the instruction of per- 
sonnel in the assembly plant, and 
on occasion, to redesign its prod- 
uct to meet the new methods of 
material handling and assembly 
being used in the new plants, 

“Mechanical innovations and 
performance standards of products 
changed the picture radically. Auto- 
matic transmissions became the 
standard rather than the excep- 
tional equipment on many ears. 
Power steering started to grow in 
popularity until today it covers 
nearly 40 percent of the automo- 
biles built.” 

As engine pressures, temper- 
atures and speeds climbed tre- 
mendously during the past decade, 
it became necessary for piston 
rings to have considerably im- 
proved performance. Sealed Power 
and other suppliers adapted to this 
situation by developing research 
departments and _ product-testing 
sections. 

* OK ok 


Research Spurs Diversity 


B ESIDES permitting Sealed 
Power to remain competitive in 
its traditional fields, the research 
department has permitted the com- 
pany to diversify its product line. 

Hesling concluded: “Many new 
items have been added during the 
past five years, and today we 
are making approximately 50 new 

parts with a production of 7% 
million pieces per year. 

“We do not expect to limit new 
production considerations to those 
things similar to our present line 
in end design or production facil- 
ities, but anything we can properly 
handle that will pay a satisfactory 
return on the investment required.” 


Kossman Receives 


Franklin Award 


NEW YORK.—S. Edward Koss- } 
man, Kossman Buick Co., Cleve- 
land, Miss., was honored by the 
Saturday Evening Post at a dinner | 
sponsored by the Delta Automobile 
Dealers Assn, in Indianola, Miss. 
Kossman also has Rambler and 
Willys franchises. 

Kossman was presented a Ben- 
jamin Franklin Quality Automobile 
Dealer Award, honoring him for 
“citizenship, community service and 
his outstanding contribution to the 
automotive industry.” James 
Gavagan, vehicle marketing man- 
ager for the Post, made the pres- 
entation. 


Kossman is state director and 
Southern regional vice-president 
for the National Automobile Deal- 
ers Assn., and a past president of 
the Mississippi Automobile Dealers 
Assn. and the Delta association. He 
also is chairman of the NADA Gov- 
ernment Relations Committee. 


Chevrolet Signs DeFouw 


LAFAYETTE, Ind.—Bill DeFouw 
Chevrolet, Inc., 12th and Main, has 
received a Chevrolet franchise. 





“nylon” “nylon” 
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“nylon” “nylon” 


In a recent impartial survey a leading national 
magazine asked car owners if it made any dif- 
ference which kind of cord was used in their tires 
and which cord they would prefer. 

The answers received by the survey showed that 
car owners preferred nylon over rayon, including 
Tyrex rayon, by 16 to one. 

This is more than a trend. It’s a landslide. 


asehucesiue 
“nylon” 
“nylon” 


as ee ato 0 ae 


ometimes called 


16-1 


Nylon is obviously the one tire cord that has any 
conclusive amount of consumer preference. And 
every year that preference grows stronger. Per- 
haps that is why so many dealers are simplifying 
their inventory by discontinuing rayon cord tires 
and going 100% nylon. It’s good business. 

And it means that every customer gets the 
safest cord tire for his money. 


Chemstrand makes only the yarn; America’s finest tire manufacturers do the rest. 


The CHEMSTRAND Corporation, 350 Fifth Ave., N Y. 1 + Makers of Chemstrand” nylon & Acrilan” acrylic fiber. 





yrex rayon 
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Capsule Comment 


Despite a drop in total new-car stocks, the days’ supply 
of ’61 models has risen to 55 days. 
Not alarming, but indicating a need for continuing at- 
tention. 
* * ¥ 


Second-quarter profits have moved new-car dealers out 
of the red for the first half of 1961. 
But the 0.9 percent on sales is still about 50 percent 
below the 1.7 percent profit in 1960. 


* * * 


Compact cars took a record 34 percent of June registra- 
tions, as first-half new-car sales trailed 1960 by 15 percent. 
A year ago the compacts took 25 percent of sales. 
* * * 


With the drop in new-car stocks, dealer inventories of 
used cars have also declined, reaching a 36-month low in 
August. 

The decks are being cleared for a profitable ’62-model 
season. 
* * ca 


Aftermarket makers expect a 14 percent rise in sales to 
automotive jobbers in the second half, following a 7 percent 
gain in the first six months of 1961. 

The upswing seems to be across the board. 


* * * 

Volume of auto credit has shown an increase for the 
second month in a row, following seven straight months of 
decline. 

Another harbinger of a rising auto market. 


Coming 
Events 


% Envrror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Aug. 20-21 — Wyoming Automobile Deal- 
ers Assn., Jackson, Wyo. 

Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. * 

Aug. 20-23—Automobile Dealers Assn. of 

West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 

Sept. 16— Maine Automobile Dealers 
Assn., Poland Springs Hotel, Poland 
Springs, Me. 

Sept. 18-19—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 

Sept. 19-20 — Federation of Automobile 
Dealer Assns. of Canada, Queen Eliz- 
abeth Hotel, Montreal. 

Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 

Oct. 22-24—New gone Automotive Trade 

a 


Assn., Chalfonte ddon-Hall Hotel, 
Atlantic City. 
Oct. 22-24— New York State Automobile 


Dealers, The Concord, Kiamesha Lake, 


N. Y. 

Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 
Nov. 27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 

Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


196: 
Jan. 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 


Vegas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

April 8-10—Automobile Dealers Assn, of 
Alabama, Montgomery, Ala. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri ‘Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


Mo. 
May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 
ee 


Auto Shows 


Sept. 21-Oct. | — Frankfurt International 
Auto Show, Frankfurt, West Germany. 

Oct. 5-15—Paris Auto Show, Paris, France. 

Oct. 14-18—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 

Halls, Milwaukee, 

Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 

Oct. 18-28—London Auto Show, London, 
England. 

Oct. 26-Nov. 5—Los Angeles Automobile 
— Pan Pacific Auditorium, Los An- 

geles. 

Oct. 28-Nov. 5—Southern Automobile Ex- 
position, Merchandise Mart, Charlotte, 


N.C. 
Oct. 28-Nov.8—Turin Auto Show, Turin, 


Italy. 

Nov. I 1-18—Philadelphia Auto Show, Grand 
Exhibition Hall of the Trade and Con- 
vention Center, Philadelphia. 

Nov. 11-18—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Nov. 13-18—Denver Auto Show, Denver 

Coliseum, Denver. 

Nov. 21-26 — 4th Annual Imported Car 

Show, Brooks shes | oe Francisco, 


%& Jan. 26-28— Birmingham Auto Show, 
Municipal Auditorium, Birmingham, Ala. 

Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 

Feb. 28-March 3—International Automotive 
Service Industries Show, Navy Pier, Chi- 
cago. 

March 22-25— Pacific Automotive Show, 
Memorial Coliseum, Portland. 

April I1-13—Canadian Automotive Service 
Show, Canadian National Exhibition 
Grounds, Toronto. , 


Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. é 
eo - * 

General 


% Sept. II-14—SAE, Vehicle Meeting and 
Display, Milwaukee Auditorium, Mil- 


waukee. 

%& Sept. 14-15—9th Annual Joint Engineer- 
ing Management Conference, Hotel 
Roosevelt, New York. 

%& Sept. 16—Quality Control Forum, An- 
gell Hall, University of Michigan, Ann 
Arbor. 

Oct. 1-5—National Truck Leasing System, 
Edgewater Beach Hotel, Chicago. 

Oct. 1-5—I4th annual convention and ex- 
hibition, Truck Body and Equipment 
Assn., Hotel Sherman, Chicago, 


passenger sedan-limousine . 
percent stock dividend. 


20 Years Ago—1941 
The Federal Reserve Board announced a tentative draft calling 
for an 18-month limit on automobile installment sales and proposed 
a one-third downpayment. The government also cut by 10 percent 
the supply of gasoline available to fuel outlets in Eastern states 
to conserve gasoline for the defense program. 


10 Years Ago—1951 

New-car inventories in the hands of dealers dropped to the lowest 
level in two years. The average new-car dealer had a potential 
stock of 8.7 cars. Inventory totalled 385,509 units. 







The Big Stories 


35 Years Ago—1926 
Packard announced its new line of 16 models, with prices ranging 


from $2,585 for the five-passenger sedan to $5,100 for the seven- 
. . General Motors Corp. declared a 50 


"I want you to know I've been coming to your dealership 
for years—maybe some time I'll buy my car here." 


Letterbox 
‘Hard Impact on Profits .. 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request, Address Editor, Automotive News, Detroit 7, Mich. 


that is that when these dealers 
sell for any less than $204.54 (if 
their expense is average), they 
are subsidizing the lease company 
with profits from regular sales or 
adding to their own losses, 

When a dealer continues to sell 
to a lease company at a loss, he is 
doing the one thing that will even- 
tually destroy the franchise system 
of distribution. 

Here are some important facts to 
keep in mind: 

1. If the lease company is com- 
pelled to pay enough to cover deal- 
er’s selling expense plus a profit, 
the lease company is not injured in 
the least. They need only increase 
the lessee’s payments a few paltry 
dollars per month to compensate 
for the increased cost. 

2. The lease company starts de- 
preciation figure at only a small 
amount higher, and still ends up 
with the same disposable final mar- 
ket value as before. 

3. The lease company takes out 
of the market at the same time, 
adding to dealer loss, many pros- 
pective profitable retail customers 
of the dealership. 

4. The lease company, by 
wholesaling through auctions 
(and some sell retail themselves) 
take away more prospective prof- 
its of the new-car dealer. 

5. Lease companies are usually 
accorded favorable prices to them, 
but unprofitable discounts on parts 
and labor, 

6. The 1960 figures mentioned 
also show an average flooring cost 
per new car of $15.77 per car. Many 
lease companies “floor free” with 
the dealer by leaving an open ac- 
count 60, 90 or more days cars pur- 
chased from the dealer. 

Gentlemen, I submit my letter to 
you, that if we dealers continue to 
run our business with such poor 
principles, if we continue to sell 
below our costs as is the practice, 
if we continue to do so because that 
“other” dealer will do it if we don’t, 
it not only discloses an unintelli- 
gent lack of business acumen, it 
will only prove that the franchised 
auto dealer richly deserves the 
business grave he is digging for 
himself.—Lioyp L, Grant, Grant's 
Chevrolet, Inc., Puyallup, Wash. 

* * ed 


‘Kohn Is Right, But— 


In your July 31 issue, I read with 
avid interest the reactions of Wal- 
ter F. Kohn, marketing counsel, 
Croton-on-the-Hudson, N. Y. His 
observations were most pertinent, 
and on most points I am fully in 
accord with his observations. 

However, if what he reports 0m 
his attempts to buy a car is true, 
(Continued on Page 46, Col. 3) 
























Sales to Leasers Hit 

I am enclosing a copy of an open 
letter to Galles, NADA Task Force 
Committee, which I believe may be 
of interest to your readers; as the 
subject has such a hard impact on 
dealer profits at this time. 

Dear Galles and Committee: 

As a member of NADA, I want 
to commend and congratulate you 
and your committee for your un- 
selfish and diligent efforts in trying 
to uncover a path out of the un- 
healthy business morass which 
new-car dealers have created for 
themselves. 

I have read with interest your 
first report, and although not in 

100 percent agreement with all 
facets, it is a job, well done. 

However, you have touched but 
briefly on what in my small opinion 
is the most important phase of 
mistakes in We dealers’ merchan- 
dising methods. 

This concerns the cancer of sell- 
ing vehicles, parts and service, to 
lease companies at actual prices 
far, and I mean far, below our ac- 
tual selling cost. 

I do not know the actual num- 
ber or percentage of total vehicles 
sold, which are sold to lease com- 
panies per year, but it is my under- 
standing that it is between 15 and 
20 percent. These are sold from as 
low as $15 to as high as $125 over 
invoice, and the high is indeed a 
rarity. 

As a Chevrolet dealer, I am tak- 
ing NADA’s own figures for 1960, 
metropolitan Chevrolet dealers’, 
selling over 750 cars per year. 
These figures show a total expense 
per new vehicle sold at $467, of 
which all but 43.8 percent is ab- 
sorbed by parts and service, leaving 
a net selling expense of $204.54 per 
new car. 

This has but one meaning and 
























FACT: during the first 
SIX months of 1961 only 
‘Life, among all U.S. mag- 
azines, carried more 
\pages of passenger car 
advertising than did 
SPORTS ILLUSTRATED. 









oso Osi ti 





arPae 1B 








y The fact that Sports ILLUSTRATED’s more 

: than 950,000 families have just about the best tg oem ome 
4 high-income-to-low-age ratio of any "Uae PB 

; magazine in the business—any magazine—might ; st sy arch acre 
. alone account for this achievement. ‘ 

: But add to this the fact that 12% of all 1961 an 

. models sold by December 15th, 1960 

l were bought by only 2% of U.S. families—the 

‘ families who read Sports ILLUSTRATED... 

. add the urge to activity, the sense of style, the 

7 : fondness for driving for fun, and the 

rT predilection for pace-making that naturally 


characterize sports-minded families. . . 
‘ and add the unique merchandisability of sport— 


l, and the result is the hottest magazine 
rt, | in the automotive field. 





1 SI is a basic buy. 
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Front 


Financial 





912, compared to $18,671,239 in last 
year’s first half. 

Net income on sales for the first 
half of this year was $1,435,864, 
compared to $1,133,737 in 1960. 

* * * 


CIT Financial Corp. reported net 
earnings of $21,429,000 in the first 
six months of 1961, compared with 
$21,196,000 for the first six months 
of 1960. 

Arthur O. Dietz, chairman, said 
the high level of earnings was pri- 
marily the result of reduced ex- 
penses due to lower money costs 
and the favorable effect on gross 
earnings of the large backlog of 
deferred income from business pre- 
viously acquired. He said he “con- 
tinued to hold the view that earn- 
ings will be satisfactory in 1961.” 

Deferred income and unearned 
premiums, which are a backlog of 
future gross earnings from financ- 
ing and insurance operations, ag- 
gregated $202,708,000 on June 30, 
compared with $225,086,000 a year 
ago, the report noted. 

Total receivables outstanding on 
June 30, amounted to $2,112,654,000, 
compared with $2,310,998,000 last 
year, said Dietz, and total volume 
of receivables purchased during the 
first half of 1961 was $1,865,681,000, 
compared with $2,491,664,000 in the 
like 1960 period. 

The reductions in the 1961 figures 
reflected lower production and 
sales in the automobile, industrial 
equipment, textile and other indus- 
ay that CIT serves, the report 
said. 


GMAC Reports 
Earnings Hike, 


Drop in Volume 


General Motors Acceptance Corp. 
reported that its earnings in the 
first half exceeded those in the like 
period of last year although the 
second-quarter profit fell below the 
1960 level. 

GMAC made $27,966,528 in the 
first half, compared with $24,442,477 
in the like period of last year. The 
second-quarter profit was $12,224,- 
857 this year and $12,254,553 last 
year. 

All profits totals includes earn- 
ings of Motors Insurance Corp., a 
wholly owned subsidiary. 

Retail installment contracts pur- 
chased in the second quarter of 
1961 totalled $914 million, compared 
with $1,195 million in the same pe- 
riod last year. For the first six 
months of 1961, retail installment 
contracts purchased amounted to 
$1,698 million, compared with $2,164 
million in the first half of 1960. 

Retail receivables outstanding at 
June 30, 1961, were $3,973 million, 
compared with $4,061 million at 
June 30, 1960, 

Wholesale receivables, which 
arise from the financing of dealers’ 
inventories, totalled $1,076 million 
at June 30, 1961, compared with 
$1,251 million outstanding a year 


ago. 
* * Oo 

National Cash Register 

Reports Record Sales 

National Cash Register Co. re- 
ported sales totalled $238,846,485 in 
the first six months of 1961, an all- 
time record for the first half and 
an increase of 16 percent over the 
previous record of $205,777,334 es- 
tablished in 1960. 

Second-quarter sales also set a 
new record of $126,790,952, up 17 
percent over last year’s record 
second quarter of $108,308,646. Net 
income for the six-month period 
was $8,135,853, compared with $7,- 
588,169 for the first half of 1960, an 
increase of 7 percent. 

* * 


Profit Increases 


At Perfect Circle 


Second-quarter operations of Per- 
fect Circle Corp. substantially 
boosted the firm’s net earnings for 
the first six months of this year 
over the first half of 1960, but with 
a slight decrease in sales. 

Sales through June were $17,917,- 







































Roadway Express 
Roadway Express, Inc., Akron, 
report for 24 weeks ended June 17, 
1961 vs. 1960: Profit, $1,337,580 and 
$849,933; revenue, $35,841,479 and 
$33,828,396. oo. 


Gabriel’s Sales Decline 


But Loss Turns to Profit 

Earnings for 1961 of Gabriel Co. 
will show marked improvement 
over those of 1960, John H. Briggs, 
president, said in a letter to share- 
holders. Earnings for the second 
quarter, Briggs said, amounted to 
$204,189, compared with a loss of 
$161,535 for the like period in 1960. 
Six-month earnings totalled $345,- 
142, compared with a loss of $126,- 
801 in 1960, 

Sales for the second quarter of 
1961 totalled $8,736,013, down from 


ALL WHEEL BALANCERS 
are OBSOLETE!! 


TT 


SAT 
amt ye eae 


Th 
WRITE FOR DETAILS 
ee D0 








$9,225,277 during the second quarter 
of last year. Sales for the first six 
months of this year totalled $15,- 
459,250, compared with $16,889,831 
for the 1960 period. 


Gamble-Skogmo 


Gamble-Skogmo, Minneapolis, 
first-half report, 1961 vs. 1960: 
Profit, $1,844,329 and $1,859,926; 
sales, $64,026,163 and $64,426,147. 

oe 


* * 
McLouth Steel 
McLouth Steel Corp., Detroit, 
first-half report, 1961 vs. 1960: 
Profit, $7,167,451 and $9,675,307; 
sales, $90,991,222 and $117,163,640. 
a * * 


Motor Wheel 
Motor Wheél1 Corp., Lansing, 
first-half report, 1961 vs. 1960: Loss 
of $405,728 vs. profit of $504,857; 
sales, $21,647,164 and $32,483,670. 
* * * 


Rubbermaid Sales Set 


Third-Quarter Record 

Sales and earnings of Rubber- 
maid, Inc., were up during the 
third quarter ended June 30, ac- 
cording to President Donald E. 
Noble. 

Net sales of $6,805,000 were the 
highest for any third period in 
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company history, topping last 
year’s record third quarter by 2.3 
percent, he said. Earnings of $340,- 
000 also showed improvement over 
the first and second fiscal quarters, 
he added. 
* Bg * 

Profit Down, Sales Up, 
McQuay-Norris Reports 

McQuay-Norris Mfg. Co. reported 
net earnings of $419,954 for the first 
half of 1961, compared with $509,620 


for the like period a year ago. 
Net sales totalled $12,576,850, 


against $12,556,556. 
* * * 
Sales, Earnings Decrease 


At Houdaille Industries 

Houdaille Industries, Inc., report- 
ed a profit of $719,060 on sales of 
$35,498,902 in the first half, com- 
pared to earnings of $1,301,260 on 
Sales of $46,865,350 in the like pe- 
riod of last year. 

The company earned $1,031,962 on 
sales of $19,909,164 in the second 
quarter, compared to a profit of 
$1,163,359 on sales of $24,607,484 in 


the like period of last year. 
az Of * 


Ford of Canada 


Reports Declines 
Ford Motor Co, of Canada, Ltd., 


and its subsidiaries reported lower 
sales and earnings for the first half 
of this year. 

Sales amounted to $266 million, 
down from the $285 million in the 
first half of last year. 

Earnings in the first half totalled 
$8.2 million, compared to a profit of 
$14.6 million in the like period of 
last year. oe 


* 
Dow Chemical Reports 
Higher Sales, Lower Profit 


Dow Chemical Co. reported sales 
of $817,514,653 for the fiscal year 
ended May 31 and net earnings of 
$64,439,878. 

The company reported a profit of 
$82.4 million on sales of $781.4 mil- 
lion in the previous fiscal year, 
These figures exclude results of Al- 
lied Laboratories, acquired by Dow 
during the year. 


Dealers Give Bus to School 

LACONIA, N. H.—The New 
Hampshire Automobile Dealerg’ 
Assn. has presented a 60-passenger 
bus, valued at $6,700, to the La- 
conia State School, Robert H. Irwin, 
Laconia, an association director, 
made the presentation. 
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CONTACT SET 





simply say Delco 


You save time when you install preassembled Delco Remy contact sets—save even more time on 
factory-adjusted units. They’re available to fit most popular American cars and light trucks. And 
Original-equipment quality gives you maximum protection against ‘‘comebacks.” MM Of course, this 
keeps your customers happy, too. They might never know about our sealed moisture-proof package 
that keeps contact sets factory-fresh. Or about our special fatigue-resisting spring, high-speed lever 
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Dealers Select Miss Dodge— 


Gloria Korsch, Baltimore model, was selected by the Dodge Dealers of Baltimore 
to represent them in the Miss Maryland of 1961 Beauty Contest, prelude to the Miss 
Universe Contest. Miss Korsch attended a luncheon in her honor where the Dodge 
Dealers’ Advertising Committee and their agency representatives gathered to meet 
the new Miss Dodge. Standing, from left, are Jack Brahms, account supervisor, BBG&W 
Advertising Agency; Joe Brett, Dodge Baltimore city manager; Jack Sharp, Weil and 
Scott; William Tower, Jarman Motors; Stanley Kaufman, Wilfilax Motors; Jack Gerber, 





Growing Dealerships .. . 





Auto Dealer Expansions 


Howard Motors Is Building 
HARTFORD. — Howard Motors, 


/|Inc., headed by Howard Gitlen, is 


putting up a 12,000-square-foot 

building on a 90,000-square-foot site 

on Main St. The firm handles Hill- 

man, Sunbeam, Alpine, Singer, 

Volvo, Citroen and Commer truck. 
a * * 


Beaudry Enlarges Shop 


TUCSON, — Beaudry Motors 
(Chrysler), 847 N. Stone Ave., has 
constructed a $25,000 addition to its 
service department. 

€ * * 


Pearson Adds Truck Lot 

HOUSTON. — Raymond Pearson, 
Inc, (Ford) has added a 6,000- 
square-foot truck lot to its facili- 
ties, according to R, M. Pearson, 
president. The lot is at 1516 Le- 
Branch St. 


* * * 


Baker Spends $250,000 
SEARCY, Ark.—A $250,000 re- 


president, BBG&W, and Milton Weiner, Car City. In the foreground is Gloria Korsch.| modelling and rebuilding program 


has been completed by Truman 
Baker Chevrolet. The remodelled 
building houses offices, parts de- 
partment and a 9,000-square-foot 
service department, Another struc- 
ture, which serves as the show- 
room, has been rebuilt and brick- 
* ok * 


Area Chairmen Named 


By N. Carolina Assn. 

ASHEVILLE, N. C.—Area chair- 
men for five counties in Western 
North Carolina have been named 
by Rupert E. Atkins, president, 
North Carolina Automobile Dealers 
Assn. The appointees are: 

Claude Green, Green Chevrolet- 
Oldsmobile, Spruce Pine, Mitchell 
County; David Culbreth, Tryon Mo- 
tors (Ford), Tryon, Polk County; 
Freeman Hayes, Hayes Buick, Bre- 
vard, Transylvania County; Emory 
Alwran, Bob Buick, Morganton, 
Burke County, and Winslow Ballew 
jr., Ballew Motor Co, (Chevrolet), 
Marion, McDowell County. 





long-wearing points and rubbing block. Most likely, they'll just notice that their cars are performing 
better than they expected. And you'll get all the credit—which is all right with uu. Delco Remy 
automotive parts are distributed nationally through OUmited Delco. 





DELCO-REMY ®* Division of General Motors Corporation * Anderson, Indiana 
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veneered to match the larger build- 
ing. 
* + * 


Vulcan L-M Grows 


BIRMINGHAM, Ala, — Vulcan 
Lincoln-Mercury, Inc., has expand- 
ed its operation with the purchase 
of the Mercury business owned by 
Fred Goad at 300 S. 22nd St. Goad 
retained his Studebaker franchise. 
L. E. Thomas heads Vulcan Lin- 
coln-Mercury. 

* 


* * 

Wyatt Buys Site for Deal 

CLEVELAND. — Mike Wyatt, 
Mercury dealer at Lorain and W. 
104th St., has acquired the Cleve- 
land Cutter & Reamer property at 
Lorain and W. 147th St. and will 
move his dealership there in the 
fall. The property has a 300-foot 
frontage and contains three build- 
ings with 60,000 square feet of 


space. 
+ * os 


Beck Buys Used-Car Lot 


COLUMBUS, O. — Herm Beck, 
Inc. (Rambles), 1741 Cleveland 
Ave., has acquired a large used-car 
lot at 1717 Cleveland, next to its 
new-car showroom, The firm said 
as many as 150 new and used cars 
will be displayed in adjoining loca- 
tions. 


Ad Ideas 


World Crisis Is Ad Theme 


| hee MOTOR CoO., Elmira, 
N. Y., promoted new-car busi- 
ness with a newspaper ad that used 
the “soft sell” approach, hinting at 
a possible national emergency. 

Captioned, “Now Is The Hour,” 
the ad said: 

“Never has it seemed more im- 
portant to us that each family has 
reliable transportation. If your car 
is questionable for the long haul, 
We urge you to give the subject 
serious thought.” 

* ea oa 


Fiddlin’ with Roman Theme 


praeean CHEVROLET, Tampa, 
Fla., used a Roman theme in a 
recent ad in a local newspaper. 
The ad read: 

“It’s that tempus again — our 
Great Augustus Sales Bust — fea- 
turing the final closeout sacrifices 
on 1961 new Chevys. Don’t fiddle— 
roam right over while selections 
are hottest. A colossal collection of 
factory-fresh chariots.” 

The ad was illustrated with a 
bust of Emperor Augustus crying 
“Veni, Vidi, Voom” as an ax cuts 
down his pedestal. Even the firm’s 
telephone number was given in 
Roman numerals, with Arabic 
numbers in parenthesis for the un- 


initiated. 
a * * 


Civil Defense Gets a Plug 


cr defense was given a plug 
in newspaper ads run by Shea 
Chevrolet, Hackensack, N. J. 

The CD plea was an “extra” in 
ads carrying the typical selling 
message. It said: 

“Office of Civilian Defense says 
your car can be your key to sur- 
vival. Have it checked mechanical- 
ly. Be certain its radio is working 
to keep you informed.” 


NADA Complimented 


For Safety Program 


WASHINGTON.—The National 
Automobile Dealers Assn.’s safe- 
ty program of a series of nation- 
wide radio announcements over 
NBC Monitor, urging motorists to 
obey traffic laws and practice 
driving courtesy, has been praised 
by the National Safety Council. 

Howard Pyle, safety council 
president, in a communique to 
NADA, said: “The National Safe- 
ty Council wants to commend the 
work you are doing ... the dis- 
tribution of your membership and 
its direct interest in the personal 
welfare of every driver on our 
highways provides a basis for 
action that can be most useful.” 
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HOW LIFE HELPS 
SELL AUTOMOBILES 
IN SAN FRANCISCO 


In the 21 major markets like San Francisco, an average 
issue of LIFE reaches better than 2 out of every 5 homes— 
more homes than any other magazine. 

For 25 years now, LIFE’s timely and exciting coverage of 
people, places and events that make up the news each week 
has attracted an audience of the most vital homes in America 
—homes that, in the course of 13 issues, account for 80% of 


all new-car expenditures. 








“LIFE influences.” Jack M. Roth, President of the Northern Cali- 
fornia Motor Car Dealers Association, Inc., and automobile dealer 
in Northern California says: ““The importance of the automobile 
industry to the economy is recognized as a part of the American way 
of life . . . and LIFE helps influence the American way of life.” 





“LIFE pre-sells.” Carl R. Carlsen, President of the Dealers Associa- 
tion in San Francisco and dealer in a popular import says: “‘the pre- 
selling accomplished by such advertising as carried in LIFE is a 
great market stimulant which is reflected almost daily in our increas- 


ing volume.” 





PUBLICATION | ADVERTISING INVESTMENT 
LIFE | $7,814,993 
Post | 5,525,394 . . AMERICA’S 
Look | 3,197,050 | ov 

oes _|_S 187,050 __| 7° _{ AUTOMOBILE 


Time | 2,505,974 
SHOWROOM 








Reader’s Digest r 1,968,000 





Source: P.I.B. 


LIFE rides the Trans-Siberian Railroad. First U.S. journalists in 15 years to make this 5,800 —> 
mile trip, a LIFE reporter-photographer team brought back a fascinating, exclusive picture- 

story from this bleak but vigorous land. This kind of exciting coverage, week after week, is why 
today, more than ever before, people ... your customers... value LIFE. 
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By DAVID J. WILKIE 

THE HALT IN production for 
the changeover to 1962 model out- 
put and the outgoing model cleanup 
at the retail level will take another 
big bite out of 
dealer new-car 
inventories, but 
the reduction will 
be only tempo- 
rary. 

Basically the 
demand for new 
automobiles has 
not undergone 
much change in 
the last five years 
¥ eee or more, but with 
David J. Wilkie a greater variety 
of models to merchandise, the re- 
tailer has had to increase his in- 
ventory sizably. The most notable 
change in this respect came with 
the advent of numerous smaller 
cars. 

As the smaller cars came into 
the market, overall dealer inven- 
tories shot almost immediately up 
to and above the one-million unit 
mark. They will hit that total again 
early in the 1962 model year if 
something presently unforeseen 
does not bring prolonged work 
stoppages. 

You can get a quick argument 
in industry circles as to what 
constitutes a “normal” inventory 
for the retailing division. The dis- 
pute about new-car inventory re- 
quirements has been going on al- 
most since the beginning of the 
volume-production age. The man- 
ufacturers usually have put the 
figure higher than the dealers. 

This difference of opinion prob- 
ably will continue indefinitely, with 
the figure moving constantly higher 
as additional models are brought 
out by the manufacturers. 

The manufacturers’ view, of 
course, is that competition has 
made it necessary for the retailer 
to carry a larger stock of various 
models or lose sales to dealers in 
other makes. To the suggestion 
that it costs a retailer a sizable 
sum to carry unsold cars in stock, 
manufacturers’ spokesmen say: 

“It doesn’t cost him as much as 
he would lose if he couldn’t supply 
the car the customer wants.” 

oe ok * 

THIS KIND OF argument, ob- 
viously, be comes somewhat aca- 
demic when it is remembered that 
literally scores of different models 
are being developed by the manu- 


Chevy Building 
New Foundry 
At Saginaw 


SAGINAW, Mich.—A new foun- 
dry building to be devoted to man- 
ufacturing development is being 
constructed as part of the Chevro- 
let’s grey iron foundry complex 
here. 

Plant Manager John R, Ikner 
said work on plans and layout of 
the new building are under way. 
Construction was scheduled to be- 
gin last week, The new facility is 
due to be in operation in about a 
year. 

Ikner announced appointment of 
James E. Bowen as general super- 
intendent in charge of the new in- 
stallation. Ralph W. Pearce, who 
has been a production superintend- 
ent at the grey iron foundry, will 
succeed Bowen as superintendent 
of inspection. 

The plant manager said the new 
facilities will be housed in a sepa- 
rate building of about 28,000 square 
feet. 

The concrete and steel structure 
will be constructed off the north- 
west corner of the grey iron foun- 
dry. In it will be a cupola, molding 
conveyor, core reom, cleaning room, 
laboratory, pattern shop and offices. 
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Wilkie Views... 


Stock Dip Is Temporary 
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facturers without much, if any, 
urging by the retailers or the car 
buyers. 

The manufacturers probably 
will disagree with the statement 
that too many different models 
are being offered American mo- 
torists. Probably they will say 
that if the United States car com- 
panies do not offer different 
types, foreign producers will sup- 
ply them, 

Whether that be correct or not, 
it has been said in many large au- 
tomobile marketing centers that 
too many different styles are being 
offered by the American car indus- 
try, especially in the price range 
that accounts for the larger part 
of the industry’s retail deliveries. 


The burden of having available 


Volvo Signs Hensen 
CHICAGO.—Hensen Motors, Inc., 
2323 Cicero Ave. N., has been 
awarded a Volvo franchise. The 


virtually any model a buyer may 
want naturally falls upon the re- 
tailing division, and it isn’t always 
able to have the exact model] at 
the right place at the right time, 
even with industrywide inventories 
or a million units or more. 
Prospects for inventories higher 
in 1962 than those of the current 
year are enhanced by the varia- 
tions planned by the different mak- 
ers for the new model year. Sev- 
eral new models have been planned 
for introduction within the next 


few weeks. 
Oo k * 


BESIDES THESE new models 
there will be more models with en- 
gine options in “standard” and “de- 
luxe” models of the new smaller 
cars. There will be convertibles 
with manually-operated tops. There 
will be sports models with bucket 
seats in front as an option. There 
will be others with transmission 
options—all in the so-called lowest 
price, small-car models. 

Throughout the industry there 
will be a greater choice of wheel- 
base and overall length than ever 
before. 

It all adds up to a bigger job for 
the retailing division—and perhaps 
bigger inventories than at any time 


dealership is owned by Leo Blocher. | in industry history. 


UNCOVER NEW BUSINESS... 











Humphrey Sells 134,000th Car— 

Glenn L. Humphrey, left, president, Humphrey Chevrolet, Milwaukee, delivers the 
134,000th car his firm has sold. The new owners are Mr. and Mrs. Walter Bucksa, 
Milwaukee. E. E. Fross, right, Chevrolet zone manager looks on. Humphrey js 
celebrating his 25th year as a Chevrolet dealer. In the first six months of 196] 
Humphrey delivered 8,075 cars. The total includes sales at Humphrey Chevrolet and 
Metropolitan Cadillac, both Milwaukee dealerships. Also included are other Humphrey 
dealerships in Green Bay, Burlington, Sheboygan and Sheboygan Falls, Wis., plus 
two more in Rockford and Evanston, Ill. 
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RING UP NEW PROFITS WITH ALEMITE! 


$3,800 EXTRA YEARLY PROFIT CAN BE YOURS... 
doing just 2 jobs a day with the famous Alemite “On- 
the-Car” Wheel Balancer! In a little over a month, 
your new balancer pays for itself—completely. And 
you save money, too, because the Alemite Wheel 
Balancer is complete! No extra attachments to buy— 
and it never becomes obsolete! What’s more, balanc- 


ALEMITE’S “IDEAS IN ACTION’? WORK FOR YOU! 
Every year Alemite assists many dealers in planning service 
improvements of all types. Shown below is one of Alemite’s 
many contributions—a quick-service stall—taken from its 
“Ideas in Action” photo file. “Ideas in Action” shows how 
Alemite’s planning assistance has helped countless dealers 
build a greater profit and smoother work-flow into their serv- 
ice departments. An Alemite representative will be glad to 
show you Alemite’s “Ideas in Action.” Simply mail the cou- 


pon on the next page for full information. 





ing service uncovers related sales that give your 
profits an additional boost on bearing replacements, 
front end and steering gear repairs. 

Compare Alemite with all others . . . see how you'll 
be ahead in service business . . . service profits . , . 
with equipment from the pioneer and recognized 
leader in Automotive Service Equipment! 





SIGHTING-IN ON AN EXTRA $3,102! That’s a year’s 
profit doing only one aligning job a day. The Alemite Cross- 
Sight Wheel Aligner needs no space-robbing, costly pit or 
ramp installation. Works wherever the car is—inside or out 
—whether on a level surface or not. 
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By Martin L. Whitmyer 
Staff Writer 


A new triangular trademark for 


Dodge products will be introduced 
with the ’62 models, according to 
General Manager Byron J. Nichols. 

“Jn addition to being used on our 
new cars, the trademark will ap- 
pear extensively in our advertising, 
sales literature, signs and station- 


ery,” Nichols said. 

Dozens of ideas and hundreds of 
variations were carefully screened 
over a six-month period by the 
Dodge styling studio before the 
final design was approved, Nichols 
said. The concave triangle was 
selected, he said, because a survey 
showed that it was easily remem- 
pered and because it was “rich in 
symbolism.” The triangle, he ex- 
plained, is the Greek letter “D.” 


* * * 
Tyrex to Cite Trucking 
An advertising campaign to in- 
form the publishing industry of the 
vital role of trucks in the nation’s 
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New Trademark for Dodge... 


Auto Advertising 
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economy is being sponsored by 
Tyrex, Inc., the Association of 
Tyrex rayon tire cord producers, 
in cooperation with the ATA foun- 
dation. 

The campaign begins in an Au- 
gust issue of Editor & Publisher, 
and is scheduled to run each month 


for a year. 
Sth oe 


GM Drops Canadian Show 


General Motors of Canada is 
withdrawing its sponsorship of the 
Canadian Broadcasting Corp. tele- 
vision drama hour, with which it 
has been associated since 1953. 

A serious decline in the pro- 
gram’s Sunday evening audience, 
caused largely by competition from 
the new private stations, prompted 
the move, according to the CBC 
and agency sources. 

Next season GM will co-sponsor 
a half-hour CBC variety program 
starring singer Tommy Ambrose. 
The company will also participate 
in the sponsorship of the TV west- 





ern, Bonanza, which will replace 
the Dinah Shore show in the United 
States, 

Bonanza will be cerried on the 
CBC network Sunday evenings be- 
tween 9 and 10, the period reserved 
for drama during the past two 
years. 

Oe cd + 


TV Guide Adds Auto Unit 


TV Guide will’ open a national 
automotive advertising unit in De- 
troit in September. The new de- 
partment will be managed by 
Thomas J. McDonough, presently 
manager of the magazine’s North- 
eastern region in Boston. 

John P. Spaulding; of the Detroit 
advertising sales staff, will be ad- 
vertising manager for the new 


unit. 
* * of 


Willys on Paar Show 


A series of 13 “home movie” type 
commercials starring Jack Paar 
and Hugh Downs with the com- 
pany’s new Tuxedo Park utility 
Jeep currently is being seen two 
to three times weekly on the Jack 
Paar Show over NBC. A total of 
86 stations are carrying the com- 
mercial. 

The commercials show Paar and 
Downs, with members of their fam- 


MOVES ANYWHERE—GOES ANYWHERE! Alemite “On-the-Car” Wheel Balancer is easily operated, self-contained, precision 


ilies, driving the vehicle in a vari- 
ety of recreational sequences. Paar 
and Downs deliver voice-over nar- 
rations as the film commercials are 
shown. 

At the local level, Willys dealers 
are supporting the commercials 
with newspaper tune-in advertise- 
ments, local station television spots 
and showroom banners. The show 
also is being promoted through dis- 
tribution of 750,000 pieces of direct 
mail as part of the regular Willys 


dealer direct-mail program. 
a 


Renault Moves to Lesly 


Renault, Inc. has appointed 
Philip Lesly Co. to conduct a na- 
tional and regional public relations 
program. 

Walter Woron, Renault’s director 
of public relations, said Lesly offices 
in New York, Los Angeles, Chicago, 
Detroit and San Francisco will be 


active on the account. 
* * x 


Outdoor Curbs Win Favor 


Five more states have entered 
into formal agreements with the 
Commerce Department providing 
for the control of outdoor advertis- 
ing along the National System of 
Interstate and Defense Highways 
within their borders. 

The five—Connecticut, Delaware, 





built! Exclusive hand strobe light and pickup proves to your customers the need for balancing—shows perfect results when job is 
done. Gives both up-and-down and side-to-side correction. 


HANDLES EVERY MODEL IN YOUR LINE! The Alemite Lift 
adjusts easily ... lengthwise and sideways... to fit every model in your 
line—every other make and year of car, too! Provides you with the service 
flexibility you need to handle more jobs. As a new installation, or a replace- 
ment, the Alemite Lift will save you money! 
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STEWART- WARNER 


CORPORATION 


1850 Diversey Parkway, Chicago 14, Illinois 
In Canada: Stewart-Warner Corporation of Canada, Ltd. 
Belleville, Ontario 


Fh 8888888828888 O22 OOOO OCOD OCO™ 


Alemite Division 


Name 


Address 


City 


Stewart-Warner Corporation, Dept. DA-81 
1850 Diversey Parkway, Chicago 14, Illinois 


Please send me more “Ideas in Action” information. 


Zone.____ State 
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Hawaii, Pennsylvania and Wash- 
ington—make a total of 14 states 
which have entered into such 
agreements, The others are Mary- 
land, North Dakota, Kentucky, 
Maine, Nebraska, New York, Ore- 
gon, West Virginia and Wisconsin. 
+ * + 


Peugeot Picks McCarty 


Peugeot, Inc., has appointed 
Milburn McCarty Associates as 
public relations counsel, it was 
announced by Francois Daesch- 
ner, executive vice-president of 
the French automobile firm. 


* x 
Major Market 





= 
Analysis 

The ninth annual edition of the 
“1961 Major U. S. Markets Analy- 
sis” brochure compiled by the ad- 
vertising research department of 
the Greensboro (N. C.) News & 
Record is now available to adver- 
tising, sales and business execu- 
tives. 

Copies are available on request 
from News é& Record or to the 
nearest Jann and Kelley, Inc., of- 
fice in Chicago, New York, Detroit, 
Atlanta, San Francisco, Los An- 
geles and Kansas City. 

* * * 


Rootes Picks Evelove 


Alex Evelove Co., Beverly Hills, 
Calif., has been retained by Rootes 
Motors, Inc., to direct publicity 
and public relations activities in 
the West. 


oF x * 
Agency for L. A. Show Picked 
Eisaman, Johns & Laws has been 
appointed to direct advertising for 
the 39th International Auto Show 
this fall at the Pan Pacific Audi- 
torium in Los Angeles. The show 
will run from Oct. 26 through 
Nov. 5. 
* * * 
Pa. Tire Account to Carpenter 


Pennsylvania Tire Co. has ap- 
pointed Carpenter Advertising Co., 
Cleveland, to handle its advertising 
and sales promotional activities. 

Media to be used includes con- 
sumer and trade_ publications, 
newspapers, direct mail and bill- 
boards, according to D. E. Kirk- 
patrick, advertising and sales pro- 
motion manager of the tire firm. 

* * 


Florida Group Formed 


A Florida newspaper group has 
been organized to sell general ad- 
vertising for the Miami Herald, 
the St. Petersburg Times and the 
Orlando Sentinel-Star. 

The group, Florida Sales Plan, 
Inc., will promote and advertise 
itself as Florida Golden Markets, 
according to Irwin Simpson of the 
St. Petersburg Times, president of 
the group. 

x * 


* 
Planned Sales Picks Byrnes 


Robert J. Byrnes has been ap- 
pointed manager of Planned Sales 
Services, Inc., with offices in the 
Stephenson Building, Detroit. The 
newly organized company is affili- 
ated with Planned Sales Ltd. in 
Toronto and Montreal, which de- 
signs and produces point-of-sale 
materials for national advertising 
accounts. 

* * * 
Personnel Changes 


John A. Castle, a member of the 
public relations staff since 1954, 
to director of public relations for 
GMC Truck & Coach, succeeding 
Bernard W. Crandell, who has been 
appointed to the newly created 
post of director of public relations 
for the Defense Systems Division 
of General Motors . . . Robert E. 
Kinnen from Dunlop Tire & Rub- 
ber Corp., Buffalo, to director of 
merchandising and advertising for 
Seiberling Rubber Co., Akron... 

Donald W. Craig from sales pro- 
motion manager to public relations 
and promotion manager for WJR, 
Detroit radio station . . . Robert A. 
Haberman from Walker & Co., De- 
troit outdoor advertising firm, to 
sales department of WJR... Vin- 
cent P. Walker from Detroit Grav- 
ure Corp. to Detroit representative 
of the New York News. 

Joseph R. Roberts from adver- 
tising manager to advertising di- 
rector of Aeroquip. Corp., Jackson, 
Mich. 


AUTO-TURNTABLE 







Send for 
free folder. 


AMER-STAGE 
805 East 134 St. 
Bronx 54, N. Y. 









Dealers Hold Fate 
Of Drive to Get Boys 
Into Mechanie Jobs 


7 VARIOUS student-training 


leviating the acute shortage of 
competent auto mechanics, it is ap- 
parent that the makers and the 
Automobile Manufacturers Assn. 
must do a better job of working 
with dealers. 


grams designed to take the 
brightest prospects from high 
school shops to the dealerships. 
In some cases, dealers are taking 
part. In other cases, dealers cite 
objections. 


groups have successfully stepped 
into the mechanic-t raining pro- 
gram, but generally it is believed 
that most dealers, as well as the 
men behind the AMA program, 
have not realized the importance 
of taking the necessary action to 
orient boys in the actual operation 
of the dealer’s shop. 


part by taking winners in the 
Plymouth “Trouble Shooting” con- 
test and helping them to fit into 
actual service operations. One par- 
ticularly successful transition was 
made last year by Gates Motor Co. 
(Chrysler-Plymouth), Indianapolis. 


and General Motors realized the 
necessity of injecting their school 
facilities into this problem that 
there has been a program that 
dealers can take advantage of on 
a national level. 


AMA Booklet Gives Hints 


missing link in the chain of bring- 
ing ambitious young men into the 
service field. They have brought out 
a booklet entitled, “What a Dealer 
Can Do to Get Good Servicemen.” 


supply of good mechanics is a 
responsibility which they (deal- 
ers) must share,” AMA points out 
in the booklet. 

It suggests that dealers not only 
employ automotive students part- 
time, but that they hire vocational- 


Warehouse Assn. 


Sees Parley Peak 


KANSAS CITY.—President Rob- 
ert Weber of the Automotive Ware- 
house Distributors Assn. predicts 
attendance at the 14th annual con- 
vention of AWDA will break all 
records. A preliminary count indi- 
cates that some 500 delegates, alter- i bate sital : : 

i coating job for as little cost, ; 2 
read og atone aes er ine. ve s . as § mention of the service by the 
the Hotel Muehlebach here. 

The convention program includes 
a discussion on the advantages of 
“going public” by Frank W. North, 
of Barret, Fitch, North and Co., 
investment firm, and the announce- 
ment of two new Association proj- 
ects. Again this year, the conven- 
tion will include private confer- 
ences between top management 
personnel of distributors and manu- 
facturers. 

An awards and presentation din- 
ner will be held Oct. 31, following 
the manufacturers’ cocktail party 
and reception. The highlight of this 
dinner will be the presentation of 
the annual president’s award to the 
“automotive man of the year.” 
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school instructors during the teach- 
ers’ summer vacation. 

“Employment in a dealer’s serv- 
ice department during the vacation 
period keeps the teacher up to date 
on current procedures and latest 
engineering developments, and pro- 
vides him with knowledge he can 
readily pass on to the students in 
his classes,” AMA says. 

It also points out that every deal- Special Shop for Reconditioning— 
er must compete = th other service Complete reconditioning of used cars is performed by A. B. Poe Motor Co., El Paso, 
outlets for mechanics, and that the Tex., in special steel building, measuring 60 by 180 feet. The shop is cooled by 
dealer's close association with evaporative coolers. Poe has an all-the-way policy in reconditioning units offered for 


teachers can put him in an excel- ‘ 
(Continued on Page 24, Col. 1) sale on its three. lots. 


By Jack Weed 
Service Editor 










































Back to Texas 


Of gem of my good factory service 
manager friends has forsaken 
the “ulcer circuit” and is heading 
back toward the old home with 
a 40-horsepower outboard packed 
away in the Dodge D-200 truck his 
fellow employes gave him on re- 
tirement. And he doesn’t plan to 
use that outboard as auxiliary 
power for the truck. 

He is Walt Spencer, former sery- 
ice manager for Dodge, whom I 
have known at least 25 years. I 
first ran into him when he was 
a part of the old Thomas J. Doyle 
dealership in Detroit that also bred 
other well known industry figures 
such as the renowned Pat O’Dea; 
Lansing Thoms, now a Pontiac 
dealer in St. Louis, and Joe Dodge. 

Walt is heading back to Port 

Arthur, Tex., where he intends 
to assume active management of 
M. S. Warren Plumbing Co. that 
was built up by his father, who 
passed away a couple of years 
ago. 

The thing that intrigues me is 
that Port Arthur is on Sabine Lake, 
a fresh water body of “fishing 
heaven” that lies between the city 
and the gulf. I know that after as 
many years in this business as Walt 
has invested, he isn’t going to work 
too hard at the plumbing business, 
but it is something that will keep 
him active in retirement. 


The big question in my mind, 
having had something to do with 
plumbers over the years, is how 
in the deuce Walt will be able 
to work in that portal-to-portal 
charge if he drops off and does a 
little spotted trout fishing going 
to or coming back from fixing Mrs. 
Gilhooley’s sink. 

* * * 


Anglers All 


ie gamble on him finding some 
way for anyone who has been 
operating in the perennial “kicking 
boy” spot between sales and man- 
agement, so long as Walt has won’t 
(Continued on Page 27, Col. 1) 


programs are to succeed in al- 













The industry has launched pro- 












* * * * 








Here and there local dealer 






Complete Reconditioning Brings Back Buyers. . . 


No Patched Used Cars for Poe 


conditioning shop, a 60-by-180-foot| of the preparatory work over three 
or four times.” 

For example, when a unit is 
using oil, the engine is torn down, 
and while it’s down, everything 
that needs doing is done at that 
time—including grinding the 
crankshaft and installing new 
pistons and rings, if that’s what 
it takes. 

“And that holds true going into 
automatic transmissions,” Allen 
continued. “Just recently, we put, 
at our cost, $200 in one of the 
cheapest automatics. 

Lockley explained: “Once in a 
while, we get hung. But we come 
out, profitwise, taking our used-car 
reconditioning operation as a 
whole.” 

It would seem that as soon as 
one of these major jobs becomes 
obvious, the car would be buttoned 
back up and wholesaled. 

“No,” said Allen. “We never 
back up. For example, we recently 
had a ’57 in the shop that cost us 
$300 to recondition. We already had 
$1,300 in that vehicle. It would have 
brought $450 wholesale. That leaves 
a difference of $850. 

“With $1,600 in the recondi- 
tioned unit, which was sold for 
$1,395, there was a difference of 


only $205. By investing the $300 
(Continued on Page 26, Col. 1) 









EL PASO, Tex.—“Fully 70 per- 
cent of our used-car sales are to| steel building. 
former customers, or to referrals “We do no patch jobs,” said Bob 
Pg eee asap coe — to eS Allen, used-car shop foreman, 

ee) eevee ere a “Every unit is reconditioned to 

aan ee a ne perfection and carries a 30-day—or 

"aabas, conan cain eae a | 1,000-mile— 50-50 guarantee with 
siete Pag Rggenerts . aad the reservation this work must be 
pans a yA be a used-car mar. | d02¢ in our own shop,” Allen said. 
ket te Samenus ait the new-car | We have a minimum of comebacks 
sales, or the dealer couldn’t re- to contend with, however. 

main in business.” Comebacks result, usually, from 

Used-car merchandising at this| doing a patch job, he said. 
dealership revolves around recon- “It’s cheaper in the long run to 
ditioning to perfection. Every car| do all that needs doing first time 
on Poe’s three lots has been re-| around, rather than do a piecemeal 
conditioned in the dealership’s re-| job, take the chance, and do most 


















Plymouth dealers have done their 



























































































It wasn’t until Ford Motor Co. 





































































* * * 





Dealer Profit Potential ... 


Undercoating Pushed 


ea and factory service|covered and in far too many cases 
managers again are promoting] cover and fill parts of the under- 
dealer-applied undercoating. This} body and chassis that should not 
service not only offers a better-| be covered. 
than-average profit potential but| This adds to the difficulty of 
also, when properly applied, elimi-| servicing many underbody parts, 
nates many of the “hangnail” com-| too, when the drain holes in the 
plaints that continue to harass] doors and other sheet metal assem- 
dealer service managers. blies are plugged, the error is apt 
In addition to protecting the un- | t© induce rust conditions that are 
derbody of the car from rust and| ™ore harmful than if the body was 


corrosion, thorough and carefully | 2°t_ protected. 2 
applied undercoating also tends to It is said by both undercoating 
deaden the noises that irritate| People and dealers who have 
drivers and prevent dust accumula-| Continued to provide this service 
tion in the trunk compartment. that undercoating is a service 
In fact, one of the major car that is easily sold to the new car 
companies is on an undercoating | °W¢, as its protection is under- 
do-it-yourself campaign with its | Steod by the average owner. 
dealers in the southwestern part | While many owners still specify 
of the country. that they want their new cars 
Many dealers can do an under- undercoated, sale of this service 
can be greatly increased by the 














EADERS in this work at AMA 
have finally recognized this 



























“Helping produce a continuing 
































































































it is claimed, but even at a $5 labor . sae 
rate a thorough job can be done for| S#/esman when he is writing up 
not over $12. the order. x 
When sold at $25, this should re- Some dealers claim that the rea- 
turn the dealer an attractive gross | 5°" Many have neglected to sell 
and net profit. this service in the past few years is 
* because of the fear that the cus- 
tomer would object because of price 
or for some other reason. 
However, the dealers that repre- 
been farmed out in the past do not | S¢@t one medium-priced line of cars 
use a good quality of material that | Where the factory applies under- 
will withstand the pounding of coating during the assembly proc- 
ess have been selling undercoating 


ravel on unpaved roads, fail t 
ate er the p ies th . ont . a on more than 90 percent of the cars 
sold this past year. 
* ae 
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J pPALERS have long complained 
that most of the independent 

shops to which undercoating has 
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Ford Trains High School Instructors— 

Ten high school instructors, selected from across the country to attend an intensified 
two-week course in Ford car service and maintenance at Ford Division, Dearborn, 
are schooled on the fine points of the carburetor by Peter Aldo, foreground, technical 
instructor. These men are now qualified as instructors in Ford's Student Technician 
Training Program. The instructors will conduct evening courses for high school seniors 
in car maintenance and service. Graduates of the course qualify for employment as 
mechanic trainees at Ford dealerships. 

















[BALERS in this make say that 
while having the factory do the 


undercoating on the car makes it 
(Continued on Page 25, Col. 1) 
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Nationwide outdoor 
billboards feature ““-PRESTONE” 
Long Life Coolant! 


This year your customers will see “PRESTONE” Long Life Coolant ad- 
vertised on giant billboards like the one above. 

Be sure to take advantage of this nationwide advertising by using 
the free point-of-sale merchandising kit included with every six-gallon 
carton of “PRESTONE” Long Life Coolant. It includes a colorful window 
display banner, a protection and capacity chart, six embossed foil in- 
stallation stickers, six Consumer Guarantee* and Installation Directions 
folders and a copy of the Dealer Inspection Instructions. 

For customers who ask for extended-use anti-freeze be sure and sell 
them the best. “PRESTONE”’ Long Life Coolant is the quality leader of 

” the extended-use anti-freeze products. 


* The famous 25-year-old“‘Prestone” Anti-Freezefulll PRICE $ 3 95 PER GALLON 


winter guarantee against freezing and corrosion, 





Fair Trade Price applicable in all states 
having effective Fair Trade Laws. 


“Prestone” and “Union Carbide” are registered trade-marks for products of 


UNION CARBIDE CONSUMER PRODUCTS COMPANY : Division of Union Carbide Corporation - 270 Park Avenue, New York 17, N. Y. 
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Greater Dealer Effort Needed to Assure Success... 


Mechanic-Recruiting Drive Lags 


student graduates from the voca-| a booklet that points out the many 


(Continued from Page 22) 


lent position to get first choice of 
outstanding boys for his own shop. 
a * * 


OTH General Motors and Ford 
now have programs that incor- 
porate dealer cooperation in the de- 
velopment of vocational-school 
graduates in the service end of the 
business. 

Under GM’s program, which al- 
ready has graduated about 1,200 
students, with most of them now 
working for dealers, a factory 
zone service man sets up & pro- 
gram with a group of dealers. 
He then contacts the nearest vo- 
cational school teaching automo- 
tive work and explains the GM 


program. 
He interviews students whom the 
vocational teacher recommends, 
and those he passes then are inter- 
viewed by the dealers participating 
in the program. These dealers se- 
lect the students they will sponsor. 
The objective is to get at least 
one class of eight students, never 
more than 12 or less than six. These 





tional school then receive intensive 
training at one of the GM training 
centers. The dealers agree to hire 
the boys at the completion of their 
training. Training for mechanics 
lasts five weeks, and eight for body 
and paint men. 

In addition, 3,500 GM dealers 
have put on Career Day programs 
in which they show vocational- 
school students a film entitled, 
“Aim for the Top,” and give each 


Tucson Ford Deal Sets Up 
Quick-Service Department 


TUCSON.—A quick-service de- 
partment has been set up by 
Holmes Tuttle Broadway Ford, 800 
E. Broadway. 

The new department, one of sev- 
eral pilot systems instituted by 
Ford Motor Co. dealers throughout 
the nation, offers “while-you-wait” 
service on lubrication, brake ad- 
justment, wheel alignment and bal- 
ancing and other minor repair and 
maintenance service. 


opportunities in the automotive 
business for an ambitious young 
man who hag had technical train- 
ing. 

* * * 


Ford Program Limited 


7. Ford program, now in its 
second year, covers only eight 
districts. A group of five or six 
dealers in an area agree to sponsor 
a vocational-school student, or even 
a high-school] senior who has 
shown an interest in service work. 
After the dealer group is or- 
ganized, the’ best-qualified in- - 
structor in the school is chosen 
to head up their training pro- 
gram. This instructor is brought 
to Detroit for an intensive two- 
week course in the subjects Ford 
wants the instructor to teach. 
When the fall term opens, the 
boys selected by the dealer con- 
tinue with their normal school 
work, but in addition they get two 
nights of special instruction weekly 
by the Ford-trained teacher. Dur- 
ing the year, the student works for 


“Frankly, Boss, I think it would 
be better if you used the advertis- 
ing material the company sends 
out.” 





the dealer on Saturday to become 
acquainted with shop practice and 
working conditions, 

After graduation and the year of 
special instruction under the Ford- 
trained teacher, the boy goes to 
work for the sponsoring dealer on 


Now... Cash in on 3 years’ experience that has perfected 


Ditzler’s Acrylic Color Mixing Service! 





e DITZLER SHELF-SHOP MIX. For the shop with limited shelf space. This 
compact unit comes in two sections. Requires only 16 sq. ft. of floor space, and 
wall space just 8 ft. wide and 7 ft. high. Can be used in straight line or in corner. 












Fieinishing shops all over the 
country have D1rTzLER’s 
Acrylic Color Mixing Service with un- 
varying success for three years. Ditz- 
LER research chemists and technicians 
have combined the results of this prac- 
tical experience with tireless laboratory 
tests and studies to refine and perfect 
pigments, chemical content and for- 
mulations so that this system today is 
farther ahead than ever of all others. 


e With this time- and cost-saving 
mixing service you can now match 
more precisely and quickly the rich 
beauty, luster and rugged durability of 
the acrylic finishes on many of today’s 
cars. And you do it with true acrylic 
colors—not just modified lacquers. 


e No waiting for delivery of needed 
colors. With the complete range of base 
colors and laboratory-tested formulas 
you serve customers more quickly, 
efficiently and economically. And you 
need only to mix the exact amount for 
a spot repair or complete repair job. 
No waste. No costly inventory of half- 
used or slow-moving colors. 


e Now .... cash in on the 3 years’ 
experience which has given D1TzLER’s 
Acrylic Color Mixing Service even a 
more decisive leadership in this field. 


e@ Whether your shop is large or 
small, you’ll find this one of your more 
profitable investments. Call or see your 
nearest DiTzLER jobber for details. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan... Torrance, Calif. 
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@ DurRAcRYL’ acrylic fin- 
ishes, exclusive products of 
Pittsburgh Plate Glass Com- 
pany and its DirzLerR and 
ForBEs divisions, are used 
on the production lines of all 
car manufacturers applying 
acrylic finishes as original 
equipment. 
















what might be called an apprentice 
basis. 

Ford said that in the first tryout 
program some of the boys had suf- 
ficient training to be put to work 
as full-fledged mechanics on sim- 
pler tasks. Seventy-one of the or- 
iginal 78 students now are working 
for their sponsoring dealers, Ford 
said. 

+ a * 

os year an additional 10 in- 

structors are being brought to 
the Ford Technical Service Labora- 
tory for the same training the first 
eight teachers received, and it is 
expected that the training course 
will be given to at least 150 stu- 
dents. Six of the original Ford- 
trained teachers will carry on this 
year. 

From the eight classes con- 
ducted last year, seven groups of 
students will be going into the 
second phase of the program, in 
which the student now working 
for his sponsoring dealer will be 
sent to the district service school 
to take courses in the speciality 
he has been working in at the 
dealership. 

It is expected that this phase 
will develop boys capable of doing 
such work as tuneups, transmission 
or other highly special types of 
mechanical work. 

Carl Doman, Ford general serv- 
ice manager, said such employment 
enables trainees to apply the theory 
learned in the classroom, and gives 
the dealer an opportunity to ob- 
serve closely the trainee’s ability. 

It is expected that if the current 
Ford classes work out as well as 
did the first classes, the program 
may be expanded to a national, or 
near national, level in another year 


or so. 
* * * 


Some Programs Collapse 


a have sponsored voca- 
tional-school programs in the 
past, but for some reason many 
have allowed them to die on the 
vine. 

A good example is found in De- 
troit among Ford and Lincoln- 
Mercury dealers who sponsored a 
vocational-school contest that 
brought to light the 10 to 12 best 
mechanic prospects in Wayne 
County. Boys who graduated 
from this program 10 years ago 
still are working for the dealers, 

Detroit dealers contacted say the 
reason this program was allowed to 
die this year was because most 
dealers felt that their respective 
factories had not contributed any- 
thing to the support of the pro- 
gram, and the dealers felt that this 
year in particular they could not 
afford to foot the entire cost of the 
program. 

Several other ambitious training 
programs that have been promoted 
by people in the independent serv- 
ice-station field also have bogged 
down because the programs did not 
take into account the need for 
doing something concrete about 
this transition period. 

* es * 

es AMA last month brought out 

the third edition of its “Stand- 
ards for Automotive Service In- 
struction in Schools,” a widely used 
guide for automotive instruction in 
schools that teach any form of au- 
tomotive mechanics courses. 

The book, which was first pub- 
lished in 1951 and revised in 1956, 
is a team project by experts in 
the automotive industry, mem- 
bers of the American Vocational 
Assn. and prominent high school 
automotive instructors. 

The book, which is the result of 
over 10 years of cooperative effort 
among factory service managers 
and the Automotive Industry—Vo- 
cational Education Conference of 
the American Vocational Assn., has 
gone a long way toward upgrading 
not only the type of automotive in- 
struction in the nation’s vocational 
schools, but has aided instructors 
and school counselors in providing 
more practical instruction and has 
helped to provide the groundwork 
for improving qualifications requir- 
ed of students who take these 
courses, 


Finch Leaves $306,218 


ST. PAUL.—John Finch, retired 
president of Finch Downtown 
Chevrolet Co., who died April 6 at 
the age of 70, left an estate of $306,- 
218, according to an inventory and 
appraisal filed in Ramsey County 
Probate Court. 
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Dealer Profit Potential... 


Undercoating Pushed 


(Continued from Page 22) 


easy for them to sell this service, 
they also find that they get cus- 
tomer complaints because for the 
factory to do the undercoating job 
while in assembly several places 
on the underbody have to be pro- 
tected from the material by a patch 
that is later removed. 

This leaves several very vulner- 
able spots that are not properly 
protected and when the customer 
sees these or rust develops in these 
spots the customer has a justifiable 
complaint. 

It is understood that this fac- 
tory is considering withdrawing 
this service to its dealers on the 
62 cars, as there is no way in 
which they can do this job with- 
out putting on the protective 
patches in assembly. 

When the customer has lost faith 
in undercoating, it has usually been 
due, it is claimed by the undercoat- 
ing material manufacturers, to in- 
different application and poor ma- 
terial resulting from competition 
among the independents for this 
business. 

Only when the dealer has this 
work done in his own shop is he 
able to control the quality of the 
material used and its application 
to the point where he can warranty 
a proper job being done. 

+ ok 


EN the dealer does not do 
this work in his own shop and 
farms it out, he usually is not in- 
terested beyond the point that if 
the car buyer wants undercoating 
he will furnish it. In the majority 
of these cases, the dealer is not in- 
terested in the quality of either the 
material or the job that is done 
and the end result is that most of 
the “farmout” undercoating jobs 
are poor. 
This, in turn, hurts the dealer as 


47 Wholesalers 
Attend Course 


On Management 


CHICAGO.—Forty-seven automo- 
tive wholesaler executives who at- 
tended a top management course 
at the University of Illinois found 
it extremely worthwhile, according 
to the Automotive Service Industry 
Assn. 

The week-long course covered 
sales Management techniques, 
training for salesmen, financial 
management, advertising and other 
management problems. It was plan- 
ned for the automotive service in- 
dustry by the University’s Bureau 
of Business Management. 

Industry faculty members were: 
James E. Millsap, sales manager, 
Hermann-Brownlow Co., Spring- 
field, Mo.; John T. Carlon, sales 
director, MarPro, Inc., Chicago; 
George W. Stout, vice-president, 
Applegate Advertising Agency, Inc., 
Muncie, Ind., and William J, Bar- 
ron, president, Barron Motor Sup- 
ply, Cedar Rapids, Ia 


ASIA Safety Decal Backs 
Crusade for Inspections 


CHICAGO.—The Automotive 
Service Industry Assn. has made 
available to its membership a 
safety decal with the slogan, “High- 
way Safety Is Our Business.” Mem- 
bers were asked to display the de- 
cal prominently in their companies 
So as to identify themselves with 
the need for highway-safety inspec- 
tion programs. 

“By displaying this decal in their 
Places of business our members 
will be lending their support to 
ASIA’s Safety Committee and other 
interested groups in our combined 
effort to promote highway-safety 
inspection programs and also to 
assist in the enactment of periodic 
motor-vehicle inspection laws in 
those states not having them,” said 
J, A. Bryant, ASIA president. 


Fire Hits Rambler Deal 


MARIETTA, O.—Damage esti- 
mated at $20,000 was caused by a 
fire in Jack Smith Auto Sales 
(Rambler). Jack Smith, owner, said 
three new cars and one used model 
and thousands of dollars worth of 
Parts were damaged. 





well as, the customer because the 
car owner. blames the dealer for the 
poor job and: may even not bring 
his car back to that dealer for 
other services. 

On the’: other hand, one Mid- 
west. dealer reports that his un- 
dercoating business net profit to 


Automotive Service Show 


Set for Next April in Toronto 


TORONTO.—President J. A. 
Hines has ‘announced that the 1962 
Canadian Automotive Service Show 
will be held April 11-13 in the Auto- 
motive Building at the Canadian 
Nationa] Exhibition grounds here. 


The announcement was made in 
conjunction with the first meeting 
of the newly appointed Joint Op- 
erating Committee. Charles Carter, 
Hypressure Jenny Sales & Service, 
Ltd., has been appointed committee 
chairman, and Hines, vice-chair- 
man. 


him is worth over $12,000 per 
year and he has a reputation 
among his owners for doing a 
quality job that gives no trouble. 

Manufacturers of undercoating 
material say that today the dealer 
does not have to fear that he will 
get a poor quality of material if he 
buys his material from any of the 
nine makers belonging to the Auto- 
motive Underbody Manufacturers 
Assn. All of their quality products 
carry the seal of the association. 

* * * 

IS recognized that now is the 

best time for dealers, wishing to 
improve both their owner relations 
and their service profits, to get 
back into the undercoating busi- 
ness before the introduction of ’62 
cars so that they will be all set to 
go after this profitable business 
when the new-model selling season 
begins. 

Dealers handling the light 
trucks, especially the compacts, 
should also recognize that under- 
coating can do much for the 
owners of these light commercial 
vehicles in the way of stopping 
squeaks and rattles, water and 
dust leaks and preventing rust. 

A suggested advertisement by 
one of the major car companies to 
its dealers reads: 


“Undercoat your car now and| ing efficiency, stops body squeaks 





Bulky Storage— 


Tailpipe and muffler storage, long a bulky parts storage’ problem of automotive 
parts dealers, can be solved, according to Capitol Automotive Supply Corp., Lansing, 
through the use of Lyon Slotted Angle. The arrangement shown here makes it possible 
to locate the desired model quickly and easily, Capitol said. 


and rattles, stops dust and water 
leaks, deadens road noise and pre- 
vents costly rusting.” 


save money. Undercoating reduces 
road heat, increases air condition- 

















MT-615A Anal-O-Scope (shown in con- 
sole). Mechanics tell us it has the 
easiest-to-understand pattern of them 
all. It spots ignition system troubles 
with pin-point accuracy. 


MT-415B Combination Tach-Dwell 
Meter (shown in console). Tach scale 
checks engine rpm for servicing auto- 
matic transmissions, balancing cylinders, 
adjusting carburetor idling jets. Dwell 
scale checks dwell or cam angle and re- 
sistance of breaker points; set breaker 
points. Use on 6, 12, or 24-volt systems. 


MT-430 Ignition Analyzer (shown in 
console). Tests primary and secondary 
coil efficiency, coil heat, stalled motor 
coil current, capacitor efficiency, sec- 
ondary coil resistance, capacitor leak- 
age, coil polarity, ignition efficiency, 
misfiring, motor idle current.. 


MT-401A Generator-Regulator Meter 
(shown in console). Tests generator, 
checks regulated amperes, cutout and 
regulated voltage. Also used to test bat- 
tery and locate electrical leaks. 15-volt 
range for cars and trucks; 60-volt range 
for ignition systems over 12 volts. 


MT-425 Vacuum and Fuel Pump 
Gauge (shown in console). Detects a 
wide line of engine troubles from leaky 
manifolds to weak valve springs. Top 
dial registers vacuum up to 26 inches 
of mercury. Bottom dial shows fuel 
pressure up to 10 lb per sq in. 


KRA-315 Roll Cab with 19”x2614” top, 
3434,” high. Drawer is 18%"x2114"x 
414%” deep. Up- 
per shelf has 
11” depth, low- 
er compart- 
ment is 13%,” 
high. Two met- 
al doors with 
lock which also 
locks drawer. 





MT-650 Console. Housing only, with- 
out instruments or roll cab. Available 
for those who already own the instru- 
ments and wish to consolidate them. 


Optionally Available 


MT-405A Exhaust Gas Analyzer. 
Checks the air-fuel ratio — shows you 
if engine is operating efficiently; if car- 
buretor is set properly. Flexible sam- 
pling tube and tail pipe adaptor fits all 
cars. Carburetor idling adjustments can 
be made without dynamometer. 


MT-412 Tachometer. Designed for me- 
chanic who wants tachometer only. Two 
scales — low scale calibrated from 0 to 
1,000 rpms; high scale from 0 to 5,000 
rpms. Use on 6, 12, or 24-volt systems. 


MT-4050 Master Analyzer 


NEW PROFIT-BUILDING | 
MASTER ANALYZER 


© Select Your Own Combination of Test Units 
© Roll a Complete Test Center Right to the Job 
© Get It Now on Easy Payments 


This SNAP-ON MASTER ANALYZER is designed for the modern 
shop offering the finest in repair service. Here in one compact, mobile 
unit is everything you need for engine and ignition analysis. Hand- 
some, well-built, console-contains the Anal-O-Scope® electronic engine 
analyzer plus the four test meters listed at left, together with the roll 
cab. All instruments can be easily removed for use outside the con- 
sole. The two meters described at bottom are available as optional 
equipment. 

You can count on this test equipment for accuracy and dependability 
— it’s SNAP-ON quality throughout. Each unit carries a full year’s 
warranty against defect. Here is profit-building equipment designed to 
spot hard-to-find troubles and speed repair of today’s complex cars 
— equipment every shop needs to be up to date in all respects. Your 
SNAP-ON man will be happy to prove it with a demonstration. 


< SERVICE-BACKED SHOP EQUIPMENT 


8082-H 28TH AVENUE e KENOSHA, WISCONSIN 
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s Back Buyers... 





No Patched Used Cars for Poe 


(Continued from Page 22) 


in the reconditioning, we came 
out ahead $645. And this car was 
sold before we had it completed.” 
Used-car salesmen, invariably, 
have live prospects dangling they 
just can’t close. Most of these are 
repeat customers who have their 
favorite salesman alerted to get in 


Recapper Tiffs 
With Tire Makers 
Over Third Lines 


TORONTO. — The men who re- 
tread tires and the men who make 
them are colliding headon, 

The president of Canada’s largest 
independent tire recapping plant 
says tire manufacturers are “hood- 
winking the public.” 

“So-called ‘super tires’ that are 
actually third or fourth line tires 
do not contain carcasses that are 
good enough to be recapped or 
retreaded,” charges Harry Sherkin, 
of United Tire Sales. 

Sherkin suggests the Canadian 
government should set up a code of 
standards for tire manufacturers 
“so that the public would not be so 
grossly misled.” 

Sherkin’s allegations were imme- 
diately labelled “silly” by W. S. Mc- 
Nurney, vice-president and general 
manager of General Tire and Rub- 
ber of Canada. 

Sherkin’s complaint is a common 
One among independent treaders, 
said Allan Ross, Goodyear Tire and 
Rubber. 

“Sherkin is putting the cart be- 
fore the horse,” Ross argued. “He 
wants to take the carcass from our 
tires, after they’ve been used, and 
ride our coat-tails.” 


touch when they have something 
“special” to offer. 

“It always happens,” Allen re- 
marked, “that one of our used-car 
salesmen has a prospect waiting to 
buy any unit I’m completely re- 
building before I’ve got.the engine 
buttoned back up. Very few of 
these units with a rebuilt engine 
ever hits the lot. They are sold 
right here in the shop.” 

The reconditioning cost has noth- 
ing to do with the pricing of the 
unit. Two identical models can sit 
side by side on the lot—one with 
$300 reconditioning expense, the 
other with only $30—and both will 
be priced the same, everything else 
being equal. 

“Our used-cars are priced com- 
petitively,” said Lockley. 

There are no conferences. Allen 
is free to go ahead, as a standard 

* * * 





The First Step— 


Bob Allen, right, used-car shop fore- 
man at A. B. Poe Motor Co., El Paso, Tex., 
goes over a work order for reconditioning 
with Al Lockley, left, general manager. 
Allen has a free hand to authorize all 
work that needs to be done. 





OADA Chief Wants Twice-Yearly Checks . . . 


Ohio Inspec 


CLEVELAND.—J ohn Rodenfels 
(Chevrolet), new president of the 
Ohio Automobile Dealers Assn., has 
called for compulsory semiannual 
inspection of all cars and trucks in 
Ohio at state-operated check cen- 
ters. 

The Cleveland dealer said he 
was opposed to having the checks 
made at auto dealerships or ga- 
rages. 

Another of his objectives as 
OADA president, said Rodenfels, is 
to free the auto dealer.and sales- 
man from “the public whipping 
post.” 

“Every time there is a slump in 
business, the auto salesman and the 
dealer—who after all is a salesman, 
too—are blamed,” he said. “Some 
experts tell us to ring doorbells. 

“A car can’t be sold today unless 


tions Urged 


the buyer comes into the show- 
room,” he continued. “With 45 dif- 
ferent models and a hundred dif- 
ferent options and color combina- 
tions, the buyer has to select his 
car. It is physically impossible to 
sell an auto on the buyer’s door- 
step.” 

In addition, Rodenfels said, the 
salesman is forced to take abuse 
from the public. 

“That wouldn’t be too bad, but 
one-fourth of the people entering 
dealerships have no intention of 
buying a car.” 

He said he also was in favor of 
establishing a school for auto sales- 
men, 

“Auto selling is a profession,” he 
added. “There are schools for in- 
surance salesmen, why not automo- 
tive?” 

Dealer problems are compounded 
by too many different models, he 
continued. 


“Because of large inventories 


*| which a variety of models necessi- 





Truck Sales Champ— 


Sidney W. Irwin, right, Omaha, top na- 
tional sales champion for Mack Trucks, 
Inc., in 1960, receives symbolic success 
key from Toni Arden, television singing 
stor, as A. G. Crockett, Mack general sales 
manager, looks on with approval. For his 
achievement, Irwin was named president 
of the Mack Key Club for 1961. Irwin, who 
is with Mack's Omaha branch, was hon- 
ored with the company's other top United 
States and Canadian salesmen, at special 
ceremonies recently in New York and at 
Mack's home office in Plainfield, N. J. 


tate, I believe we will have fewer 
but larger dealerships in the fu- 
ture,” he said. 

Rodenfels also predicted that 
dealers’ service business will de- 
cline as factories improve the qual- 
ity of their products. 





Investment Law 


Urged in Colorado 


Enactment of Colorado legisla- 
tion to protect investors against 
collapse of finance companies was 
advocated by Fred Epstein, Denver 
attorney, who is serving as receiver 
for a defunct Englewood finance 
company. 

Epstein said losses to 353 inves- 
tors in Industrial Finance Co. 
would total at least $250,000. He 
said there apparently is no regula- 
tory law nor agency to prevent 
repetition of such a collapse. 

Epstein said investors in Indus- 
trial Finance had bought $425,000 
worth of “thrift certificates,” a 
form of debenture bond. Only about 
$175,000 worth of commercial paper 
has been found, he said. 
















lar brand gets a preference. A new 
recap is put on for the spare. 

Shop personnel consists of nine 
seasoned mechanics, and they have 
to be all around men, When a me- 
chanic flags a job, it’s his until 
completed. This saves jockeying 
cars from one stall to another. 

The lube man also does the 
shampooing and upholstery dyeing. 
There is a tire boy, two wash boys, 
two polish boys and two lot boys. 

“Fifty percent of our used-car 
sales are units from ’58 through 
60s,” Lockley concluded. “All our 
reconditioning shop employes work 
on a straight salary, with the ex- 
ception of Allen, who is on a bonus 
setup based on net profit. As I’m 
the appraiser, too, some of my mis- 
takes are also his.” 


routine, and do what needs doing. 

Tires are quite an item in them- 
selves. 

“Our tire bill runs right at $35,000 
a year,” said Allen. ““The used-car 
buyer doesn’t have to consider a 
unit with shabby tires, or equipped 
with tires of various treads.” 

A Cadillac on the floor had two 
white sidewalls and two with black.’ 
This car was scheduled to get new 
rubber all around. The new tires 
are bought on a catch-as-catch-can 
basis. Most are changeovers secured 
from local tire dealers. No particu- 





Sunday Closing in Topeka 
Faces Full Enforcement 

TOPEKA, — Sunday closing in 
Kansas is to be observed by strict 
enforcement of a state law which 
prohibits Sunday sale of any goods 
or wares except medicines or ar- 
ticles of necessity. 

Robert M. Brown, county attor- 
ney of Shawnee County, sent letters 
to 106 business establishments in 
Topeka, warning that they faced 
prosecution by remaining open on 
Sunday. He told members of a “Re- 
spect Sunday Committee,” compos- 
ed of downtown businessmen, that 
he would prosecute owners of 
stores that remain open on Sunday 
if complaints were signed. 


New Commercial-Car Registrations, 
First Half, 1961-1960 


Truck 


istrations by states are 
released here weekly, as compiled 


Brock- Dia- S. 
R. L. Polk representatives in = 


way mand | Dodge| Ford | M- |nati 


nation- 


Stude- 


Mack | baker | White | Willys | Misc. 






















































































































































































*—Connecticut not reported for second quarter. 
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be caught flatfooted if questioned. 

It’s a funny thing about this fish- 
ing deal. Practically all of the gang 
who mastermind the service end 
of the business at the factory level 
are fishermen, At least they all talk 
a good line. Carl Doman, of Ford, 
is still blaming me for losing a 
muskie for him several years ago 
when we were fishing together. 

The day before Chick Bamford, 
one of Walt’s predecessors in the 

Dodge service command spot, 
was taken sick for the last time, 

he spent the day with me out 

at my place on the shores of 

Crooked Lake, and I got to know 

Bob Kline, Walt’s successor to 

the “ulcer” spot, when he and I 

were assigned to the same boat 

on another fishing foray a few 
ears back. 

The day I bid goodbye—or maybe 
it was just “bon voyage”— to Walt, 
I was out to see Phil Buckminster, 
head man in the Dodge truck divi- 
sion, at which time I paid my re- 
spects to the retiree. 

Phil had been telling me that he 
feels the auto business is the same 
whether it is in Europe or in this 
country and that wherever he went 
on the continent he found AvurTo- 
motive News on the better dealers’ 


desks just as one sees it over here. 
+ * cs 


Familiar Face 


oo statement recalled two ex- 
periences I had over there this 
spring that brought a warm glow 
to me. When I was introduced to 
Edward Winter, the largest Volks- 
wagen dealer in West Berlin, he 
commented on the fact that he saw 
my picture in the paper. Up in a 
small dealership in Stockholm, near 
the airport, the service manager 
immediately recognized me when 
I took my hat off in his Office. 

Long ago I got over being sur- 
prised when attending dealer meet- 
ings or conventions to have dealers 
whom I am certain I have never 
met before call me by name and 
start to comment on something I 
have written in my column or start 
ribbing me about my love for fish- 
ing. 

5 should get over being sur- 
prised where I run into Auto- 
motive News readers, but now I 
have one that really mystifies me. 
I have a copy of the paper sent 
out to my place at the lake which 
is on a rural route. Of all things, 
I get my paper unwrapped and 
nicely folded with the wrapper 
carrying my name inside the 
paper, which indicates to me that 
the mailman reads my copy be- 
fore he delivers it to my mailbox. 
I'm not going to complain but 
some day I am going to look this 
mailman up and find out what he 
finds so interesting in an automo- 
tive trade paper. I think that’s one 
for the book. 


* * * 


Why They Patronize 


RECENT AAA bulletin carries 
the result of a survey among 
members. 

This survey showed that in an- 
swer to the question, “For what 
reason did you purchase from a 
particular station?” 47.3 percent re- 
plied because of gogd service; 9.4 
percent because of convenience; 6.3 
percent because they knew the 
owner; 5.7 percent because of the 
friendliness of those who waited on 
them; 4.7 percent because the car 
owner felt the station was selling 
good products; 4.5 percent because 
of courtesy, and 3.7 percent because 
the personnel were dependable. 

Most dealers can meet at least 
90 percent of the reasons people 
patronize certain service shops 
and many can meet all of the rea- 
sons given. Conveniente may be 
the only stopper, but the big pull- 
ing power according to this sur- 
vey is that owners appreciate 
good service, and all dealers 
should be able to provide this 
without too much trouble. All it 
takes is a little direct supervision 
of the service staff and pro- 
cedures, 

This same survey reveals that 
there are two basic types of auto 
Owners: Care-takers and users. The 
first group considers their cars 
valuable possessions and gives cars 
Proper protective care and main- 
tenance. The second group sees 


their cars as a means to an end 
and seeks maintenance only after a 
failure. 

The survey estimates the care- 
taker group to represent 25 percent 
to 30 percent of all owners, the 
users to represent 34 percent to 40 
percent and the rest are in-be- 


tween. 
* * * 


Attitude Pivotal 


_ THIS bulletin the AAA points 
out to their contract stations: 
“Automotive service outlets 
should have a banner year in 1961 
if they are willing to work just a 
little harder than their competitors 


ers. These outlets will have to ask 
for the business, not just hope that 
it is handed to them. 


“An important part of any serv- 
ice operator’s success igs a matter 
of attitude. Good service operators 
approach the people they service as 
permanent customers and are mak- 
ing sure they are so converted. Two 
good questions to ask yourself are: 
Am I rendering quality service and 
are my customers happy with my 
service?” 

Auto and truck dealers can 
apply this “sell” to their own 
businesses and to their own serv- 
ice organizations. Certainly the 
plus profits from service justify 
the little additional effort and 
management supervision it takes 
to keep owners coming back as 
steady customers. 

Many people seem to be confused 
over the new merchandising plan 
of General Motors and United Mo- 


in providing top service to custom-| tors Service being applied to the 
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replacement parts being merchan- 
dised through UMS outlets. 

The new program embraces three 
important innovations. These in- 
clude: 1. All United Motors replace- 
ment parts outlets are now identi- 
fied as United Delco wholesalers 
and retailers. 2. The name Delco is 
being used on the packaging of all 
parts and accessories of the 11 GM 
divisions whose products are dis- 
tributed by UMS and a new “fam- 
ily” symbol also identifies all pack- 
aging, 3. Replacement parts adver- 
tising exploits the Delco family 
name with a campaign built around 
the theme “simply say Delco.” 

The 11 divisions whose products 
are now being merchandised under 
the Delco name, such as “Delco 
Guide” for the products of the 
Guide Lamp Division, are: Delco- 
Remy, Delco Products, Delco- 
Moraine, Delco Appliance, Delco 
Radio, Rochester Products, New 
Departure, Hyatt, Guide Lamp, 


Harrison Radiator and Packard 
Electric. 


* * * 


Back in Vogue 


ee S. NOLA, instructor 

from Burgard Vocational High 
School in Buffalo, who will teach 
the trainees in that area in the 
Ford mechanic training program, 
says that his school took a survey 
of youngsters of high school age 
and that 80 percent of the boys 
wanted vocational training on tech- 
nical subjects, with automotive the 
No. 1 subject preferred. 

This is a reversal of a trend 
that started a few years ago 
when a similar survey showed 
most boys to be interested in 
radio, television and aviation 
ahead of automotive. 

Aviation now ranks fourth, with 
electrical second and drafting third. 



































Helps you sell more MONROE Super Load-Leveler 


Terrific merchandising idea that will help you 
ring up more sales than ever before! With each 
assortment of the 6 most popular Super Load- 
Levelers, you get the new Monroe “Bell 
Ringer.” It’s a handy car level gage that you 





put under a rear bumper, like a bumper jack. 


Call your jobber now. Get all the details about this terrific MONROE BR-6 ASSORTMENT! 


$5 Bell Ringer 

$3 Outdoor Plastic Banner (10') 

$3 Display Board and Rack 
Window Banners 

100 Hand-out Leaflets 








FREE 


MONROE AUTO EQUIPMENT COMPANY e 
In Canada, MONROE-ACME LTD., Toronto, Ontario ¢ 















BR-6 Assortment—6 Super Load-Levelers 


MONROE, MICHIGAN 
In Mexico, MEX-PAR, Box 28154, Mexico City 


STA 


Set the gage to fit the customer’s car. Add 
weight to the rear seat or trunk. The buzzer 
sounds... and the indicator rod clearly shows. 
whether your customer needs Super Load- 
Levelers for a safer, more comfortable ride. 





Your selling price . $131.70 
Cost . 88.50 
YOUR PROFIT . $43.20 
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WORLD’S LARGEST MAKER OF RIDE CONTROL PRODUCTS 


BILIZING UNITS 




















FORD FAMILY OF FINE CARS CLEARINGHOUSE ¢ NO. 252 OF A SERIES 


FROM AERIFYING 
0 Z00 KEEPING...FORD 
INDUSTRIAL TRACTORS 
SAVE TIME AND MONEY! 








EXCLUSIVE FEATURES 
OF FORD “2000” AND “4000” TRACTORS 


e Cast steel one-piece front axle 


e Job-proved ‘“‘Red Tiger’ engines 
134-cu. inch and 144-cu. inch 
displacement for ‘‘2000”’ tractor; 
172-cu. inch displacement for 
“4000” tractor 


e Diesel, gasoline and LP-gas 3 _ ; 
fuel options 4000” tractor with rugged tractor-loader package 
features traditional Ford economy and performance. 


e Ford power-shift ‘‘Select-O-Speed”’ 
10-speed transmission options 


e Three types of constant mesh 
transmission options 


e Rugged rear axles 
e Foot throttle 


e Comfort seat 


Power steering 


Fast, big-expanse mowing with the Ford ‘2000 
tractor and Ford’s big ‘‘1000’’ rotary-cutter. 





Aerifyinc 
Backgilli; 
Bellholin 
Balding 

Blending 
Breaking 
Building 
Carrying 
Car Spc 


Charging 


Cleaning 
Clearing 








Versatile ‘‘2000” diesel and winch put logging oper- 
ations in order with maximum efficiency. 





as Rugged mate of the ‘4000’ diesel, Ford’s new ‘‘720” 
loader moves mountains of materials with top efficiency. 
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i 
Compactiag 
fete lars) 
Cultivating 
Cutting 
Digging 
Discing 
Py late 
Dragging 
Dressing 
Drilling 
Driving 
Dozing 


Draining 
Dumping 
Excavating 
Feathering 
Fertilizing 
Filling 
Finishing 
Floating 
Forking 
Grading 
Harrowing 
Hauling 


Landscaping 
Leveling 
Lifting 
Loading 
Logging 
Maintaining 
Mixing 
Moving 
Mowing 
Painting 
Patrolling 
Peeling 


Pipe Laying 
Pipe Stringing 
Planting 
Plowing 
Plumbing 
Pouring 
Pulling 
Pulverizing 
Pumping 
Raking 
Repairing 
Ripping 


The exacting demands of industrial jobs like those listed, and 
the growth potential for materials-handling and earth-moving 
equipment have led to a broadening of Ford Motor Company’s 
line of four-wheel tractors. 


Ford’s two most recent 5000-pound, front-axle capacity trac- 
tors designed and engineered specifically for the industrial 
field in combination with special-purpose, materials-handling 
and earth-moving implements are the “2000” and ‘4000’ 
series. With the introduction of these heavy-duty models 
some months ago, Ford Motor Company has taken an impor- 
tant forward step in separating industrial equipment from 
agricultural equipment. 


The new “720” loader with one-ton lift and two-ton break- 
away capacities was introduced simultaneously. This loader 
is reeommended for installation on the “4000” series tractor. 
Its fast cycle time of 12 seconds for load, raise, dump and 
return to loading position is a real money-making feature for 
production-conscious operators. A popular addition to the 
tractor-loader package is the versatile, high-capacity Ford 
backhoe. This rugged and highly maneuverable combination 
will make short work of any materials-handling job. 


Ford Motor Company has been a leading supplier of four- 
wheel tractors for non-farm operators for more than 40 years, 
and now with the ‘2000’ and ‘4000’ rounding out the 
industrial tractor line, dealers are able to fully meet the needs 
of the industrial market. 





tird 


MOTOR COMPANY 





THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY Ford « Falcon +» Thunderbird » Comet 


Mercury « Lincoln Continental « English Ford Line « Ford Trucks « Industrial Engines 
Farm and Industrial Tractors and Equipment « Special Military Vehicles 
Aeronutronic—Products for the Space Age « The American Road Insurance Company 
Ford Motor Credit Company 


Rooting 
Roughing 
Sawing 
Scarifying 
Scooping 
Scraping 
Seeding 
Shoveling 
Shredding 
Skidding 
Smoothing 
Snow Removing 





Spraying 
Spreading 
Stacking 
Stripping 
Sweeping 
Tamping 
Terracing 
Towing 
Trenching 
Undercoating 
Winching 
Zoo Keeping 
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specify 
Norick 
Accounting 


Forims.ce 
they are designed and 


APPROVED 


for your use 


A complete line of Norick 
Business Forms is designed 
specifically for GM dealers 


Norick BROTHERS, Inc. 


36th @ OKLAHOMA CITY TUeTeyyh 
Angeles, San Francisco 
ties Across the Nation 





Branch Stores in Chicago, Los 


( 


Representatives in Major C 





Coming!— 
September 11th 
Automotive News 


Import Car Issue 


If the import market is important to you, don't 
miss this special-interest issue. It's a natural for 
getting your advertising message across to those 
you especially want to reach. 


Advertise to the import market in the pages of 
the September || Import Car Issue of 
AUTOMOTIVE NEWS 


CLOSING DATE—AUGUST 31 


Regular Advertising Rates Apply 


Automotive News 


965 East Jefferson Detroit 7, Michigan 
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NSU PRINZ 
NSU SPORT PRINZ 


IS HERE TO STAY 


U. S. IMPORTER 

TRANSCONTINENTAL MOTORS, INC 
230 Park Avenue 

New York 17, N. Y. 


SPARE PARTS CENTER: 


LUDWIG MOTOR CORP. 
421 East 91st Street 
New York 28, N. Y. 








For Make Servicemen 
DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AvuTo- 
MOTIVE NEws. 


CHRYSLER CORP.—During the 


period Aug. 28-Sept. 15, the five 
Chrysler Corp. training centers will 
offer service courses on automatic 
and manual-shift transmissions, 
manual and power steering, engines 
and engine tuneup, electrical and 
fuel system components (including 
alternators and regulators), air 
conditioning, rear axles, body, 
brakes, front and rear suspension, 
instrument panels, accessories (in- 
cluding auto pilot), new-car prep- 
aration, Simca service, etc. Training 
covers latest factory-approved serv- 
ice procedures, theory, diagnosis 
methods, corrective measures, and 
the correct use of the latest special 
tools and equipment. These service 
training courses are offered tuition- 
free to service personnel sponsored 
by Chrysler Motors Corp. dealers 
and MoPar outlets, Chrysler train- 
ing centers are located at: 26001 
Lawrence Ave., Center Line, Mich.; 
5500 Howard St., Skokie, IIll.; 2930 
Forrest Hill Drive, S. W., Atlanta, 
Ga.; 401 Theodore Fremgd St., Rye, 
N. Y., and 1111 N. Brookhurst St., 
Anaheim, Calif. Direct all inquiries 
to service training coordinator at 
training center serving your area. 
Also, a service merchandising and 
mafiagement conference for dealer- 
sponsored service managers will be 
offered the week of Aug. 7 at the 
Skokie (Ill.) training center. 

FORD DIVISION — During the 
period of Aug. 28-Sept. 15, the 36 
Ford district school instructors will 
be preparing for the 1962 model in- 
troduction training. Also, they will 
be completing the training sessions 
for vocational instructors on all 
basic components including engines 
and automatic transmissions, 


GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures is available (free 
of charge) to all service personnel 
sponsored by a GMC truck dealer, 
or a GMC truck fleet operator. The 
following courses are offered: 1. 
rear axles, 2. front-end alignment 
and wheel balancing, 3. power steer- 
ing, 4. air suspension, 5. hydraulic 
brakes, 6. air brakes, 7. standard 
transmission, 8. Hydra-Matic and 
Torqmatic transmissions, 9. four- 
wheel drive, 10. carburetion, 11. 
basic automotive electricity, 12. gas- 
oline-engine tuneup, 13. gasoline- 
engine overhaul, 14. diesel-engine 
tuneup, 15. diesel-engine overhaul, 
16. diesel driver training, 17. ad- 
vanced vocational training, (a five- 
week course for training new me- 
chanics. GMC maintains classrooms 
in the following cities: Atlanta, 
Jacksonville, Boston, Charlotte, 
Chicago, Milwaukee, Cincinnati, 
Dalias, El Paso, Houston, Denver, 
Salt Lake City, Detroit, Cleveland, 
Kansas City, Oklahoma City, 
Omaha, Los Angeles, Memphis, New 
Orleans, New York (two centers), 
Oakland, Philadelphia, Washington, 
Pittsburgh, Buffalo, Portland, St. 
Louis and Minneapolis. Address in- 
quiries to Service Training Activ- 
ities, GMC Truck & Coach Division, 
Pontiac 11, Mich. 


STUDEBAKER-P ACKARD — 
Courses covering all phases of Stu- 
debaker-Packard, Mercedes-Benz 
and Auto Union vehicles are being 
given at the following technical 
training centers by their respective 
instructors: New York City, F. X. 
Coghlan; Atlanta. W. N. Hall; Kan- 


sas City, W. N. Hall; Los Angeles, 
L. J. Young; South Bend, A, S. 
Kidder. 


WHITE MOTOR CO.—Three mo- 
bile service training units (White 
and Cummins) will be instructed by 
J. H. Smith at White Motor Co. 
branch offices in the following 
cities: Aug. 28-Sept. 1, 2700 Critten- 
den Dr., Louisville, Ky.; Sept. 5-8, 
4631 Spring Grove Ave., Cincinnati; 
Sept. 11-15, 2950 Twelfth St., De- 
troit. 


For All Servicemen 
ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mich.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 


ment and balancing theory, start- 


which include basic theory and 


correction and wheel balancing with 
special studies in manual] and pow- 


straightening, front-axle and rear- 
housing correction, tire truing, op- 
eration of safety-check equipment, 
heavy-duty alignment and frame 


Three and four-week courses allow 
additional emphasis on type of 


Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dutes 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 











training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
starting dates, contact the local 
Allen representative or write di- 
rectly to Educational Department, 
Allen Electric & Equipment Co., 
2101 N. Pitcher St., Kalamazoo, 
Mich. 

AMMCO TOOLS, North Chicago 
—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 2150 
Commonwealth Ave., North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 36 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, complete 
brake servicing course is available, 
Aug. 21 and Sept. 11. 


JOHN BEAN DIVISION, Lan- 


sing—(A) Wheel alignment, wheel 


balance, steering systems, Sept. 18; 
(B) Advanced wheel alignment, 
steering gear service, collision serv- 
ice, suspension systems, and minor 
body-frame alignment, Sept. 25; 
(C) Collision service of suspension 
body alignment, Oct. 2; (D) Brake 
servicing, Sept. 11, Combined 
courses are also offered. (AB), 
Sept. 18-29; (ABC), Sept. 18-Oct. 6; 
(DA), Sept. 11-22. 

BEAR MFG. CO., Rock Island, 
Ill.—School offers training in align- 


ing every week. Courses from two 
to four weeks long are offered 
practical work in alignment, frame 


er steering adjustment, wheel 


correction and customer reception. 


equipment in the shop where stu- 
dent is employed, 
BARRETT EQUIPMENT CO., St. 


BENDIX AUTOMOTIVE SERV- 


ICE, South Bend—Training is made 


available through schools sponsored 
by authorized Bendix distributors 


on power brakes, hydraulic brakes, 
wheel brakes, 
Stromberg Carburetors, Zenith 
Carburetors and Zenith LP Fuel 
Systems. The schools provide both 
service and sales training for auto- 
motive service and sales personnel. 
School subjects for each product 


power steering, 


(Continued on Page 31, Col. 1) 





Service Center 
Opened in Toronto 


By VW of Canada 


TORONTO. — Volkswagen Cana- 
da, Ltd., has opened a new $1 mil- 
lion service center on a 35-acre 
site here. The plant will improve 
service to Metro Toronto East 
Enders, said Werner Jensen, man- 
aging director. 

The company also said the first 
nine trainees from its new mechan- 
ics’ training school will get their 
diplomas shortly and move into the 
Volkswagen plant for four years of 
apprenticeship. 

The service center, with adjacent 
training school, can handle more 
than 100 cars at a time. 





It includes a workshop with 41 
hoists, a body shop which can han- 
dle 31 cars and a paint shop with 
a capacity of 26. 

Volkswagen trainees—who will 
number 26 by the fall—spend one 
year in classrooms, then move to 
the plant for four years of practi- 
cal experience before becoming cer- 
tified master mechanics. 

Volkswagen’s sales grew from 
1,700 in 1953 to 34,000 last year. 
The company now employs 450 


and has 331 dealers across Canada.||___ sss Pe 
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TO KEEP Bares 


~SHOWROOM = >SHINE 


On Otis ne Cars 
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DUST 
CLOTH 


Specially treated, highly absorbent 
cotton flannel, overedged. For quick 
cleaning of cars with the new syn- 
thetic finishes—all other car finishes, 
too. Fine for household use, In hand- 
some metal container. 

Sold with success by car dealers 
everywhere, 

Also in the complete Las-stik line of 
car care products: leather cleaner e 
wash mitts © tar remover ¢ windshield 
washer solvent © white tire cleaner e 
bug cloth. 


LAS-STIK MFG. CO., HAMILTON, OHIO 































_ NO-MAR Tow Bar 
For Passenger Car Towing 


ATTENTION 
WRECKER OPERATORS 


Have you paid the price 
of this Towing Hitch in 
replacing damaged 
bumpers; or lost friends 
and customers by damag- 
ing their cars in tow? 


‘ite tt ti ta a ia 


We can not tell you in 
this small ad all that this 
Tow Bar can do for you. 
So write for details at 
once. 


E. R. Buske Mfg. Co. 


Dept. AN Pocahontas, lowa 


MORE 

THAN 

BEFORE 
kkk 


1 Fin 


You'll find ‘‘more than before” in the 
new edition of Martin H. Bury’s popular 
book, ‘‘The Automobile Dealer.” 

More facts; more figures; more “in 
depth” information on more phases of 
vital interest to every dealer. 

You'll also find more sections, includ- 
ing those dealing with the new Formulas 
for Profit (applicable to each depart- 
ment), recommended labor union pro- 
cedures, tested collection methods, and 
many new operating ideas. 


AUTOMOBILE 
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320 pages, $6.30 postpaid. 





if after 10 days you are nof con- 
vinced that this book is a valuable 
permanent reference, return it and your 
money will be refunded. 


PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


Send copy (copies) of the new book, 
“The Automobile Dealer"’ 








(C(O Check enclosed at $6.30 each | 

Sa: 
Name _ 
Street__ us Ing 





| 
| 
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| 
0 Send books C.O.D., plus postage 
| 
| 
| 
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line include theory, operation, over- 
paul, specifications, service analy- 
sis, use of service literature, and 
pasic sales training. The length of 
an individual course is one to two 
full days depending on the product 
and the type of training. Classes 
are scheduled by each distributor 
to mect local needs. No tuition fee 
jg charged, In addition, facto ry 
gchools are conducted for instruc- 
tor personnel who are responsible 
for scheduling and handling train- 
ing programs for servicemen. Ad- 
ditional information may be obtain- 
ed by contacting a Bendix 
distributor or writing to the Bendix 
training director, Bendix Automo- 
tive Service, South Bend, Ind. 
BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
equipment may attend. No tuition. 
Contact J. R. Adams, instructor. 
DeVILBISS CO., Toledo—Three 
service training schools are being 
offered in the following cities: Aug. 
98, auto refinishing, Toledo, Irv 
Thomas, instructor; Sept. 18, job- 
per, Detroit, Tony Stranges, in- 
structor; Sept. 18, industrial, To- 
Jedo, Irv Thomas, instructor, 
INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 


purchase equipment — $200 other-| 


wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St, 
Omaha 2, Neb., for additional in- 


formation. 

OKLAHOMA STATE TECH., 
Okmulgee, Okla, — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal- 
Jation and repairing of the latest 
equipment. George Mitchell will be 
the instructor. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located at Stratford, Conn. 
This course will consist of five 
consecutive daily sessions, each 
session going from 8 a.m. to 4 p.m. 
All phases of brake service work 
such as major adjustments, minor 
adjustments, and complete brake 
overhauls of all types of both new 
and old brake systems will be 
covered, Personal instruction is 
| augmented by a technical sound, 
color, motion picture showing ad- 
justment procedure and trouble 
shooting procedure as well as 
changes made in 1961 brakes. In- 
dividuals who successfully complete 
the course will receive a certificate 
showing that they are qualified 
to work on all types of auto- 
motive brakes. The course will be 
conducted by A. D’Andrea, director 
of service training. For further in- 


Mercedes-Benz 


Signs 14 More 


SOUTH BEND. — Mercedes-Benz 
Sales, Inc., has announced that it 
has signed 14 new dealerships. 
They are: 

Buck Buick Co., 1401 Fourth Ave., 
Rock Island, Ill.; Bevin-Piper Mo- 
tor Co., 108 W. First, Hutchinson, 
Kans.; Wilson Motors, 820 E. Santa 
Fe, Flagstaff, Ariz.; Park Motors, 
Inc, 134 §S. Riverside, Medford, 
Ore.; Beres Motor Co., 211 St. Mary 
St, Box 267, Pekin, Ill.; Teght- 
Meyer & Co., Inc., 234 K Merritt 
Island Causeway, Merritt Island, 
‘Fla, and Low Motors, Inc., 1707 
l4th St. N. W., Rochester, Minn. 

Coffey Imports, Inc., 2305 Memo- 
tial Parkway N. W., Huntsville, 
Ala; Sports Cars of Springfield, 
Inc, 567 Main St., Springfield, 
Mass.; Joe Torvick, Inc., 60 Santa 
Rosa Ave., Santa Rosa, Calif.; L & 
F Motors, Inc., 1244 Monterey St., 
San Luis Obispo, Calif.; Adam 
Motor Corp, Crescent Blvd. & 
| Drexel Ave., Camden, N, J.; Jack 
Ingram Motors, Inc., 405 Bell St., 
Ontgomery, Ala., and Southern 
Chevrolet Co., Inc., 1800 Lee St., 
Alexandria, La. 


formation, write to J. W. Hefferon, 
Raybestos Division, Bridgeport, 
Conn. 

SUN ELECTRIC CORP., Chica- 
go.—Training courses in test equip- 
ment operation and automotive 
tuneup procedure are available in 
the sales and branch offices in the 
following cities; Chicago; Passaic 
(New York), N. J.; Arlington (Bos- 
ton), Mass.; Buffalo; Pittsburgh; 
Philadelphia; University City (St. 
Louis), Mo.; Memphis; New Or- 


leans; Atlanta; Minneapolis; Kan- 
sas City; Oklahoma City; Houston; 
Portland, Ore.; Dallas; Los Angeles, 
and Spokane. For further informa- 
tion on these classes, write direct 
to the Sun Electric Corp., Harlem 
and Avondale, Chicago. 


SUNNEN PRODUCTS ©CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped. For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 


Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 


UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio, 
Guide-Matic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes, United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, N. 
C.; Denver, San Francisco, St. 
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Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is conducting 
the clinics. 

WEAVER MFG. DIVISION, 
Dura Corp., Springfield, Ill., offers 
a complete wheel-alignment in- 
struction course. Classes will be 
conducted in the company’s labora- 
tory garage. A one-week advance 
notice is required, Address al] in- 
quiries to 2171 S. Ninth St., Spring- 
field, Ill. 


aes FAL FLY LINE 


...YOour Guarantee 


Rings, pistons, pins, bearings, valve 
train parts, water pumps, chassis 


parts? All parts in 


Norris line—designed and manu- 
factured to the same high standards 
of quality and precision—are known 
for uniform performance and 


of 


Por COUT 


MATCHED-PERFORMANCE 


the McQuay- 
all 


working 


longer service. Your McQuay- 
Norris Wholesaler is “replacement 
parts headquarters” to mechanics 
over the country who have 
experienced the satisfaction of 


with the McQuay-Norris 


line. Use them on your next job. 


McQUAY-NORRIS MANUFACTURING CO., ST. LOUIS» TORONTO 


© 1961 MCQUAY-NORRIS MANUFACTURING CO, 
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Sales Conditions in Various Areas .. . 





Auto Market Reports 


Minneapolis 

Dealers in Hennepin County 
(Minneapolis) registered 15 fewer 
new cars in July than in the same 
month a year ago, according to 
Finance and Commerce, business 
newspaper. 

Although the dip was slight, it 
represented the seventh straight 
month in which new-car registra- 
tions had trailed the total in the 
corresponding month a year ear- 
lier. Registrations for July to- 
talled 2,589, against 2,604 in the 
same month last year. 

For the year to date, registrations 
in the county reached 22,841, a drop 
of 14 percent from the 26,621 in the 
first seven months of the record 
year of 1960. 

A breakdown of new United 
States car registrations by makes 
follows: Buick, 98; Special, 71; 
Cadillac, 52; Chevrolet, 556; Cor- 
vair, 123; Chrysler, 39; Comet, 93; 
Dodge, 8; Dart, 47; Lancer, 9; Ford, 


387; Falcon, 154; Imperial, 2; Lin- 
coln, 9; Mercury, 47; Oldsmobile, 
134; F-85, 50; Plymouth, 117; Pon- 
tiac, 109; Tempest, 36; Rambler, 
154; Studebaker, 32; Valiant, 79, 
and miscellaneous, 1. 

A breakdown of foreign cars 
registered follows: Austin-Healey, 
8; English Ford, 1; Fiat, 7; Mer- 
cedes-Benz, 6; MG, 1; Opel, 2; 
Renault, 9; Simca, 1; Triumph, 
25; Vauxhall, 2; Volkswagen, 105, 
and miscellaneous, 15. 

New trucks delivered in Henne- 
pin County during July totalled 228, 
as compared with 196 in July, 1960. 
A breakdown by makes follows: 
Chevrolet, 98; Diamond T, 1; ee 
3; Dodge, 10; Ford, 66; ‘GM 
International, 21; Mack, i Vole. 
wagen, 1; Willys, 2, and miscellane- 
ous, 5. 

—DonaLp M. Lyons 
* * * 


Birmingham, Ala. 


in July totalled 1,272, compared to 
1,225 in June. Sales by makes were: 
Austin-Healey, 2; Buick, 67; Cad- 
illac, 31; Chevrolet, 321; Chrysler, 
16; Comet, 46; Continental, 2; Cor- 
vair, 60; Dodge, 35; Falcon, 152; 
Ford, 202; International, 4; Mercu- 
ry, 20; Metropolitan, 4; MG, ‘7; 
Oldsmobile, 91; Plymouth, 27; Pon- 
tiac, 69; Rambler, 46; Renault, 2; 
Studebaker, 6; Triumph, 5; Valiant, 
13; Volkswagen, 35, and miscellane- 

ous, 10, . 

—Stvuart RIppLe 

of * ok 


San Antonio 

Motor vehicle registrations for 
July in San Antonio and Bexar 
County showed a modest increase 
over those for the previous month, 
totalling 1,510 registrations against 
the previous 1,415. 

Of the 1,510 motor vehicles reg- 
istered during the month, 1,346 





One motorist, in a freakish ac- 
cident, was knocked through a 
guard rail down a 200-foot grade. 
He and his car ended up in a 
tree. He climbed down and was 
rendered unconscious by a falling 
rock. 





vehicles and 42 trucks. Only com- 


Sale of new cars in Birmingham| were new cars, 122 commercial | mercial vehicles failed to show a 








How to speed service 


on 3 out of 4 cars 





TAKE THESE FOUR STEPS: 
1. Set the sleeves flush with the ends of the 


swivel arms 


2. Spot the car over the hoist 


3. Insert positioning rod in arms and move 
to PRE SET stops 


4, Lift the car 


For three out of four cars that come into your 
station, that’s all there is to it. 

We should point out, however, that only the 
Globe Frame-Kontact hoist is this easy. This is 
the only hoist with PRE SET straight frame 
adjustment built in to accommodate the vast 
majority of cars. It means you can get the car 
up on the hoist faster and do the work. You will 
be able to do more, earn more, every day. 

Consider speed when you measure the useful- 


ness of a hoist. Also consider accessibility, 
strength and safety. And for real confidence, 
choose from the Globe line—every one proved 
in Globe’s research laboratory. 

Why not talk with your nearby Globe man. 
Or for detailed bulletins on Globe hoists, write 
to us at East Mermaid Lane and Queen St.} 


Philadelphia 18, Pa, 


GLOBE 


GLOBE ROIST COMPANY 
Hoist is our middle name... 
own only product ne 


— 


gain in registrations for the 
mon 

Ford led in new-car registrations 
for the month, with a total of 460, 
as compared with 346 for Chevrole 
90 for Pontiac, 85 for Buick, 77 for 
Comet, 67 for Oldsmobile, 55 for 
Rambler, 46 for Dodge, 28 for 
Plymouth and 23 for Cadillac. 

In commercial vehicles, Ford 
dealers again led, with 56 registra. 
tions, as compared with 50 for 
Chevrolet and 7 for GMC. Interna. 
tional had 11 registrations, follow. 
ed by 9 for Ford, 8 for White, 7 for 
Chevrolet and 7 for GMC. 

—J. H. Reep 
* * x 
New Orleans 

New-car registrations for New 
Orleans in July totalled 1,643, as 
compared with 1,794 for the preyj- 
ous month and 1,753 for the like 
period of last year. A total of 219 
trucks were registered in July 
against 200 in June and 194 for the 
corresponding period of last year, 

Passenger-car sales by makes 
were: Chevrolet, 467; Ford, 229; 
Falcon, 178; Pontiac, 100; Volks- 
wagen, 99; Oldsmobile, 88; Ram- 
bler, 75; Chrysler, 52; Comet, 52; 
Buick, 47; Corvair, 44; Plymouth, 
35; Valiant, 32; Dodge, 27; Cad- 
illac, 23; Mercury, 23; Simca, 15; 
DKW, 15; Studebaker, 14; Lin. 
coln, 6; Metropolitan, 5; Merce. 
des-Benz, 3; Vauxhall, 3; MG, 3; 
, Austin, 8; Fiat, 2s Imperial, 1; 
“Volvo, 1; Opel, 1, and Jaguar, 1, 

Truck sales by makes were: 
Chevrolet, 87; Ford, 76; Interna- 
tional, 26; Volkswagen, 6; White, 
5; GMC, 5; Mack, 3; Dodge, 2: Stu- 
debaker, 1, and Willys, 1 

—Gorvon HeEsert 


Polyester Cord 
Is Improved by 


New Treatment 


WASHINGTON. — A controlled 
deficiency in a chemical diet may 
speed the introduction of polyester- 
cord tires to the market, it was dis- 
closed here. 

The diet deficiency is part of a 
new process which gives polyester 
cord the adhesive properties neces- 
sary to make it an integral part of 
a finished tire, according to Ted M. 
Kersker, manager of fabric and ad- 
hesives development for Goodyear 
Tire & Rubber Co. 

“There are two phases to the ad- 
hesive treatment we give polyester 
cord,” Kersker said, “In the first, 
we apply a dip which is short of 
one of the chemicals which make 
up its resins. 

“By subjecting the dipped cord 
to extremely high temperatures— 


450 to 500 degrees fahrenheit—we / 


force the molecules of the resins to 


jump over and link with those of | 
the polyester cord, rather than with | 


their own molecules.” 

The second phase involves an- 
other dip, one in which the key 
chemical—w hich he declined to 
identify for competitive reasons— 
is present in abundance. In this 
step, Kersker said, “the resins link 
molecularly between themselves, 
creating a cross linkage from poly- 
ester-to resin-to resin.” 

He said the result is a cord which 
can be adhered firmly to rubber, 
making for a strong, safe tire. 


Avisco Offers 
2-Ply Rayon Yarn 


PHILADELPHIA. — American 
Viscose Corp. is moving into com- 
mercial production of a new Tyrex 
rayon tire yarn which is said to be 
15 percent stronger than current 
yarns, President Gerald S. Tomp- 
kins announces. 

The new yarn, with a tensile 
strength of over 40 pounds in 4 
standard 1650 two-ply cord, is timed 
to the introduction of two-ply tires 
into the market, he said. 

“The new yarn, which will retain 
all the marked advantages of cur- 
rent Tyrex rayon cord, including 
freedom from the ‘flat spot’ and 

‘early morning bumping’ will be 
available in all deniers for use in 
passenger and heavy-duty tires,” 
Tompkins said. 


Rambler for Sandusky 


SANDUSKY, O.— Sandusky Mo- 
tor Land, Inc. (Rambler), 


grand opening celebration. The 


Seeerenlp is operated by Joe Ric- § 


1643 | 
Cleveland Rd., held a_ three-day} 
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At ‘95-Percent’ Shop... 
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Expansion Hikes Volume 


By Gordon Hebert 
Staff Correspondent 


NEW ORLEANS. — A question 
often asked by an automobile deal- 
er or service manager is, “How can 
I increase my service and parts 


yolume ?” 


Probably Joseph H. Pons jr., 
service manager of Mossy Motors, 
Inc. (Oldsmobile), 1331 S. Broad St., 
has a few answers which have 
proved successful in his operation. 

In cooperation with Wiley L. 
Mossy, president of the dealer- 
ship, Pons has added additional 
services and invoked a number 
of simple business practices to 
accomplish his present achieve- 
ment. 

“The job is never complete,” says 
Pons, “and we are always looking 
for ways and means not only to 
jncrease our service volume, but to 
improve it to the satisfaction of the 
customer. The customer must be 


mainly to transport customers to 
distant parts of the city. 

Pons said this type of service has 
been very beneficial. He pointed 
out that a number of out-of-town 
customers, that is, customers in 
nearby country towns, like the idea 
of being driven to their destination 
in the business section, He said 
they told him that they don’t like 
to drive in city traffic. 

Pons pointed out that people 
want service at a normal price for 
quality workmanship. 

In this connection, Pons said 
that each of his four service 
salesmen, the individuals who 
write up service tickets, are re- 
sponsible to see that all work is 
performed and that the car is 
ready for the appointed time 
promi 
After each job is completed, Pons 

said, “one of our three shop fore- 
men takes the car out for a road 
test to check and determine that 


pleased and satisfied with our| the work will be satisfactory to the 


workmanship and service or he will 
go someplace else.” 

The axiom, “build a better mouse 
trap and the public will beat a path 
to your door,” may well be applied 
to Mossy Motors. Five years ago 
the dealership was located in the 
heart of the business district, just 
four blocks from the main thor- 
oughfare. The present location may 
be described as a outlying dealer, 
3% miles from the downtown area. 


In the former location the serv- 
ice department had the facilities of 
16,000 square feet of space, while 
in the present there is 44,000 square 
feet of service space, all on groun 
level. . 

While on the subject of service 
space, Pons said this is not only 
the first requisite for better serv- 
ice, but also a timesaver for me- 
chanics to devote more time to 
perform the service on a car in 
lieu of time wasted in looking 
for a car and moving others 
around the shop to get the desig- 
nated car on which to do the 
service. 

When the dealership moved to 
the outlying area, a courtesy serv- 
ice car was inaugurated for the 
transportation of customers to any 
part of the city. The courtesy car 
averaged 4,000 miles per month and 
after a careful study, it was learn- 
ed that customers could be taken to 
the main business district cheaper 
by taxi (fare being borne by the 
company) than using the courtesy 
car on these short junkets. The 
courtesy car is now being used 





Georgia to Build 
Vocational Schools 


For Mechanics 


ATLANTA, — Joe Westbrook, 
president of Westbrook Motors 
(Plymouth-Valiant), and Dick 
Young, vice-president of Georgia 
Highway Express, Inc., have been 
appointed to advisory committees 
for two area vocational schools 
being constructed in the Atlanta re- 
gion. 

These schools will offer courses 
in auto mechanics, diesel mechan- 
ices and automobile body repair. 

“This is the first major effort 
that our city and county schools 
have made to give training to auto- 
motive technicians,” Westbrook 
said. “Instead of hiring men who, 
in many cases, did not finish high 
school and who learned the trade 
by hard work and perseverance, we 
will have available high school 
graduates who will be trained at 
these regional institutions,* 

“This will be quite a boon to the 
automotive trade here. We'll get 
better qualified men. They will also 
be fitted to develop into supervisory 
and management personnel.” 

The buildings devoted to automo- 
tive training will have about 19,000 
Square feet in each location. 

Georgia already operates two 
trade schools, one in Americus and 
the other in Clarkesville. The two 
Fulton County schools, mentioned 
above, are part of 31 new area vo- 
cational-technical schools being 
built on a partnership basis by the 
local communities and the state. 


customer. This road test procedure 





eliminates a goodly number of 
‘comebacks.’ ” 

A number of departments have 
been added to the service, such as 
frame straightening, glass, trim 
and tires, in order to increase the 
volume, A plan is now under con- 
sideration to put in a radiator de- 
partment. 

Pons said the tire department is 
under an individual manager. When 
a customer takes delivery of a new 
car the name is furnished to the 
tire department and the owner is 
contacted in a solicitation to buy a 
better grade tire than the standard 
equipment. 

In moving to larger quarters 
the company more than tripled 
its overhead, but with proper 

equipment, more service depart- 
ments and manpower, Pons is en- 
joying a 95 percent service ab- 
sorption at present. In the-not-too 
distant future he is hopeful of 
attaining 100 percent or more 
absorption. 


The service department man- 
power has been increased in the 
past few years from nine mechan- 
ics to 25; body shop, three to seven; 
service salesmen, two to four; shop 
foremen, one to three; polishers, 
two to four, and porters, one to 
three. 








Cincinnati Plymouth Dealer Council Meets— 


The Plymouth dealer council of the Cincinnati region met recently in Cincinnati 
to discuss dealer-factory relations with E. J. Roberts, Chrysler-Plymouth regional man- 
ager. From left are J. S. Elliott, Newark, O.; Virgil Gibson, Mt. Vernon, O.; H. Griffith, 
Ironton, O.; Sidney Kinkead jr., Lexington, Ky.; G. A. McDowell, Louisville; Lawson 
Driver, Piqua, O.; Tom Bywater, Cincinnati; Tom Baker, Mooresville, Ind.; Bob Hend- 
rickson, Logansport, Ind.; W. V. Brown, Franklin, Ind.; Jack Itkoff, Cincinnati; Ken Carr, 
Indianapolis; Walter Bales, Jeffersonville, Ind., and Roberts. Cincinnati dealer council 
members not present include B. T. Gates, Indianapolis; Ralph Walker jr., Kokomo, 
Ind.; John Howard, Middletown, O.; Julius Hilgeford, Fairborn, O., and James Bunnell, 
Loveland, O. 











ghest 


IN CUSTOMER 
SATISFACTION 


Kendall SuperB is refined from the 
richest 100% Pennsylvania Crude 
to exceed car manufacturers’ most 
exacting requirements, ending 
excessive wear, rumble, costly 
repair and poor gas mileage. 


It keeps cars running like new 
and keeps customers coming back 
with repeat business for all your 
products and services. 


It’s Kendall SuperB 10W-30 
Motor Oil. Ask your Kendall 
distributor about it! 


KENDALL REFINING 
COMPANY 
BRADFORD, PENNA. 


Lubrication Specialists since 1881 








Raymond P. Scott, owner of the Olds-Rambler dealership that bears his name, has found DowGArRD easy and profitable to sell when his service customers 
know the facts and the price. 
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About 95% of DowGarD Coolant sales at this Wynnewood, Pennsylvania, Olds- “When we.ask customers if their car’s ready for winter and the 
Rambler dealership are made to service customers. In the first season, the dealer- answer is ‘no’, they get the complete story on DowGarD, including 
ship converted one-third of them from antifreeze to DowGARD. the price comparison,’”’ says Service Advisor James Murdoch. 











“DOWGARD accounted for ', of our 
coolant sales the first season!” 


DOWGARD* Engine Coolant yields 35% profit, says Wynnewood, Pa., dealer 


“We started promoting DOWGARD last fall,” says 
Parry Scott, General Manager of Raymond P. 
Scott, Inc. “Our profit has run 35% on this new 
engine coolant and not one of our customers has 
had any leakage problem with DOWGARD.” 


About 95 per cent of the DOWGARD Coolant sales 
at the Wynnewood dealership are made to service 
customers. The remaining DOWGARDis sold to new 





car buyers who specifically request this superior 
coolant when they take delivery. 


“Starting in September,” Service Manager Ted 





Robinson adds, “‘we ask our service customers if 
their car’s ready for winter. When the answer is 
‘no’, our man gives the customer the complete 
story on DOWGARD. In the first season, we con- 
verted a third of our customers from antifreeze 
to DOWGARD.” 


Even including an in- 
stallation charge, 
Robinson reports the 
totalcostof DOWGARD 
over a two-year period 
is no more expensive 
than the price of anti- 
freeze for the same 
length of time. 


There are five good 
reasons for you to 
switch to DOWGARD 
and get coolant profits 
back where they be- 
long. Read these reasons below—then order from 
your jobber today! 





DowGarD has advantages antifreeze just can’t offer! 


YEAR ‘ROUND 
COOLING SYSTEM 
FILUID 


$2.25 per caLion 


SUGGESTED RETAIL PRICE 


1 Prevents rust in new cars, stops rust in older 
cars. Engine runs a bit warmer for greater 
engine efficiency. These features mean less en- 
gine wear and tear, gas and oil savings, longer 
engine life. 


2- More customer satisfaction. Owners every- 
where report less leakage, because DOWGARD 
operates at lower pressure in the system. 


3 Dow guarantees for two full years to repair 
any damage to the engine or cooling system, 
caused by freezing of the coolant, in any vehicle 
anywhere in the continental United States in 





which DowGARD Coolant has been properly 
installed. 


4 Guaranteed* two years, and costs less per 
year than antifreeze, even with nominal in- 
stallation charge! 


5 More profitable because: 
Sold through service dealers. 
Higher profit margin. 


Proper installation sells more 
cooling system parts. 
Sell it all year ’round. 


*Unconditionally guaranteed by Dow against loss of coolant for 24 months or 24,000 miles, when properly installed by a service dealer in 1958 and newer cars 
and inspected every six months. Loss in first 6 months (or 6,000 miles) replacement is free; 6 to 18 months (6,000 to 18,000 miles)—costs customer 50% of retail 
price; 18 to 24 months (18,000 to 24,000 miles)—costs customer 75% of retail price. Reimbursement to dealer is handled by the jobber for DowGarD Products. 


D OWGARD e THE DOW CHEMICAL COMPANY ~<@&{y> 
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Dealers’ Questions Answered .. . 


Guaranteed Warranty 


warranty cards would create a 
hardship for those who rely on the 
tourist trade for a substantial part 
of their profits. What has the ex- 
perience been? 

A. The states now using the 
G-W have a tremendous transient 
tourist flow. They report that the 
percentage of G-W certificates 
which are presented to dealers 
other than the selling dealer have 
been extremely low. The mere 
displaying of the G-W identifica- 
tion gives a quality dealer image 
and causes Many people to come 
into the G-W shop for work 
whether or not the services need- 


Eprror’s Note: Dealers in many 
states have adopted: the guaran- 
teed warranty plan developed by 
the Iowa Automobile Dealers 
Assn. The plan is in use in Iowa, 
Wisconsin, Illinois, Nebraska, 
North and South Dakota, Indi- 
ana, Mississippi, Washington, 
Pennsylvania and Michigan. The 
Colorado association, which will 
vote on the program at its an- 
nual convention Aug. 20-22, re- 
cently published the following 
questions and answers on the 
plan: 

Q. Some dealers felt that giving 
discounts to tourists with G-W 





Get Top Dollar for Your Trade-in 
Wagons! Recondition them with 





Ctation Wagon CARGO DECK MATS 
Exactly Like Original Equipment 


Precision die-cut to car manufacturer's specifications. 







TAILORED-TO-FIT Each set contains all components for 


complete replacement of mat panels 


COLOR-KEYED Available in colors and patterns 3 


to compliment interior trim. 










Made from 
(Armstrong 


conn comeany 


Vinyl Automat 
ECONOMICAL 
Low in cost. Pre-cut to save 
costly labor charges. Quickly 
installed by anyone. 


INDIVIDUALLY BOXED 
Clearly labeled for easy 
identification. 


ae Complete with 
Adhesive & Applicator 


THE COMPLETE LINE 


for CAR RECONDITIONING 


$e 


waMeen, 


Te 
Meteien 5001 Baum Blvd., PITTSBURGH 13, PA 














eli Talay 
PRODUCTION 
a 
GREY IRON CASTINGS 


RP 
ONE OF THE NATION'S 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


Rn 


ESTABLISHED 1866 
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DIVISION OF GORDON STREET, INC. 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 
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Explained 


ed are covered under the war- 
ranty. This steers business to 
dealers instead of independent 
shops or filling stations. This off- 
sets discounts made under the 
warranty. 

Q. Do problems arise when a 
dealership stops giving the discount 
following expiration of the war- 
ranty? ‘ 

A. This has been no problem. 
The warranty states in black and 

white “one year.” Dealers can 
avoid any possible problems by 
thoroughly explaining and selling 
the warranty. 

Q. Has there been any tendency 
for dealers with crowded shops to 
put off known warranty customers, 
especially if these customers bought 
these cars elsewhere? 

A. There have been no com- 
plaints on this. One of the major 
selling points of G-W is that it 
keeps your customer coming back 
to you so that you can sell him 
again, Any mistreating of a war- 
ranty customer would be penal- 
izing this very important feature 
of G-W. Furthermore, dealers 
find the “cash” warranty business 
profitable. 

Q. There was concern that some 
dealers would warranty cars other 
than their own make in order to 
shift the burden of reconditioning 
and warranty to their competitors 
handling these makes, How is this 
situation handled? 

A. One of the advantages of 
G-W is that it brings their cus- 
tomer back to their shops. If spe- 
cial tools and knowledge are 
needed on a major repair, the 
selling dealer tries to control the 
situation by having the customer 
bring the car to him and then 
subletting the job to the other 
dealer. 

The attitude of most dealers is, 
“Let them send their customers 
to me. Pl] Sell them next time.” 
There has been no evidence of 
dealers “shifting the burden.” It 
just isn’t good business for a 
dealer to sell the used car and 
then tell his customers to go to 
his competitor for services. As 
for the customer, experience has 
proven he will bring his car back 
to the dealer from whom it was 
purchased. 

Q. Have the dealers insisted on 
the “cash only” provision of the 
warranty? 

A. Most dealers feel this is the 
best feature of the whole pro- 
gram. If a customer knows that 
he must pay cash, He is less like- 
ly to insist on having inconse- 
quental repairs made and the 
good will of the dealer is not 
impaired. Furthermore, the deal- 
er is obligated legally to perform 
warranty work only when the 
customer pays CASH. Many deal- 
ers do, however, charge full price 
for work performed under the 
warranty and give the customer 
the discount if he pays‘by the 
10th of the following month. 

Q. Who sets the policy and ad- 
ministers the program? 

A. The association board of di- 
rectors, or a committee appointed 
by the board. 

Q. How are advertising methods 
and policies arrived at? 

A. The decision to advertise 
statewide, in one metropolitan 
newspaper or in all daily papers 
within the state, or a combina- 
tion, is a decision made by the 
board of directors. Most G-W 
states use the Page advertising 
agency to help with the adver- 
tising program. The type of ad- 
vertising program depends on the 
number of dealers who come into 
the program. Mats, etc., are avail- 
able for local group advertising 
or individual dealer tie-ins with 
their own advertising copy. 

Q. Are regulations set up to de- 
fine misuse of the warranty? 

A. Regulations are set by the 
policy board of the association, 
but very little misuse of the war- 
ranty has been experienced. The 
dealers are required to abide by 
the terms set forth in the war- 
ranty certificate. They must be 
members of CADA and must be a 
licensed new-car franchised deal- 
er. 











Bear's Aligning System— 


The Check-O-Matic system is designed 
to check wheel alignment angles and 
make quick adjustments without referring 
to specification charts or how-to-do-it 
manuals, Developed by Bear Mfg. Co., 
Rock Island, Ill., the system is a series of 
overlay cards for the No. 27 magnetic 
gauge on which manufacturer's specifica- 
tions have been transposed. If spirit level 
bubbles fall within a marked area the car 
is in alignment and if the bubbles and 
marks do not match, ruled lines show how 
many 1/16-inch shims are required and 
where they are placed or removed. 


* * 


Cards Replace Manuals... 


Wheel Aligning Simplified 





To meet the demand for tools 
and equipment that will speed up 
wheel alignment operations with 
increased or at least as much ac- 
curacy as the former method, Bear 
Mfg. Co., Rock Island, Ill., has de- 
veloped a system in wheel align- 
ment which simplifies the checking 
procedures and allows even run-of- 
the-shop mechanics to do this spe- 
cialty work with little or no prior 
training. 

The new system, called Check- 
O-Matic, features a series of 

overlay cards for use with the 
Bear No. 27 magnetic alignment 
gauge. These cards show at a 
glance if the car meets factory 
specifications and how to make 
quick adjustments when they are 
needed. 

This new approach to the align- 


Knights Service 
Lures Customers 


100 Miles Away 


CROSWELL, Mich.—Good serv- 
ice is the basic ingredient of Knight 
Motor Sales (Ford-Mercury), and 
it’s not uncommon for motorists 
to come 100 miles to get service at 
this dealership in a town of 2,000 
persons. 

Al Knight, owner, has been a 
Ford dealer here since 1950 and 
has handled Mercury for five years. 

Because his 10-year lease was ex- 
piring in Croswell, Knight was 
forced to erect a new all-steel 
building on a busy highway just 
outside the city. A big lot, where 
both new and used cars are dis- 
playe? ns the new building. 

Indicui.ve of Knight’s emphasis 
on service is the attractive front 
entrance to his service department. 
On the door, which will accom- 
modate any size highway truck, is 
the slogan, “Famous for Service.” 
The service area is large enough 
to handle 10 cars or trucks, Sky- 
lights: are located throughout the 
service area. 

The appraisal area is conveni- 
ently located in the front of the 
showroom, 





Service Way Out Front— 


Al Knight Motor Sales (Ford-Mercury), Croswell, Mich. (population: 2,000), empha 
sizes service in his new all-steel building. The front service door, which will accom 
modate any size highway truck, carries this slogan: “Famous for Service.” Appraisal 


area is conveniently located in front of 
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Cincinnati Dealer | 
Is Accused of 
Gyp, Bad Checks 


CINCINNATI. — Harold Heide. § 
man, operator of Heideman Autg | 
Sales, 2340 Reading Rd., has beep | 
accused of a $22,000 fraud by Ag. | 
sociates Discount Corp. 

Cc. R. Grimm, Associates manager, 
charged that Heideman obtained g 
$12,730 floor-plan mortgage on 
June 30: by falsely claiming that 
his firm held title to six cars. 

On July 3, Grimm charged 
Heideman gave him two checks to. 
talling $9,303 for release of titles to 
autos which Heideman allegedly 
sold. 

Grimm said the checks were re. 
turned by the Provident Bank be. 
cause of insuffcient funds in the 
Heideman account, 




















Auto Increase Seen 


SAN JUAN, Puerto Rico.—The 
National Foreign Trade Coungjj 
expects the number of private carg 
in Puerto Rico to increase by 168. 
000 in the next decade and reach © 
290,000 by 1970. 












ment business opens the door for 
this work to be incorporated in 
quick-service operations and should 
enable dealers to obtain greater 
productivity in the shop. It dispells 
the need for hiring an experienced 
man to operate the wheel aligning 
equipment, and should be a boon to | 
the dealer who has gone after this 
profitable service work. 

With the system, the operator 
does not have to refer to specifica- 
tion charts or how-to-do-it manuals 
to check any car or truck. This also 
enables a mechanic or order writer 
to show the customer whether the 
car meets factory specifications. 

After lengthy research and ex- 
perimentation, Bear has succeeded 
in transposing factory specifications 
from the usual charts to the series 
of overlay cards. 

Each automobile model has been 
assigned a number on a small] mas- 
ter card and the operator merely 
selects the Check-O-Matic. card 
bearing the same number. After 
the card is placed on the No, 27 
gauge, the gauge is magnetically ff 
attached to the hub and adjusted 
until the levelling bubble appears 
in the appropriate window. 

The correct factory specifica- 
tions for that particular car are 
shown on the card by solid black 
areas. If the spirit level bubbles 
fall within the black areas, the 
car meets specifications; how- 
ever, if the bubbles and black 
areas do not match, an alignment 
job is needed. 

The Check-O-Matic automatical- 
ly determines the number of shims 
required to bring the bubbles back 
to the factory specification solid 
areas. 

The operator simply counts the 
number of ruled lines between the 
bubble and the solid area, adds one 
1/16-inch shim for each line, fol- 
lowing instructions on the card 
which tell him where to add and/or § 
remove the shims. 

The Check-O-Matic is said to be 
particularly valuable for the shop 
where alignment is but one of 
many services and where several 
employes doubling up on assign- 
ments do not have an opportunity 
to become alignment specialists. 























































showroom (right). 




















to be 
perfectly 
frank... 


Whether you’re selling hot dogs or hard tops it’s good business to meet 
customers more than half-way. And here’s how Renault helps its dealers 
do just that: By guaranteeing every car with a solid Renault Warranty* 
that gives both the buyer and the seller a square deal (Renault Dealers 
get the industry-standard parts discount and labor reimbursement). / By 
speeding parts to dealers from new warehouse stocks 
strategically located across the country. / By pricing the 
line realistically to give buyers more car for less money. 
/ And by offering models that bracket the economy field 
from top to bottom. / You'll find Renault is willing to 
meet you more than half-way, too. For information about available Renault 
Dealerships write: Commercial Dept., Renault, Inc., 750 Third Avenue, 
New York 17, New York. *Warranted for 12 months or 12,000 miles. 


CARAVELLE DAUPHINE 








GOROINI 








(ps). 
’ PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 


ee ee ere eee ee ee 


dr., $1,255*. 
’58 Suburban (8) Custom 4-dr., $820*; 
Plaza (8) 4-dr., $675; Belvedere (8) 


Average Price of Used Cars Sold at Auction PT in tan, ve 


(ps), $640* (ps). 
(Compiled by Automotive News from Auction Reports.) PONTIAC—’61 Tempest (4) 4-dr., $1,590. 

*60 Bonneville sport coupe, $2,575* (ps); 
conv., $2,475* (ps); 4-dr. Vista, $2,. 
350* (ps); Catalina 4-dr. Vista, §2,. 
280*, $1,600*. 

’59 Bonneville 4-dr. Vista, $2,030* (ps), 
$1,960* (ps); conv., $1,510" ps); 
Catalina conv., $1,600* (ps); 4-dr., 
$1,500*. 

’58 Chieftain 4-dr. Catalina, $860* (ps), 

’57 Star Chief 4-dr. Catalina, $875* (ps), 
$835* (ps); Chieftain 4-dr. Catalina, 
$740* (ps); Super Chief 4-dr, Cata- 
lina, $700* (ps). 

RAMBLER—’60 American (6) 4-dr., $850*, 

"59 Ambassador (8) Custom Cross Coun. 
try, $1,290; American (6) 2-dr., $900, 

*58 Custom (8) Cross Country, $890*; 
(6) 4-dr., $635*. 

"57 Custom (8) 4-dr., $785*. 


MELVINDALE 


Aptco Auto Auction, Sale every Wednes.- 
day. Prices are for sale of Aug, 9. 
BUICK—’60 Invicta 4-dr., $2,000*; Le. 

Sabre 4-dr., $1,825*, 
’59 Invicta Estate Wagon 4-dr., $1,710* 
(ps); LeSabre 2-dr. hardtop, $1,410*, 
’57 Super conv., $670* (ps); 2-dr. Rivj- 


a - % : = eal ES xe : era, $665* (ps). 

"59 "60 59 "60 «59°60 "eo "6 = 60 "61S GO "61 60 61 «'60 "61 = "60 “61 60 "61 «= 60 "61 a ee ee. Oe 
Oct. Nov. Dec. Jan. Feb. March April May June duly a. = (62), Pete $2,005*; 4-dr, hardtop, 
Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. CHEVROLET —"'61 Brookwood (8 ) 4-dr,, 

Figures alongside bars represent dollars. © 1961, by Automotive News 165 Wandented (8) tte; 8R000 (ps); 





Impala (8) conv., $1,900* (ps); sport 













































































; i, CADILLAC—’61 (62) 2-dr. hardtop, $4,- ’57 Turnpike Cruiser 4-dr. hardtop, $805* (ps). coupe, $1,840*; Bel Air (8) 4-dr., $1,- 
Prices marked with aa ae aa 250* (ps). (ps); Montclair 4-dr., $500* (ps); ’58 (98) 4-dr. Holiday, $1,250* (ps); (88) 665; Corvair (6) 2-dr., $1,625; 4-dr,, 
indicate a unit equipr? wrt an ’60 de Ville 2-dr. hardtop, $3,805* (ps); Monterey 4-dr., $465*; 2-dr, hardtop, Super conv., $1,200* (ps). $1,210*, $1,210; Biscayne (6) 4-dr,, 
automatic transmission or over- (62) 4-dr. hardtop, $3,750* (ps), $3,- $340*. a vg ba eres” $920* eee a tee eis eed eae ae 
‘ indi 705* (ps); conv., $3,700* (ps). OLDSMOBILE—’60 (88) Super 4-dr. Holi- ps); 4-dr., * (ps); (88) Super mpala r » _ $1,550; 
drive, and (ps) indicates power ’59 de Ville 2-dr. hardtop, $3,150* (ps); day, $2,500* (ps), so 20" (ps); (98) Fiesta 4-dr., $865* (ps); (88) 2-dr., conv., $1,400; Impala (6) 4-dr., $1,. 
steering. (62) 4-dr. hardtop, $2,770* (ps), $2,- 4-dr. Holiday, $2,425* (ps). $625*. . 210*; Brookwood (6) 4-dr., $1,445; Bel 
Pe ee 700* (ps), $2,380* (ps); 2-dr. hardtop,| °59 (98) 4-dr, Holiday, $1,880* (ps);| '56 (88) 4-dr., $555* (ps). Air (8) sport sedan, $1,430*; 2-dr,, 

ALBANY $2,380* (ps). (88) Super conv., $1,830* (ps), $1,645* ' PLYMOUTH—’59 Suburban (8) Custom 4- (Continued on Page 39, Col. 1) 

’58 Eldorado Seville, $2,100* (ps); (62) 


4-dr. hardtop, $1,930* (ps), $1,725* 
(ps), $1,100* (ps). 

’57 (62) 4-dr. hardtop, $1,490* (ps), $1,- 
300* (ps); 2-dr. hardtop, $950* (ps); 
(60) Special 4-dr. hardtop, $1,070* 
(ps), $1,060* (ps). 

’56 (62) Sedan de Ville, $970*, $635* 
(ps). 

CHEVROLET—’61 Corvette (8) conv., $3,- 
200* (ps); Impala (8) sport coupe, 
$2,310; Bel Air (6) 4-dr., $1,985; 
Corvair Monza (6) 2-dr., $1,980. 

"60 Corvette (8) conv., $2,725; Impala 
(8) sport sedan, $2,125* (ps), $2,005* 
(ps), $1,980*; sport coupe, $2,125* 
(ps); conv., 3 at $2,000* (ps), $1,- 
990* (ps); Parkwood (8) 4-dr., $1,- 
705*; Brookwood (8) 4-dr., $1,575; 
Bel Air (8) 4-dr., $1,570*; Bel Air 
(6) 2-dr., $1,440*, $1,405* (ps), $1,- 
400*, $1,340*; 4-dr., $1,280*, $1,190. 

’59 Impala (8) sport sedan, $1,555* (ps), 
$1,465* (ps), $1,450* (ps); 4-dr., $1,- 
410* (ps); conv., $1,405*, $1,350* (ps); 
Impala (6) sport sedan, $1,400*; Park- 
wood (8) 4-dr., $1,365* (ps); Bel Air 
(8) sport sedan, $1,295* (ps); 4-dr., 
$1,275*, $1,175*, $1,135*; 2-dr., $1,- 
130; Biscayne (8) 4-dr., $1,185*, $1,- 
045*; Biscayne (6) 4-dr., $1,060*; 2- 


Tim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of Aug, 7. 
Prices were real firm but not enough cars 
to supply the demand; unless you were 
here you couldn’t believe there were so 
Many car buyers attending one auction. 
Sold 89 cars from a consignment of 123. 
BUICK—’56 Special 4-dr, Riviera, $540*; 

2-dr. Riviera, $490* (ps), 
CADILLAC—’57 (60) Special 4-dr. hard- 
top, $1,375* (ps). 

’56 (75) limousine, $1,010* (ps), 

’55 (62) 2-dr, hardtop, $520* (ps), 
CHEVROLET—’60 Bel Air (6) 4-dr., $1,- 





MICHIGAN NEW JERSEY 


St at e e o ¢ r Minutes from New York City 


Auto Auction, Inc. 
OF GREATER DETROIT AUTO AUCTION 


@ Open Daily 9-5, 
Mon. 9 am-11 pm 
for Auction 


ALABAMA 




















450. 

*59 Impala (8) sport coupe, $1,650; 
conv., $1,590* (ps); Biscayne (6) 4- 
dr., $1,250*; Brookwood (6) 4-dr., $1,- 
175; Bel Air (6) 4-dr., $1,150*, $1,- 
100*, $1,025; Bel Air (8) 4-dr., $1,125. 

’5S Brookwood (8) 4-dr., $1,060*, $890*; 
Bel Air (8) sport sedan, $1,050* (ps), 
$925*; 4-dr., $1,010*; sport coupe, 
$975*; Biscayne (6) 2-dr., $920*,. 

°57 Bel Air (8) conv., $1,100*; sport se- 
dan, $925*; Two-ten (6) 2-dr., $805*; 
station wagon 4-dr., $760; Two-ten (8) 
4-dr., $700*. 

"56 Two-ten (8) station wagon 4-dr., 
$650*; sport sedan, $300*; Two-ten (6) 


JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—Ne Registration Fee 















COLORADO 























— eee Sise? paves — aoe dr., $1,010, $895. R i 
4-dr., ’ ; sport sedan, : "58 Impala (8) sport coupe, $1,310* (ps), serv ly 
= Two-ten wa ua (ps); sta- eee £5. ee’ ere +i ya ee 
tion wagon 4-dr., 5 1,030*, 0* (ps); 1 Air (8) 4-dr., * ec es 
"54 ‘Two-ten 2-dr., "$135, : S080"; 2-tr., $900", '$800*; sport sedan, | | COlerade Auto Auction Gionabon EXCLUSIVELY FOR AUTO DEALERS 
a. oer sae. — (ps). a (ps); Delray (8) 2-dr., $760, 4285 So. Sapte Fo, Sees Colorado = cade aaa e bls 
-dr., 5 > ne: - So 
FORD—’61 Falcon (6) 4-dr., $1,600. ’57 Bel Air (8) sport sedan, $1,000*, ate Auction eport Wee ¥ INSURED PICKUP AND 
’60 Galaxie (8) conv., $1,750* (ps); $935*, $925, $900* (ps), $900*; 4-dr., SALE EVERY TUESDAY @ Big Jackpot Cash Prize. DELIVERY SERVICE 
1 1 *. 4-d *. * : 
Fairlane 500 (8) 2-dr., $1,450*; r., 750*; conv., $740* (ps); Bel Air (6) @ Michigan's Fastest Dual Lane Sale. 
$1,300* (ps). 2-dr., $505; Two-ten (8) 2-dr., $790*; 11:00 A.M. g MINIMUM RATES 
’59 Galaxie (8) 4-dr., $1,175*; Custom 4-dr., $780*; Two-ten (6) 2-dr., $660*; 
300 (6) 4-dr., $1,110* (ps), $1,010; 2- 4-dr., $595*. George A. Lamb Norman Early| 19745 Ralston, Detroit 3, Michigan We issue auction checks— 
dr., $800; Custom 300 (8) 4-dr., $1,-| ‘56 Bel Air (8) sport sedan, $645*; Two- Owners & Operators (Near Woodward & State Fair Aves.) Guarantee titles. 
070*. ten (6) 2-dr., $525; Nomad (6) 2-dr., a 
5S Fairlane 500 (8) skytiner, 9080° (pe) ; ane’: MILL NACE, General Manager TO 9-4660 Dual Lane Sale—4 Auctioneers 
Ranc ‘agon (8) 2-dr., e ;1C R—'60 Saratoga 4-dr., $1,970* Dealer: insured 
Country Sedan (8) 4-dr., $590*. (ps). _—_ NOW! Speciel Track Lane AUCTION INSURANCE AGENCY, 
57 Fairlane 500 (8) skyliner, $830*;] ‘'59 NY 4-dr. hardtop, $1,600* (ps). Write for FREE Market Reports. ° Every Tuesday, 11 a.m Simiagham, Albena 
cony., ag a —. ‘vate. 38 Garatoge 4-dr., $1,050* (ps). : ate: 
$700*; 4-dr., * (ps); 2-dr, c- ' indsor 4-dr., $915* (ps); 4-dr. 
toria, $530*; Country Sedan (8) 4-dr., hardtop, $810* (ps). EVERY TUESDAY AT NOON! 
ON ROUTE 46 


DeSOTO—’59 Fireflite 4-dr. hardtop, $1,- 
550* (ps), $1,495* (ps), $1,490* (ps), 
$1,435* (ps), $1,360* (ps); 2-dr. hard- 
top, $1,050* (ps). 

DODGE—’60 Polara (8) conv., $1,855* 
(ps). 

"59 Coronet (8) 4-dr., $1,100* (ps). 

’58 Coronet (8) 4-dr. hardtop, $785* (ps). 

’57 Royal (8) 4-dr., $485* (ps). 

’56 Coronet (8) Sierra 4-dr., $425* (ps). 

FORD—’61 Thunderbird (8) 2-dr, hard- 
top, $3,440* (ps); Falcon (6) 2-dr., 
$1,450. 

"60 Galaxie (8) 4-dr., $1,665* (ps), $1,- 
445*; Ranch Wagon (8) 4-dr., $1,620*, 
$1,405*; Country Sedan (8) 4-dr., $1,- 
505*; Fairlane 500 (8) 4-dr., $1,275*; 
Falcon (6) 4-dr., $1,270. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
200* (ps), $1,900* (ps), $1,875* (ps); 
Galaxie (8) Skyliner, $1,690* (ps); 
conv., $1,615* (ps), $1,380*; 4-dr. Vic- 
toria, $1,450* (ps); 4-dr., $1,250* (ps); 
Galaxie (6) 4-dr., $1,205*; Country 
Sedan (8) 4-dr., $1,260*; Fairlane (8) 
4-dr., $1,225*, $1,040*; 2-dr., $1,005; 
Fairlane 500 (8) 4-dr, Victoria, $1,- 
205*; Custom 300 (8) 4-dr., $1,115*; 
2-dr., $1,010*; Custom 300 (6) 2-dr., 
$900. 

’58 Country Sedan (8) 4-dr. (9 pass.), 
$855* (ps); (6 pass.), $795* (ps); 
Fairlane 500 (8) 4-dr. Victoria, $785* 
(ps); Custom 300 (6) 2-dr., $780; 
Fairlane (6) 2-dr. Victoria, $515. 

’57 Thunderbird (8) conv., $1,480; Fair- 


$440*, $430* (ps); Custom 300 (8) 4- 
dr., $320*, 

’56 Fairlane (8) 4-dr, Victoria, $420*; 
2-dr., $350* (ps); Country Sedan (8) 
4-dr., $190*; Custom (6) 2-dr., $185. 

55 Fairlane (6) 2-dr, Victoria, $350*. 

*53 Crest 2-dr, Victoria, $160. 

OLDSMOBILE—’57 (98) 4-dr., $610* (ps); 
(88) Super 4-dr. Holiday, $600* (ps); 
(88) Fiesta 4-dr., $550* (ps). 

’56 (88) 2-dr. Holiday, $485* (ps); conv., 

$185* (ps); (88) Super 4-dr., $450* 


CALDWELL TOWNSHIP, N. J. 


A ey t CO CApito! 8-0100 for Reservations 


DETROIT'S 
N-A-D-E 


Oldest, Largest and Very Best 
AT Te'Me a8), 0 a 


For buying, selling, trading ANY- 
THING automotive, Automotive 
News Want Ads get quick results! 








Wednesday at Noon 


Aptco 


CONNECTICUT. 








NEW ENGLAND'S OLDEST — 
AND BEST 
Dealers Auto Exchange in our I5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 


$1,600* (ps). 

*59 Belvedere (8) 4-dr., $910*; Suburban 
(8) Deluxe 2-dr., $750*. 

’58 Suburban (8) Custom 4-dr., $650*; 
Belvedere (8) 4-dr., $650*; Plaza (8) 
4-dr., $325*, 

’57 Belvedere (8) 4-dr., $490*, 

’56 Belvedere (8) 4-dr, hardtop, $340*; 
conv., $310* (ps); Suburban (8) Cus- 
tom 4-dr., $300*; Savoy (8) 4-dr., 
$220*. 

’55 Belvedere (6) 4-dr., $225*. 

PONTIAC — ’59 Bonneville 4-dr., $1,810* 
(ps). 

’57 Star Chief 4-dr, Catalina, $670*; 
conv., $670* (ps). 

RAMBLER—’56 Super (6) 4-dr., $340. 

MISCELLANEOUS—’59 GMC *%-ton pick- 
up, $820. 


CHICAGO 


Just 2 mile from Detroit City Limits 
MELVINDALE, MICHIGAN 


PHONE: DUnkirk 3-0150 


Nyce 


19241 Dix—Toledo Highway—Route 25 TT 3 


LTE | ipsa 


EVERY WEEK LANES 








FLORIDA 


gig Nir sing Py cr gga LUCA D, the Dealers’ Directory 


A.M. Dealer-owned. Dealers only. 





NEW YORK 


to Leading Auto Auctions. anaes cae 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 








WEST PALM BEACH — Florida’s 


Arena Auto Auction, Sale every Tuesday. lane 500 (8) 2-dr. Victoria, $930*, 
Prices are for sale of Aug. 8, Terrific $650*; Skyliner, $830* (ps); conv., ee itv’? i “ Every Monday — |! O'Clock 
$825° (pe), 4-dr, Vietoria, $786°: 2dr.” quality” auction. 12 Noon. Thurs Flint Auto Auction, Inc. 7 - as ae 


sale. All sharp cars sold for top dollar. 
We need more older model cars. Sold 401 
cars from 622 consignments. 


day. W. Palm Beach Fairground. FLINT, MICHIGAN All Titles and Checks Guaranteed 


Exclusively for Dealers 


$530*; Fairlane (8) 2-dr. Victoria, 
$625*. 
IMPERIAL — '57 LeBaron 4-dr. hardtop, 











BUICK—’60 Electra 225 conv., oe oe ‘ - © “DUAL RING" 2 Ii ; ciate 
( ; Elect 4-dr. hardtop, $2,310 . »  @e); rown 4-dr. ardtop, ines running simulfane- . 
(ps): 2-dr. hardtop, $2,250 (ps); In- $1,050* (ps). Or na ka a liaciceaiaaal” Sala b LAFAYETTE—Syracuse Auto Auction, 

gles ste. Saseine, GO: Ce. eee Capri 4-dr. hardtop, $1,-| BEL AIR—Bel Air Auto Auction. Ti-| ¢ Conveniontty located in the heart of the a of ee ees Check and 
* , ; . s automo world, s ‘ 
Electra 4-dr, hardtop, $1,730* (ps), ’58 Continental Mark III 4-dr. hardtop, tles, checks guaranteed. ae ae © Ten oar of vais lete! fenced while itle Protection ¢ ) 
$1,605* (ps); Invicta’ conv., $1,575* $1,800* (ps); conv., $1,600* (ps); Pre-| ed. Thur.,12 noon. Established 1947 a prerety parking 
(ps); 4-dr., $1,540* (ps). miere 2-dr. hardtop, $1,700*; 4-dr. . NORTH CAROLINA 
’58 Special 4-dr. Riviera, $1,415* (ps), hardtop, $1,600* (ps). @ Always a fine selection of sharp cars. RALEIGH — M a A Auction 
910* (ps), $830* (ps); Super 4-dr.| ’57 Premiere 4-dr., $1,210* (ps); 4-dr. | NE | © Friendly relations prevail at all times. TERRES ENO US 
Riviera, $1,185* (ps). hardtop, $1,125* (ps), $955* (ps); © Cengenisl auctloncses Sale, Rt. 5. Ph. 3-1564, Titles & 
’57 RM 4-dr. Riviera, $895* (ps), $875* 2-dr. hardtop, $900* (ps). © felr manegement - checks guaranteed. Mon. 10 A. M. 


For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 


MERCURY—’60 Park Lane conv., $1,995*. 

’59 Montclair 4-dr., $1,375* (ps), $1,- 

250*; Montclair 4-dr. hardtop, $1,250* 
(ps). 


(ps); Super 4-dr, Riviera, $785* (ps); 
Century 4-dr. Riviera, $670* (ps), 
$655* (ps); Special 4-dr., $600*; 2-dr., 


$560". 
"56 Super 4-dr. Riviera, $485* (ps); 2- ’58 Colony 4-dr., $1,020* (ps); Montclair 


dr., Riviera, $440* (ps); Special 4-dr. 4-dr., $905*; Monterey 2-dr. hardtop, 
Riviera, $410*. : $585* (ps). 





MICHIGAN'S FINEST SALE OHIO 
1 
ee ee = 1808) TERN A.1 dune Aaction, U.S. 


M. D. McCollum, Vice-President and Manager * 
3711 West Road Phone CEdar 2-318! PL 3-6643, Titles, Checks guaran- 
woth rs - teed, Ea. week, Tues., Thurs., 12:30. 
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$1,230*; Biscayne (6) 4-dr., $1,110*; 
2-dr., $960. 
158 Brookwood (8) 4-dr., $1,100; Bel Air 
(8) sport sedan, $1,040* (ps); 4-dr., 
$900* (ps); Delray (6) 2-dr., $690. 
57 Bel Air (8) conv., $1,000*; Bel Air 
(6) sport coupe, $925; Two-ten (8) 
station wagon 4-dr., $780%, $770*; 
Two-ten (6) 2-dr., $C20, 
156 Two-ten (8) station wagon 4-dr., 
$535"; Bel Air (6) 2-dr., $315*, 
CHRYSLER—’59 Windsor 2-dr. hardtop, 
$1,435* (ps). 
'57 NY 2-dr. hardtop, $850* (ps); Wind- 
sor 4-dr., $600* (ps). 
COMET—’61 Comet (6) 4-dr., $1,800*, 
60 Comet (6) 2-dr,, $1,350, 
peSOTO—'59 Firedome 2-dr, hardtop, $1,- 
270* (ps). 
56 Fireflite 2-dr, hardtop, $260* (ps). 
DODGE—’60 Phoenix (8) 4-dr., $1,715* 


(ps). 

56 Coronet (8) 4-dr,, $325* (ps); 2-dr., 

$170*; Royal (8) 4-dr., $325*. 
FORD—’61 Thunderbird (8) conv., §$3,- 
925* (ps). 

160 Galaxie (8) conv., $1,860* (ps), 2 at 
$1,850* (ps), $1,840* (ps), $1,825* 
(ps), $1,800* (ps); 2-dr, Victoria, $1,- 
765* (ps); 4-dr. Victoria, $1,710* (ps), 
$1,675* (ps), $1,620*, $1,600*; Fairlane 
500 (8) 2-dr., $1,475*, $1,295*; Ranch 
Wagon (8) 4-dr., $1,390; Fairlane (6) 
2-dr., $1,300, $1,225; Fairlane (8) 2- 
dr., $1,200; Falcon (6) 2-dr., $1,240; 
Custom 300 (6) 2-dr., $1,125. 

*59 Thunderbird (8) 2-dr, hardtop, $2,- 
145* (ps); Galaxie (8) 2-dr. Victoria, 
$1,580* (ps), $1,450*%, $1,390*; 4-dr., 
$1,425* (ps); conv., $1,385; 2-dr., $1,- 
370* (ps); Galaxie (6) 4-dr., $1,180; 
Country Sedan (6) 4-dr., $1,330; 
Country Sedan (8) 4-dr., $1,250*; Fair- 
lane 500 (8) 2-dr., $1,300; Ranch 
Wagon (8) 2-dr., $1,100*; Custom (6) 
2-dr., $1,000; Custom (8) 4-dr., $1,000; 
2-dr., $920. 

58 Ranch Wagon (8) 4-dr., $675; Cus- 
tom 300 (8) 4-dr., $535*, 

’57 Fairlane 500 (8) conv., $735*; 2-dr. 
Victoria, $590* (ps); Country Sedan 
(8) 4-dr., $715*, $560* (ps); Custom 
300 (8) 4-dr., $500*; 2-dr., $295*; 
Custom 300 (6) 2-dr., $465; 4-dr., 
$395; Custom (6) 2-dr., $425, 

56 Country Sedan (8) 4-dr., $420* (ps); 
Fairlane (8) 2-dr., $380*, $360*, $345; 


4-dr., $380*. 
LINCOLN—’60 Continental conv., $3,450* 
(ps). 


’57 Premiere conv., $735* (ps). 
56 Premiere 2-dr. hardtop, $375* (ps). 
MERCURY—’61 Meteor 600 2-dr., $1,940". 
60 Monterey 4-dr., $1,650*. 
’59 Monterey 2-dr, hardtop, $1,355* (ps); 
2-dr., $1,200*. 
57 Turnpike Cruiser 2-dr, hardtop, 
$810*; Commuter 2-dr., $700*, 
"56 Custom 2-dr, hardtop, $425*, $335*; 
Monterey 2-dr. hardtop, $345* (ps). 
OLDSMOBILE—’61 Starfire conv., $3,400*; 


(88) Super station wagon 4-dr., $3,- 
200*.. 
"60 (98) 4-dr. Holiday, $2,435* (ps); 


(88) 4-dr. Holiday, $2,250* (ps), 
’56 Super (88) 2-dr. Holiday, $440* (ps). 
PLYMOUTH—’61 Valiant (6) 4-dr., $1,615. 

60 Valiant (6) 4-dr., $1,230*. 

’59 Fury (8) 2-dr, hardtop, $1,375* (ps); 
4-dr, hardtop, $1,200* (ps); Belvedere 
(8) 2-dr, hardtop, $1,050°, 

’58 Suburban (8) Custom 2-dr., $735*; 
Sport 4-dr., $575*, 

PONTIAC—’61 Bonneville conv., $2,900* 


(ps). 

"60 Catalina Safari 4-dr., $2,275* (ps); 
sport coupe, $2,125*; Star Chief 2-dr., 
$2,070* (ps). 

’59 Bonneville sport coupe, $1,900* (ps), 


$1,725*. 

"58 Bonneville conv., $960* (ps); Chief- 
tain 4-dr., $840* (ps). 

'57 Star Chief 4-dr. Catalina, $600* (ps). 

RAMBLER—’60 Super (6) station wagon 

4-dr., $1,565, 

"58 Super (6) 4-dr., $700. 

‘57 Deluxe (6) 4-dr., $410. 


— Lark (6) 2-dr., $790, 
5. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday, Prices are for 
gale of Aug. 8. 


BUICK—’60 LeSabre 4-dr. $2,- 
295* (ps). 

"59 Invicta Estate Wagon, $2,180* (ps); 
2-dr. hardtop, $1,935* (ps); 4-dr. hard- 
top, $1,695* (ps); LeSabre 4-dr. hard- 
top, $1,720* (ps); 2-dr. hardtop, $i,- 
695°. 

"57 Super 2-dr. Riviera, $850* (ps); RM 
4-dr,, $760* (ps); Special 2-dr. Riviera, 
$715*; 4-dr, hardtop, $640* (ps), 

56 Century Estate Wagon, $580* (ps); 
2-dr. Riviera, $505* (ps); Super 4-dr. 
Riviera, $450* (ps); Special conv., 
$430* (ps); 4-dr. Riviera, $425*, 

*55 Century Estate Wagon, $500* (ps); 
Special 2-dr. Riviera, $430*, $340*; 2- 
dr., $200*. 

CADILLAC—'60 (62) conv., $3,950* (ps); 
2-dr, hardtop, $3,810* (ps), 

59 de Ville 4-dr. hardtop, $3,385* (ps); 
2-dr. hardtop, $3,185* (ps); (62) 2-dr. 
hardtop, $3,175* (ps). 

"58 (60) Special 4-dr. hardtop, $2,550* 
(ps), $2,490* (ps), $2,455* (ps); (62) 
4-dr. hardtop, $2,240* (ps), $2,150* 
(ps), $2,120* (ps), $1,980" (ps), $1,- 
950* (ps); 2-dr, hardtop, $2,195* (ps); 

s Coupe de Ville, $2,135* (ps). 

57 (62) Coupe de Ville, $1,835* (ps), 
$1,735* (ps); Sedan de Ville, $1,760* 
(ps); 4-dr, hardtop, $1,285* (ps); (60) 
Special 4-dr. hardtop, $1,725* (ps); El- 

,_ dorado Seville, $1,540* (ps). 

56 (62) Coupe de Ville, $1,200* (ps), 
$1,040* (ps), $965* (ps); Sedan de 
Ville, $875* (ps); Eldorado Seville, $1,- 
140* (ps), 

CHEVROLET—’61 Corvair Monza (6) 2- 

.ft-, $2,085*, $1,910, 

60 Nomad (8) 4-dr., $2,300* (ps); Im- 
Pala (8) sport coupe, $2,270, $2,215* 
(ps), $2,200* (ps), $1,710* (ps); conv., 
$1,985* (ps); Bel Air (8) 4-dr., $1,- 
635*; Biscayne (8) 2-dr., $1,575; 4-dr., 
$1,385*, $1,360", $1,310*; Corvair 700 

Z (6) 4-dr., $1,500*; 2-dr., $1,450, 

59 Corvette (8) conv., $2,300; Impala 
(8) sport coupe, $1,735* (ps); sport 
Sedan, $1,730* (ps), $1,455 (ps); conv., 
$1,715*; Brookwood (8) 2-dr., $1,430; 
4-dr., $1,385*; Biscayne (8) 2-dr., $1,- 


hardtop, 


CHRYSLER—’'60 NY 4-dr., 





295°, $1,085; Biscayne (6) 2-dr., $1,- 
195, $1,040; 4-dr., $1,055; Bel Air (8) 
4-dr., $1,195; Bel Air (6) 4-dr., $1,- 


165*. 
’58 Impala (8) sport coupe, $1,085* (ps), 
$995, $900* (ps); Bel Air (8) 4-dr., 


$835*; Biscayne (8) 2-dr., $825*; Bis- 
cayne (6) 2-dr., $710. 

’57 Bel Air (8) sport sedan, $1,095, 2 at 
$1,020*, $925* (ps), $735; sport coupe, 
$835*, $790*; 4-dr., $800*; Two-ten (6) 
4-dr., $735; Delray, $600; One-fifty (8) 
4-dr., $545°; One-fifty (6) 4-dr., $485. 

‘56 Two-ten (8) sport coupe, $635; sta- 
tion wagon, $610*; 2-dr., $595, $500; 
Two-ten (6) 2-dr., $380, $280*; One- 
fifty (6) 4-dr., $450; 2-dr., $330*. 

"55 Bel Air (8) conv., $585*, $410*, 
$350*; sport coupe, $585", $410; 2-dr., 
$580 (ps), $500*; 4-dr., $515*; station 
wagon 4-dr., $360*; Bel Air (6) station 
wagon 4-dr., $475*; Two-ten (8) 2-dr., 
$585*; station wagon, $580*, §540* 
(ps), $440, $395*; Delray, $475* (ps); 
Two-ten (6) 4-dr., $400*; 2-dr., $400; 
Delray, $385*; One-fifty (8) station 
wagon, $345. 

’53 Bel Air 4-dr., $230*. 

’52 Deluxe 4-dr., $210*, $140, 

’51 Deluxe 2-dr., $135, 

$2,485* (ps). 


57 Windsor 4-dr., $780* (ps); 2-dr. 
hardtop, $625*. 
'56 Windsor 4-dr., $585* 

hardtop, $485* (ps). 


(ps); 2-dr. 


COMET—’'60 Comet 4-dr., $1,600. 
DeSOTO—’56 Firedome 4-dr., $350* (ps). 


Another reason why GENUINE 


SLIP.ON APPEARANCE PANELS LEAD! 







# 
ey Extends into 


Here’s still another reason why the BIG SWITCH is to genuine 
SLIP-ON APPEARANCE PANELS. Note how new SLIP-ON 
rockers on 4-door cars extend right into the wheel opening, making 
a neat, good-looking time-saving job. Other panels stop short of the 


DODGE—’60 Seneca (8) 4-dr., $2,000* 
(ps); Seneca (6) station wagon, §$1,- 
460; 2-dr., $1,300. 

"59 Custom Royal (8) 2-dr, hardtop, $1,- 
500; Coronet (8) 2-dr., $1,070*, $995*. 

57 Sierra (8) 4-dr, (9 pass.), $960* 
(ps); Custom Royal (8) 4-dr, hardtop, 
$710* (ps); 2-dr. hardtop, $625; Coro- 
net (8) 4-dr., $535*, 

"56 Coronet (8) conv., $540*. 

55 Custom Royal (8) 4-dr., $365* (ps); 
Coronet (8) 2-dr, hardtop, $335*. 

58 Bermuda 4-dr., $1,090* (ps), 


FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,730* (ps); Galaxie (8) 2-dr, Vic- 
toria, $2,290* (ps). 

’60 Thunderbird (8) 2-dr, hardtop, $3,- 
110* (ps), $3,035* (ps), $2,950* (ps), 
$2,935* (ps); Galaxie (8) 4-dr., $1,- 
665* (ps); starliner, $1,650*; Fairlane 
500 (8) 4-dr., $1,575* (ps); 2-dr., $1,- 
350*; Fairlane (6) 2-dr., $1,500* (ps); 
Falcon (6) 2-dr., $1,250, 

*59 Thunderbird (8) 2-dr. hardtop, $2,- 
335* (ps); Country Sedan (6) 4-dr, (9 
pass.), $1,560; Country Sedan (8) 4- 
dr., $1,650* (ps), $1,545* (ps); Ranch 
Wagon (8) 4-dr., $1,460* (ps), $1,- 
100*; Galaxie (8) 4-dr., $1,410* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $1,400* 
(ps), $1,330* (ps); 4-dr., $1,325* (ps); 
Custom 300 (8) 4-dr., $1,090, $850; 2- 
dr., $1,075*. 

’58 Thunderbird (8) 2-dr, hardtop, $2,- 
100* (ps), $2,010* (ps); Custom 300 
(8) 2-dr., $785*; Ranch Wagon (6) 4- 
dr., $655. 

57 Country Sedan (8) 4-dr, (9 pass.), 
$870*; Fairlane 500 (8) 2-dr, Victoria, 
$800* (ps), $800*, $685; conv., $710, 
$685*; 2-dr., $675*; DelRio (8) 2-dr., 
$660*; Fairlane (8) 4-dr., $550*; Cus- 
tom (6) 2-dr., $510; 4-dr., $485. 

’56 Fairlane (8) 2-dr, Victoria, $525, 
$350* (ps); 4-dr., $440* (ps), $330*; 
2-dr., $390*; Ranch Wagon (8) 2-dr., 
$355*; Custom (8) 2-dr., $210*, 





Model Breakdown 
Of Auction Averages 














Aug., 1961 July, June, 
Model To Date 1961 1961 
re $2,430 $2,366 $2,360 
1960............ 1,805 1,846 1,887 
1959... 1,428 1,457 1,444 
1958... 976 958 983 
1957... 633 650 662 
1956............ 418 422 422 
| 327 300 330 
Pe vcsevsiesses 215 212 200 
Overall 
Average $1,029 $1,026 $1,036 





’55 Fairlane (8) 2-dr. Victoria, $450*, 
$360*; 4-dr., $140; Custom (8) 2-dr., 
$285*. 

’54 Country Sedan (8) 4-dr., $225; Crest 
(8) 2-dr, Victoria, $135*; Crest (6) 4- 
dr., $105*; Custom (8) 2-dr., $110*, 

’53 Custom (8) 4-dr., $225, 

IMPERIAL—’59 Imperial 2-dr. 
$2,450. 

56 Imperial 2-dr, hardtop, $710* (ps). 

LINCOLN—’58 Capri 4-dr. hardtop, $1,- 
700* (ps). 

’57 Premiere 4-dr. hardtop, $1,035* (ps); 
2-dr. hardtop, $910* (ps), 

’56 Premiere 2-dr. hardtop, $765* (ps); 
4-dr., $635* (ps). 

’54 Capri 2-dr. hardtop, $350* (ps), 

MERCURY—’60 Commuter 4-dr. (9 pass.), 
$2,360* (ps); Monterey 2-dr., $1,735*. 

’59 Commuter 4-dr., $1,700*; Monterey 
conv., $1,600* (ps); 4-dr. hardtop, $1,- 
385* (ps). 

58 Monterey 4-dr. hardtop, $995* (ps); 


hardtop, 


BODY PANEL TALK No. 2 
New Slip-On Rocker 


y 


opening 


dog leg, creating an extra body-fill job! 
BIG NEWS FOR BODY SHOPS 


Order SLIP-ON panels on your next job! If you don’t agree they’re 
better fitting, take less time to install and are more accurately 
shaped than any other panel on the market, we will refund your 


money. 
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2-dr., $775*. 

’57 Monterey 2-dr., $700; 4-dr, hardtop, 
$535* (ps). 

’56 Montclair 2-dr. hardtop, $585*, $535* 
(ps), $220* (ps); conv., $525* (ps); 
Monterey station wagon 4-dr, (9 
pass.), $410* (ps), 


’55 Custom station wagon 4-dr. (9 pass.), 
$355*; Monterey 2-dr, hardtop, $355*, 
54 Monterey 2-dr. hardtop, $255*; sta- 

tion wagon 4-dr., $215*, 
’53 Monterey 2-dr, hardtop, $220*, $115°. 


NASH—'55 Statesman (6) Super 4-dr., 


$145. 
OLDSMOBILE—’ 61 (98) 2-dr, Holiday, $3,- 
140* (ps). 

°60 (98) 2-dr. Holiday, $2,580* (ps). 

’59 (88) Super Fiesta 4-dr., $2,470* (ps), 
$2,075* (ps); (88) 2-dr. Holiday, $1,- 
920* (ps), $1,870* (ps); 4-dr, Holiday, 
$1,610*; 4-dr., $1,300*. 

"58 (88) 2-dr., $1,065* (ps). 

’57 (98) conv., $885* (ps); 
Holiday, $870* (ps); 2-dr. Holiday, 
$775* (ps); conv., $700* (ps); 4-dr., 
$595*; 2-dr., $495*; (88) Super 4-dr. 
Holiday, $870* (ps). 

’56 (88) 2-dr, Holiday, 2 at $585* (ps), 
$450* (ps), $425*; (88) Super 4-dr. 
Holiday, $560* (ps); (98) 4-dr. Holi- 
day, $405* (ps). 


(88) 4-dr. 


’55 (98) 2-dr, Holiday, $710* (ps); (88) 
Super 4-dr. Holiday, $390* (ps); 2-dr. 
Holiday, $210* (ps), $150* (ps); (88) 
4-dr., $330* (ps). 

’54 (88) Super conv., $285* (ps); (88) 
4-dr., $180*. 

PLYMOUTH—’60 Valiant 200 (6) 4-dr., 


$1,575*; Valiant,100 (6) station wagon 
4-dr., $1,450, 

°59 Fury (8) 4-dr., $1,175* (ps). 

’58 Suburban (6) Custom 2-dr., $635. 

’57 Suburban (8) Sport 4-dr., $965* (ps); 
Custom 4-dr., $545*, $475* (ps); Bel- 
vedere (8) 2-dr., $680*; Savoy (8) 2- 
dr, hardtop, $610*; 2-dr., $450*. 


(Continued on Page 40, Col. 1) 


Other Rocker 
Ay 


Stops short 
leaving edge 


to be filled in 


= 
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NEW CATALOG WITH 1961 PARTS 


SLIP-ON CORPORATION 


Name 
Company 
Address 
City 

My jobber is 


9523 Detroit Avenue, Cleveland 2, Ohio. 


Please rush a copy of your new catalog. 








Zone 





State 
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(Continued from Page 39) 


‘56 Suburban (8) Sport 4-dr., $585*; Custom 4-dr., $865; Custom (6) 4-dr., 
Custom 2-dr., $440; 4-dr., $430, $855*. 

’55 Suburban (8) 2- ar., $320; Belvedere ’56 Custom Cross Country, $700*, $610*, 
(8) 2-dr, hardtop, $260*. $535 (ps). 








’54 Belvedere 4-dr., $150. 


PONTIAC—’60 Bonneville 4-dr, Vista, $2,- yj 
600* (ps); Catalina 4-dr, Vista, $2,- AC Offers More Prizes 


335; sport coupe, $2,245* (ps). : 
’59 Bonneville Safari 4-dr., $2,390* (ps); In Fall Filter Contest 
conv., $2,150* (ps); 4-dr. Vista, $2,- FLINT, Mich.—A new and bigger 


one ti s10e DO. con "si's10 | “Parade of Prizes — plugs ‘dealer's 
(ps); Safari 4-dr., $1,810* (ps), choice’” of oi] filter selection — is 
"58 Bonneville sport coupe, $1,535* (ps); | featured in the fall oil filter sales 


Star Chief 4-dr. Catalina, $1,030* (ps); : 
Chieftain 2-dr, Catalina, Soto. zs campaign announced by AC Spark 


’ST Star Chief conv., $795* (ps), Plug Division. 

’56 Chieftain station wagon, $610*, “The new Parade includes more 
$395*; 4-dr., $400°. than 600 deluxe prizes, nearly twice 
'S5 Star Chief conv., $415*, $300* (ps); Pp , Sy tong 
Chieftain 2-dr., $285*; 4-dr., $285. the number available last spring, 
54 Chieftain 2-dr., $170*; Star Chief | states Edgar H. Francois, general 

4-dr., $115*. “ t03 
sales manager, “In addition, dealers 


53 Chieftain 4-dr., $110* (ps). : 
RAMBLER—’60 American (6) Super sta-| can select their own assortment of 
aa oe bd: tots: De AC Triple Trapper oil filters to 
n © 2-cr., ¢ - : , 
luxe 2-dr., $810, qualify for the Pa rade of Prizes 
58 Super (6) 4-dr., $995*; Rebel (8) | gifts. 


STUDEBAKER—’56 Flight Hawk (6) 2- 300* (ps), $2,250* (ps); Invicta 4-dr. 
dr., $205. hardtop, $2,275* (ps) 

’55 Commander (8) 2-dr., $180*, 59 Electra 225 conv., $1,730* (ps); Le- 

MISCELLANEOUS—’ 60 Chevrolet (6) El Sabre 2-dr. hardtop, $1,645* (ps). 
Camino, $1,650*. "58 Special 2-dr, Riviera, $1,015* (ps); 

'59 Chevrolet (8) El Camino, $1,535; (6) 4-dr., $860*, 

El Camino, $1,410*; Ford (6) %-ton ’57 Special 2-dr. Riviera, $775*; 2-dr., 
pickup, $790, $475*; 4-dr. Riviera, $610* (ps); 4-dr., 

’58 Willys FC 170 stake, $1,050; GMC $525*; Century 4-dr., $640* (ps). 

(6) %-ton pickup, $725. ’56 Century conv., $315* (ps). 

‘57 Ford (6) %-ton pickup, $820*; Chev- ’55 Special 2-dr., $190. 
rolet (8) %-ton pickup, $760, $635*. CADILLAC—’59 (62) conv., $2,890* (ps). 

’56 Willys Jeep, $875; Chevrolet (8) %- ’57 (62) 4-dr. hardtop, $1,170* (ps). 
ton pickup, $660; Dodge (8) %-ton "56 (62) 4-dr., $650* (ps). 
pickup, $550, ’55 (62) conv., $755* (ps). 

’55 Willys Jeep, $900, $510; Ford (6) %- | CHEVROLET—’61 Parkwood (8) 4-dr., $2,- 
ton pickup, $525, $265*; (8) %-ton 370*; Impala (8) 4-dr., $2,325* (ps); 
pickup, $375; (6) %-ton stake, $360; Corvair (6) Monza 2-dr., $2,065*; Cor- 
Chevrolet (6) %-ton pickup, $470; vair (6) 700 2-dr., $1,735*, $1,690*. 
GMC (6) %-ton pickup, $350*. ’60 Impala (8)*4-dr. hardtop, $2,100* 

’54 Chevrolet %-ton pickup, $425; Ford (ps); 4-dr., $2,050* (ps), $2,025*; 
(8) %-ton pickup, $260. sport coupe, $2,035; conv., $2,000*; 

’52 Ford (8) 1%-ton flatbed, $475. ; Biscayne (6) 4-dr., $1,800*, $1,465; 

’51 Studebaker (6) %-ton pickup, $150. Biscayne (8) 2-dr., $1,425, $1,390. 

’50 Chevrolet %-ton pickup, $260. ’59 Impala (8) sport coupe, $1,565* (ps); 

’49 International pickup, $135. conv., $1,485, $1,350* (ps), $1,340* 

’46 Ford (8) %-ton flatbed, $205, (ps); 4-dr., $1,260* (ps); Impala (6) 

a coupe, $1,510*; Brookwood (6) 4- 
FLINT $1,235; Biscayne (8) 2-dr., $1,180, 
. $1,190: 4-dr., $1,125; Bel Air (6) 2-dr., 

Flint Auto Auction. Sale every Wednes- $1,180*; 4-dr., $1,150*. 
day. Prices are for sale of Aug. 9, Con- "58 Yeoman (8) 4-dr., $950; Bel Air (8) 
iinuing strong on good clean cars. Sold sport coupe, $875* (ps), $810* (ps); 
187 cars from 310 consignments. Brookwood (8) 4-dr., $875* (ps); Del- 
BUICK—’61 LeSabre Estate Wagon 4-dr., ray (6) 2-dr., $760; Impala (6) sport 
$3,350* (ps); conv., $2,850* (ps); 4- coupe, $730; Biscayne (6) 2-dr., $710. 
dr. hardtop, $2,765* (ps); 4-dr., $2,- ’57 Bel Air (8) sport coupe, $940*; 4-dr. 
350*; Invicta 4-dr., $2,050* (ps). hardtop, $875* (ps); 4-dr., $815* (ps), 

’60 Electra 2-dr., $2,395* (ps); LeSabre $755* (ps); Two-ten (6) 4-dr., $750*, 
4-dr. hardtop, $2,350" (ps); conv., $2,- $650, $440; 2-dr., $670. 





MOTOROLA Gp CAR RADIO 





~ PUTS MORE PROFIT INTO SALES 





New point of interest invites demonstration 
... makes cars more salable—and profitable! 


The new Motorola FM-900 adds to the quality and salabil- 
ity of your cars like no other accessory can. Prospects like 
the full fledged hi-fi tone, the better programming it offers. 
The FM-900 installs easily and quickly under the dash; 


MOTOROLA 
heur (eadey in the Gwely art of, electronics 


Manufactured in Canada by Seabreeze Manufacturing Ltd., licensee 


*Full one year warranty on all parts and labor. Manufacturer's 
guarantee covers free exchange or repair of any component proven 
defective in normal use. Removal and reinstallation labor extra. 
Arranged through selling dealer. 


operates independently of the AM radio. Additional selling 
features include a 6” x 9” Golden Voice® speaker and a full 
year warranty on all parts and labor*. Call your Motorola 
distributor for complete details. 


NOW FROM | 


FOL A 


For 30 years traditional leaders in car radios 


Special Motorola display 
shows, plays and se//s the 
new FM-900—puts more profit 
into cars. 





| 
| 
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SPECIFICATIONS SUBJECT TO CHANGE WITHOUT NOTICE 
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*56 Two-ten (8) station wagon 1-dr., 


$535*; 2-dr., $360, $350; Two-ten (6) 
2-dr., $250, $175*; 4-dr., $200; one 
fifty (6) 2-dr., $350, $200; Bel Afr 


(6) 4-dr., $355, 
DeSOTO—’56 Fireflite 4-dr., $350* (ps), 


DODGE—’61 Lancer (6) 2-dr. hardtop, $1,. 


780. 

’58 Royal (8) 4-dr. hardtop, $645*, 

’57 Suburban (8) 4-dr., $575* (ps). 

EDSEL—’58 Citation 2-dr., $585* (ps), 

FORD—’61 Thunderbird (8) conv., $3,485 
(ps); Ranch Wagon (8) 4-dr., $1, 945, 
$1,910; Falcon (6) 2-dr., $1, 495 

60 Thunderbird (8) conv., $2,700* (ps); 
2-dr. hardtop, $2,510* (ps) ; Falcon (6) 
2-dr., $1,425*, $1,300; Ranch Wagon 
(6) 2-dr. $1, 400; Fairlane 500 (6) & 
dr., $1,370, 

59 Galaxie (8) 4-dr., $1,405* (ps), $1,, 
355* (ps); conv., $1,315*; Fairlane 509 
(8) 4-dr., $1,355* (ps); Custom 309 
(8) 4-dr., $1,100, $1,055"; 2-dr., $950; 
Custom 300 (6) 2-dr., $970*, $950; 
Fairlane (6) 2-dr., $950*. 

58 Fairlane 500 (8) '2-dr. Victoria, $800*; 
Country Sedan (8) 4-dr., $660; Custom 
300 (8) 4-dr., $625; 2-dr., $615*; Fair- 
lane (8) 4-dr., $555*. 

’57 Fairlane 500 (8) 2-dr., $580*; 2-ar, 
Victoria, $505* (ps); 4-dr. Victoria, 
$525*; Custom (6) 2-dr., $490, $185, 

*56 Custom (8) 4-dr., $465; 2-dr., $150; 
Fairlane (8) conv., $460*; 4-dr.- $280; 
Fairlane 500 (8) 2- dr, Victoria, $315* 
(ps); 2-dr., $275*. 

LINCOLN—’56 Premiere 2-dr. hardtop, 
$570* (ps). 

OLDSMOBILE—'60 (88) Fiesta 4-dr., $2,- 
350* (ps); 4-dr., $2,200* (ps); (gg) 
Super 4-dr. Holiday, $2,330* (ps), 

’58 (88) 4-dr. Holiday, $1,170* (ps). 

"57 (88) 2-dr., $665* (ps); Fiesta 4-dr,, 
$550*; (88) Super 4-dr. Holiday, $370*. 

PLYMOUTH—’61 Belvedere (8) 4- -dr., $1,- 
600*. 

’59 Savoy (6) 4-dr., $805. 

’58 Suburban (8) Custom 4-dr., $535, 

’57 Savoy (8) 2-dr., $375; 4-dr., $345*; 
Belvedere (8) 4-dr., $340*; 2-dr., $330, 

’56 Suburban (8) 4-dr., $300* (ps). 

PONTIAC—’61 Tempest (4) 4-dr., $1,915*, 
$1,880, $1,670. 

’60 Star Chief 4-dr., $2,175* (ps); Cata- 
lina 4-dr., $2,100* (ps), $2,025*; 4. 
dr. Vista, $2,100*. 

’59 Catalina sport coupe, $1,625* (pg), 
$1,550* (ps); conv., $1,540* (ps); 2- 
dr., $1,350*. 

‘568 Star Chief 2-dr. Catalina, $1,165* 
(ps). 

56 Chieftain 4-dr., $455* (ps); Star 
Chief 4-dr., $390* (ps). 

’55 Chieftain 4-dr., $235*. 

RAMBLER — ’61 American (6) Custom 
conv., $1,900*. 

’59 Super (8) 4-dr., $1,030*, $885; Amer- 
ican (6) Deluxe station wagon 4-dr,, 


$850, $555. 
STUDEBAKER—’59 Deluxe (6) 2-dr., $800, 
MISCELLANEOUUS — ’60 Chevrolet (8) 


pickup, 2 at $1,190. 
’59 Chevrolet pickup, $1,000. 
’58 Ford %-ton pickup, $770. 
’57 Ford 1-ton pickup, $1,000, 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of Aug, 9, 
Sold 85 percent of 190 consignments. 
BUICK—’59 Electra 225 conv., $1,810* 

(ps); Invicta 4-dr, hardtop, $1,650* 
(ps); LeSabre 4-dr., $1,530* (ps), $1,- 
400* (ps), $1,300*; 2-dr. hardtop, §$1,- 
095; Electra 4-dr., $1,275* (ps). 

’57 Special 4-dr., $710*. 

’56 Century 4-dr. Riviera, $405*. 
CADILLAC—’61 (62) 4-dr. hardtop, §$4,- 

290* (ps). 

’59 de Ville 2-dr. hardtop, $2,965* (ps); 
(62) conv., $2,925* (ps); 4-dr, hard- 
top, $2,900* (ps). 

58 (62) Sedan de Ville, $2,050* (ps). 

55 (62) 2-dr., $775* (ps); 4-dr., $650* 
(ps). 

CHEVROLET—’61 Corvair 700 (6) 4-dr., 
$1,600. 

’60 Impala (8) sport coupe, $2,100*, 
$1,980; Brookwood (6) 4-dr., $1,740*, 
$1,550*; Parkwood (6) 4-dr., $1,675%; 
Biscayne (8) 4-dr., $1,610*; Biscayne 
(6) 4-dr., $1,315; Bel Air (8) 4-dr., 
$1,590*; Bel Air (6) 4-dr., $1,490; 
Corvair 500 (6) 4-dr., $1,190*. 

*59 Impala (8) conv., $1,675*, $1,550° 
(ps); 4-dr., $1,460* (ps), $1,380* (ps), 
$1,305* (ps); sport sedan, $1,430* 
(ps); Impala (6) sport sedan, $1,595; 
Parkwood (6) 4-dr., $1,280; Bel Air 
(6) 4-dr., $1,200; Biscayne (6) 4-dr., 
$1,000. 

"58 Impala (8) sport coupe, $1,330, $1,- 
285* (ps), $1,115* (ps); conv., $1,250* 
(ps); Bel Air (8) sport sedan, $1,030* 
(ps), $945* (ps); 4-dr., $1,020* (ps); 
Biscayne (8) 4-dr., $1,005, $895*; 
Delray (8) 4-dr., $950*, $915*, $900°; 
2-dr., $760; Delray (6) 2-dr., $745. 

’57 Bel Air (8) sport coupe, $975* (ps); 
4-dr., 2 at $900*; Two-ten (8) station 
wagon 4-dr., $855°*; 2-dr., $745*; 4-dr., 
$745*; Two-ten (6) 4- dr., $675*. 

56 Bel Air (8) 4-dr. $725; Bel Air (6) 
4-dr., $550*; Two- ten (6) 4-dr., $625; 
2-dr.. $475. 

’55 Bel Air (8) 4-dr., $450*; Two-ten 
(6) 4-dr., $355. 

OHRYSLER—’57 Windsor 2-dr. hardtop, 
$815* (ps). 

’55 Windsor 4-dr., $350*. 
DeSOTO—’60 Fireflite 4-dr., $1,895* (ps). 

’59 Firedome 4-dr. hardtop, $1,415* (ps); 
Fireflite 4-dr., $1,220* (ps). 

’57 Fireflite 4-dr., $625* (ps). 
DODGE—’60 Pioneer (8) 4-dr., $1,370. 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 

$3,450* (ps); Galaxie (8) conv., $2, 
280* (ps); Fairlane (8) 4-dr., $1,845; 
Falcon (6) 4-dr., $1,620. 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
740* (ps); Galaxie (8) conv., $1,700°; 
4-dr., $1,700* (ps), $1,695* (ps); Star- 
liner, $1,610; Fairlane (8) 4-dr., $1,- 
430*, $1,230; Fairlane 500 (8) 4-dr., 
$1,350*; Fairlane 500 (6) 2-dr., $1, 
260; Falcon (6) 4-dr., $1,225 

’59 Thunderbird (8) conv., $2,500* (pS); 
Galaxie (8) 4-dr. Victoria, $1,530° 
(ps), $1,450* (ps); conv., $1,400* 
(ps); Custom 300 (8) 4-dr. $960*. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
800* (ps); Fairlane 500 (8) 4-dr, Vic- 
toria, $840*. 

’57 Fairlane 500 (8) conv., $790*; Cus- 
tom 300 (8) 4-dr., $680, $515*; 2-dr., 
$620; Country Sedan (8) 4-dr., $650*. 

’56 Country Squire (8) 4-dr., $610* (pS); 
Country Sedan (8) 4-dr., $495* (ps); 
Fairlane (8) 4-dr., $465: Custom (8) 
2-dr., $405. 


IMPERIAL—’57 Imperial 4-dr., $1,225° 
(ps). 

LINCOLN—’57 Capri 4-dr. hardtop, $875° 
ips). : 

MERCURY — ’57 Montclair 4-dr., $590°*; 


Monterey 2-dr., $400*, 


(Continued on Page 42, Col. 1 
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* kit is said to contain all parts for installa- 


TIRE RACK—An adjustable steel tire 
rack has been announced by Penco Divi- 
sion, Alan Wood Steel Co., 200 Brower 
Ave., Oaks, Pa. The rack consists of four 
vertical steel T-posts supporting several 
pairs of horizontal tire bars attached at 
different levels. The tire bars are three- 
sided and form a concave cradle to keep 
the tires in place, regardless of size, it 
is said. The assembly is reinforced with 
X-braces at each end and with a steel 
shelf. The tire bars are adjustable up or 
down in one-inch steps to suit any size 
fire. The rack is 48 inches wide and is 
available in heights ranging from 39 to 
123 inches. 





ENGINE CLEANER—The Miracle Spray- 
washer is designed to clean engines and 
chassis with special chemicals and high- 
pressure spray. The chemical is sprayed 
on and rinsed off with the Ligon spray 
gun. The chemical is said to emulsify 
grease, grime, road scum and oil residue 
without affecting electrical parts, wiring 
or paint. The Miracle Spraywasher is 
loaned for use with the firm’s Spraywasher 
chemical. Product Acceptance Corp., 1435 
S. Le Cienega Bivd., Los Angeles 35, Calif. 

ae, ee 





SEAT COVER PLIER—Republic Fastener 
Products Corp., Box 536, Saddle Brook, 
N. J., has announced a hog ring plier 
specifically designed for seat cover in- 
stallation on low seat models. The Model 
No. 1960 plier features long handles and 
noslip plastic grips and is made of hard- 
ened steel, with a_ rust-resistant nickel 
finish. 





A 
crankcase ventilation kit that is said to 
fit all sizes of engines has been announc- 
ed by Better Part Specialties, 2601 San 
Fernando Rd., Los Angeles 65, Calif. The 


CRANKCASE VENTILATION KIT 


tion, It is said to prevent crankcase dilu- 

tion, stop oil smoke from coming out of 

crankcase vents and increase gas mileage. 
ee eS 


Cleaning Compound 


Patclin Chemical Co., Inc., 11-23 
St. Casimir Ave., Yonkers, N. Y., 
has developed Patclin #601, a liquid 
Steam-cleaning and stripping com- 


pound. It is said to be nonclogging. 
oe * * 


Steam Cleaner 


A new steam cleaner featuring a 
System whereby chemicals are 
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heated and mixed in a compound 
tank, then mixed with the steam 
without passing through either 
pump or coils, has been announced 
by Aeroil Products Co., Inc., 69 
Wesley St. South Hackensack, 
N, J. 


















































SAFETY SWITCH—Designed for vehicles 
using the storage-type battery, the Samp- 
son safety switch is said to lengthen bat- 
tery life, reduce maintenance and do away 
with fire hazards. The switch is said to 
eliminate the drain on the battery. It cuts 
the battery loose from the wiring system 
and grounds out the ignition. The engine 
cannot be started with the switch on, it 
is claimed. The unit is guaranteed up to 
600 amperes. Franklin J. Scott, Dept. AN-5, 
Farmington, Wash. 


AUTOMOTIVE LIFT—A 
automotive lift, the ‘‘Lo-Hite’ Space Miser 
Lift, has been developed by Autoquip 
Corp., 1140 S. Washtenaw, Chicago. 12, 
Ill. Featured in this unit are Autoquip's 
stepless ‘Magic Inching’ height adjust- 
ment pads. Designed because of the in- 
creasing numbers of cars built with low 
slung mufflers, drive shafts, and other 
undersiung parts, Autoquip's new ‘‘Lo- 
Hite" Lift means the undercar clearance 
space required for any car is attained in 
seconds with assurance of complete safety 
to car parts, it is claimed. In operation, 
Magic Inching pads swivel 360 degrees. 
When its tab is in up position, 14%4-inch 
stepless adjustment heights from 5% to 
7Ye inches are readily provided. When 
tab is in down position, 14-inch stepless 
adjustment heights from 3% inches are 
available for servicing work. 


 S * 





TACHOGRAPH —A _ tachograph, Model 
TCO 14-2, that is said to indicate both 
engine speed and road speed, and record 
the data on both sides of a single chart 
has been announced by Argo Instruments 
Corp., 613 W. 46th St., New York 36, N. Y. 
A precision instrument, the TCO 14-2 pro- 
vides a continuous, closed and tamper- 
proof record of vehicle operation, it is 
claimed. It records revolutions per minute, 
miles per hour, stop and go, and the exact 
distances travelled. It guards against lug- 
ging, over-revving, and driving downhill 
in neutral. An advanced dial design pro- 
vides easy reading for the driver, 
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VISION VISOR—An, optically clear, 
smoke grey plexiglass visor, which is said 
to eliminate blind spots caused by regular 
visors and reduce heat, glare and eye- 
strain, has been introduced by Aurora 
Mfg. Co., 4121 Periiga, Detroit, Mich. 





HEADLIGHT PANEL — Damaged head- 
light sections on all 1958 Ford models 
can be repaired without cutting, fitting, 
and grafting by using the Slip-On F-58- 
HLP top-section headlight panel. Its the 
latest addition to the Slip-On Appearance 
Panel line of body, rocker, and fender 
panels made by Slip-On Corp., 9523 De- 
troit Ave., Cleveland 2, O. The panel slips 
over the existing section. Collision-dam- 
aged or rusted sections do not have to be 


cut out, it is said. 
oie sa 


TIRE MOUNTING BAR — An improved 
“Quick-Switch" combination tire mounting 
and demounting bar has been announced 
by May Brothers Mfg. Co., 21300 Eureka 
Rd., Taylor, Mich. The Model 2 “Quick- 
Switch" bar has been redesigned with a 
specially curved head. Both tire beads can 
be handled at the same ‘time with the 
multipurpose tool, while the smooth ends 
prevent scraping of tire beads, it is said. 
The bar handles both tubeless and tube- 
type tires, including 32-inch safety wheels. 





SINGLE STALL ALIGNER—The John Bean 
Lift-A-Matic wheel aligner is said to put 
full-scale wheel alignment service in a 
single service stall. Just 15 feet 10 inches 
in overall length, the air-lift rack elimi- 
nates long runways and approaches. Vari- 
able-tread runways adjust to tread widths 
from 40 to 68 inches, take vehicles up 
to 136-inch wheelbase and 6,000 pounds 
weight at 150 pounds air pressure. Avail- 
able with mechanical gauges, Visualiner 
optical heads or rack only. John Bean Di- 
vision, Food Machinery & Chemical Corp., 
Lansing 4, Mich. eee 


Crankshaft and Roller Cam 
Added to Ansen’s Line 


Two new engine items have been 
announced by Ansen Automotive, 
6317 S. Normandie, Los Angeles, 
Calif. 

One is a machined nickel alloy 


NEW PRODUCTS 


crankshaft for Chevrolet engines, 
with integral, nonwelded counter- 
weights, The other is an adjustable 
roller camshaft for all overhead 
valve engines that is said to allow 
proper valve timing for complete 
versatility in all types of competi- 
tion or for street use. 


* * * 





HARDWARE BIN—The Partselector hard- 
ware storage bin for parts storage has 
been developed by Burroughs Mfg. Co., 
Kalamazoo, Mich. The bin is said to elimi- 
nate hit-or-miss parts storage, and pro- 
vides efficient parts selection with accur- 
acy and speed. It requires six square feet 
of floor space. Consisting of two matching 
“Flexi bins fastened side by side, the 
system is designed to accommodate stor- 
age of parts compatible with the various 
storage requirements for hardware car- 
ried by dealers, It comprises hinged-lid 
storage boxes divided into compartments, 
hanging “Handee Andee” bin boxes in 
two sizes, and two surplus shelves for 
bulky parts. . 





PIN-INSERTER SET—The Sunnen B-500A 
Pin-Inserter Set is said to handle all press- 
fit con-rod work on car and truck engines 
through the 1961 models. According to the 
manufacturer, tooling supplied will re- 
move each wrist pin in one operation 
and reassemble pin to rod and piston in 
One operation. All parts are made of 
hardened tool steel. The wall-mounting 
storage board supplied with this set has 
room for additional tools for future engine 
models. Sunnen Products Co., 7910 Man- 
chester Ave., St. Louis 17, Mo. 





GAUGE KITS—O. E. M. Products Co., 
5296 Northwest Highway, Chicago auto- 
motive specialists, have introduced a line 


of panel-mounted or steering column- 
mounted gauge kits designed to give true 
pressure, temperature and ampere read- 
ings. A dual-gauge set, No. 1-3771, com- 
bines both ammeter and oil pressure 
gauge in a single under-the-dash mount- 
ing frame. Oil pressure is measured from 
0 to 80 pounds, ammeter is set for 60-0-60 
amperes. A 30-0-30 single gauge ammeter 
is also available. Kits are available for 
both six and 12-volt systems. Temperature 
gauge kits, both illuminated and non- 
illuminated models, have a 100-250-de- 
gree fahrenheit range. 
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GREASE GUN—A high-pressure grease 
gun with builtin light has been developed 
by Product Engineering Co., 4707 S.E. 
17th Ave., Portland 2, Ore. Named the 
“LubriLite,"” the gun makes it possible to 
save grease and time often wasted on 
shadowy, hard-to-see lube fittings, it is 
said. A_ self-contained battery powered 
spotlight operates by the same short-stroke 
trigger that fires the lubricant. The unit 
is enclosed in a rugged aluminum die-cast 
housing, with threaded connections and 
valve seats made of steel. Overall weight 
is under two pounds. . 





2-WAY RADIO SET—The latest model 
of VHF FM two-way mobile communica- 
tions equipment, announced by Aeronauti- 
cal Electronics, Inc., P. O. Box 6527, Ral- 
eigh, N. C., is this 15-watt mobile radio 
set in the Slimline series. Weighting eight 
pounds, 10 ounces and less than five 
inches high, the unit fits under-the-dash 
of any car or truck, including the domes- 
tic compact or import car. A single-unit 
“up-front’’ mount set, all operating con- 
trols are located on front panel. All Slim- 
line sets have optional provision for a 
maximum of three transmit and receive 
channels and have provision for plug-in 
addition of Unicall at any time in the 
field. Unicall is Aerotron’s selective call 
system which permits sharing of crowded 
frequencies without interference, it is said. 





SNOW REMOVER—Snow removal time 
with the Jari ‘“2-Way Snowthrower" can 
be reduced with snowplow extensions, one 
of several major features added to this 
year's model by Jari Products, Inc., 2980 
Pillsbury Ave. S., Minneapolis 8, Minn. 
Introduced last season as the first snow 
remover whose rotary fan and discharge 
chute could be reversed simultaneously for 
equally efficient throwing to right or left, 
the self-propelled unit retains the same 
basic design, it is said. The time-saving 
extensions, an optional accessory which 
can be clamped in place or removed in 
seconds, enable the remover to clear a 
36-inch path instead of the machine's nor- 
mal 20-inch swath. Effective in snow up to 
six inches. Among the features added as 
standard equipment are deflectors at each 
end of the discharge chute. Designed to 
deflect snow downward in confined quar- 
ters, they can easily be flipped out of po- 
sition to throw snow up 4 30 feet. 

ee 


Plastic Filler Offered 


Poly-Chemical Corp., 624 S. Mich- 
igan Ave., Chicago, Ill, is market- 
ing Body-Cure, a plastic filler that 
is said to harden in 10 to 15 min- 
utes. Included with each can of 
Body-Cure is a liquid catalyst in a 
pliable plastic bottle and a cream 
catalyst in a tube. 
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Used-Car Auction Prices 





(Continued from Page 40) 


’55 Monterey 4-dr., $400*. 


OLDSMOBILE—’61 F-85 4-dr., $1,850. 


60 (88) Super 4-dr., $2,180* (ps); (88) 
conv., $2,045* (ps); 2-dr, Holiday, 
$1,920*. 


’59 (98) conv., $1,970* (ps). 
’58 (98) conv., $1,325* (ps); 4-dr, Holi- 
day, $1,310* (ps). 
PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
010*; Savoy (6) 2-dr., $815; Suburban 
(6) Custom 4-dr., $810*. 
’58 Suburban (8) Custom 2-dr., $695*. 
PONTIAC—’61 Bonneville 4-dr. Vista, $2,- 
800* (ps). 
’59 Catalina 4-dr, Vista, $1,610* 
’58 Super Chief 4-dr., $1,040* 
Chieftain 4-dr, Catalina, $880*. 
RAMBLER—’60 Deluxe (6) 4-dr., 
’59 Deluxe (6) 4-dr., $800. 
"58 Custom (6) Cross Country, $1,030*; 
Super (6) 4-dr., $800*. 
STUDEBAKER—’61 Lark (8) conv., $1,- 
775*. 
"59 Lark (8) 4-dr., $805. 
MISCELLANEOUS—’61 Chevrolet (6) Cor- 
vair pickup, $1,590; Willys Jeep Sur- 
rey, $1,025. 
60 Ford (6) Falcon Ranchero, $1,100. 
’59 Ford (8) 1-ton pickup, $885. 


(ps). 
(ps) ; 


$1,400. 


cial 2-dr.,, $320* (ps); conv., $290* 
(ps). 
"55 RM 2-dr., $415* (ps). 


’54 Super 2- ar. Riviera, $240*, 
CADILLAC—’61 (62) conv., $4,720* (ps). 

’60 (62) conv., $4,030* (ps). 

"54 (62) 4-dr., $580* (ps). 

’50 (60) Special 4-dr., $175*. 
CHEVROLET—’61 Corvette (8) conv., $3,- 
470; Corvair 700 (6) 2-dr., $1,760*, 
’60 Parkwood (8) 4-dr., $2,130* (ps); 
Bel Air (6) 2-dr., $1,540; Corvair 700 

(6) 2-dr., $1,290; 4-dr., $1,220. 

’59 Impala (8) sport coupe, $1,590* (ps); 
Brookwood (8) 4-dr., $1,470* (ps); 
Brookwood (6) 4-dr., $1,225*; Biscayne 
(6) 4-dr., $1,340*, $930; Biscayne (8) 
4-dr., $1,165*, $995. 

’58 Impala (8) sport coupe, $1,045*; 
Brookwood (6) 4-dr., $990*. 

’57 Bel Air (8) sport coupe, $760* (ps); 
4-dr., $755. 

’55 Two-ten (8) station wagon 2-dr., 
$540; Bel Air (8) 4- dr., $465*, $420*. 

’53 Two-ten 4-dr., $165 

OHRYSLER—’ 61 (300G) 2: “dr. hardtop, $4,- 
100* (ps). 
’56 NY 2-dr. hardtop, $670* (ps). 
’54 NY 4-dr., $195* (ps). 


DODGE—’60 Dart (8) Seneca 4-dr., $1,- 











950* (ps); Polara 2-dr. hardtop, $1,- 
SACRAMENTO, CALIF. 880° (ps). 
Sacramento Auto Auction. Sale every "59 Coronet (8) 2-dr., $985*, $765*, 
Thursday. Prices are for sale of Aug. 10. $710*. 


’58 Royal (8) 4-dr., $730* (ps). 
’57 Sierra (8) 4-dr., $880* (ps). 
"56 Coronet (8) 2-dr., $300*. 


BUICK—’59 LeSabre 2-dr., $1,320* (ps). 
’58 Century 2-dr. Riviera, $890°*. 


’56 RM 2-dr. Riviera, $370* (ps); Spe- 


’58 Chieftain 4-dr., $690* (ps). 

’57 Chieftain 2-dr. Catalina, $400*. 

’55 Chieftain 2-dr. Catalina, $320* (ps), 
$290*. 


"55 Royal (8) 2-dr. hardtop, $410* (ps); 
Coronet (8) 2-dr. hardtop, $260*. 


FORD—’60 Falcon (6) station wagon 4-dr., 


$1,720*, $1,500; 4-dr., $1,295; 2-dr., 
$1,245; Ranch Wagon (8) 4-dr., $1,-| RAMBLER—’59 Ambassador (8) station 
425. wagon 4-dr., $1,475, $725*. 
’59 Thunderbird (8) 2-dr. hardtop, $2,-| sTUDEBAKER—’60 Lark (8) 4-dr., $1,- 
390* (ps); Galaxie (8) 2-dr. Victoria, 245. 
$1,630* (ps); Fairlane (8) ‘2-dr., $1,- 59 Lark (6) 2-dr., $770, $630, 
175* (ps). ’54 Champion Deluxe station wagon, 


’58 Fairlane 500 (8) skyliner, $980* (ps); 


$240. 
Fairlane (8) 4-dr. Victoria, $920* (ps); 


7 - MISCELLANEOUS—’61 Ford (6) %-ton 
So” $840* (ps); Custom (8) 4-dr., Pickup, $1,550. . = 
’ ’59 Ford (8) %-ton pickup 6 
-dr. Vi ia, $850* ’ , 
. ee ed = egg A ~ Garrett (6) %-ton pickup, $910, 
s ms . 
S080"; (pe); Ranch an gee 2-4P., '57 Chevrolet (6) %-ton pickup, $630. 
56 Country Sedan (8) 4-dr., $540*; ’56 Chevrolet (6) %-ton pickup, $550; 
Custom (8) 4-dr., $155*. Ford (8) %-ton pickup, $540, 


’55 Chevrolet (6) %-ton pickup, $630. 
’54 International (8) %-ton pickup, $320. 
’53 Willys (4) Jeep, $560. 

’52 Studebaker (6) Stake, $195. 


’55 Ranch Wagon (8) 2-dr., $350, ‘ 
"54 Crest (8) 4-dr., $120. 
’53 Crest (8) 2- dr. Victoria, $150* (ps). 


LINCOLN—’58 Capri 4-dr., $1,180* (ps). 49 Willys (6) Jeep, $360. 
56 Capri 2-dr. hardtop, > 8 _ ) 
’54 Premiere 2-dr. hardtop, 80* (ps). 
MEROURY—’59 Monterey 2-dr. hardtop, CALDWELL, N. J. 


$1,355*, 
58 Montclair 4-dr. hardtop, $850* (ps). 
’57 Monterey 4-dr. hardtop, $700* (ps). 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Aug. 8, Mer- 
chandise is still in short supply. Market 


’55 er toey 2-dr. hardtop, $305*; 4-dr.,| holding well. No signs of pre-Labor Day 
$270* (ps decline. Sold 205 cars from consignment 
"53 Seema "2-dr., $155*. of 243. 

OLDSMOBILE — ’58 (88) conv., $1,250* | BUICK—’59 Invicta 4-dr., $1,555* (ps), 
(ps). $1,360* (ps). 

* (88) 4-dr. Holiday, $870* (ps); 4- ’58 Special 4-dr. Riviera, $1,045* (ps); 

$560*. 2-dr. Riviera, $835*, $785°*; 2-dr., 

55 “(B8) 2- dr., $410* (ps). $750*; Century 2-dr. Riviera, $680* 


54 (88) 2-dr., $230*. 


(ps). 
PLYMOUTH—’60 Fury (8) sport coupe, ’57 Super 4-dr. Riviera, $750* (ps); Cen- 


$1,720*; Belvedere (8) 4-dr., $1,490* tury 4-dr. Riviera, $740* (ps), $510* 
(ps). (ps); RM conv., $420* (ps); Special 2- 
’58 Savoy (8) 4-dr., $500*. dr. Riviera, $335*. 
’57 Belvedere (8) conv., $640* (ps); ’56 Super 2-dr. Riviera, $490* (ps), $430° 
Suburban (8) Custom 4-dr., $635, (ps), $380* (ps). 
55 Century 2-dr. Riviera, $525* (ps); 


$590* (ps). 
PONTIAC—’60 Catalina conv., $2,450* (ps). Special 4-dr. Riviera, $230* (ps); 2-dr. 





NEW 60 H.P. ENGINE...NEW FULL SYNCHROMESH TRANSMISSION 


DATSUN Bluebird Sedan costs hundreds of dollars less, 
yet has the big features American Drivers want. Its big 
roomy interior seats five adults with plenty of leg and 
head room. Its heavier weight (1960 Ibs.) give a big car 
ride on the highway, yet for city driving DATSUN turns 
in a 16 foot radius. DATSUN combines economy (up 
to 33 mpg) with plenty of power and is easier to service 
because of its standard American type parts. DATSUN 
delivers fully equipped: including WSW tires, fresh air 


4-DOOR BLUEBIRD STATION WAGON—$1,916 


heater and defroster, vinyl interior, 4-doors, full fac- 
tory undercoat. 

DATSUN backs its selected dealer organization with an 
aggressive merchandising and advertising program. 
Investigate a protected dealership for this truly superior 
Import car. Write closest division office: NISSAN 
MOTOR CORP. in U.S.A. Eastern Division: 221 Freling- 
hysen Ave., Newark 8, New Jersey or Western Division: 
137 E. Alondra Blvd., Gardena, California. 


¢ ¥ TON PICKUP—$1,545 © 4-SEATER SPORTS CONVERTIBLE—$1,996 © ALL PRICES P.0.E. 


Riviera, $100*. 
OADILLAC—’59 (60) Special 4-dr. hard. 
top, $2,865* (ps). 
’58 (62) 2-dr. hardtop, $1,935*- (ps) 


’57 (62) 2-dr. hardtop, $1,460* 18), 
$955* (ps), $715* (ps); (60) Special 
4-dr. hardtop, $1,410* (ps). 


55 (62) Coupe de Ville, $500* (ps). 
CHEVROLET— 61 Impala (8) sport sedan, 
$2,390* (ps). 

,'60 Impala (8) conv., $2,025*; sport 
dan, $1,790*; Bel ‘Air (8) ‘4-dr, 
710*, $1,700*, $1,620", $1,555*, $1, 5508, 
$1,530*, $1,500, $1,450", $1, 435; Brook- 
wood (8) 4-dr., $1,455; Biscayne (6) 
4-dr., $1,375. 

’59 Impala (8) conv., $1,615* (ps), $1,. 
540* (ps); Parkwood (8) 4-dr., $1 300+ 
(ps), $1,265* (ps), $1,260; Bel Air (8) 
4-dr., $1,225* (ps), $1, 200° (ps), $1,- 
160°, 2 at $1,150*; Bel Air (6) 4-ar,, 
$1,155*, $1,125°, $i, 125* (ps), $1 075%, 
$1,050, $1,020, 2 at $1,000; 2-dr., $1,. 
055, $1,035*, $985, $975; Brookwood 
(6) 4-dr., $1,170*; 2-dr., $1,130* (ps); 
Biscayne (6) 4-dr., $935*. 

*58 Nomad (8) 4-dr., $1,075* 


Se- 
$1,- 


Yeoman 


(6) 4-dr., $1,020*, "$760; Bel Air (8) 
sport sedan, $915* (ps); Delray (6) 4. 
dr., $900; 2-dr., $745*. 

"57 Bel Air (8) 4-dr., $805*, $615*; 
sport sedan, $795* (ps); One-fifty (6) 
2-dr., $465; Two-ten (6) 2-dr., $350* 
(ps). 

’56 Two-ten (6) 4-dr. station wagon, 
$565*, $485*; 4-dr., $420*, $320, 

55 Bel Air (6) sport coupe, $400; Bel 
Air (8) 2-dr., $390*; sport coupe, 
$200°* ; Two-ten (8) 4-dr., $185, $165, 
$100. 

’54 Two-ten (6) station wagon 4-dr., 


$225; Bel Air (6) sport coupe, $180*" 
"53 One- fifty (6) station wagon 4-dr,, 
00 


$100. 
*51 Bel Air (6) sport coupe, $100*, 


CHRYSLER—’58 Saratoga 4-dr. hardtop, 
$1,030* (ps). 
’57 Windsor 4-dr. hardtop, $700* (ps), 
$525* (ps). 
’56 Windsor 4-dr., $545* (ps). 
’53 Windsor 2-dr., $105 (ps). 
SOTO—’57 Adventurer 2-dr. hardtop, 


$600* (ps). 
’56 Firedome 2-dr. hardtop, $380*; ‘ 
$335* (ps); station wagon 4-dr., $170 


(ps). 

DODGE—’59 Coronet @ 2-dr. hardtop, 
$1,285* (ps); 4-dr., 2 at $1,180* (ps), 
$1,175* (ps). 

*57 Coronet (8) sport sedan, $640* (ps), 
$515° (ps); Custom Royal (8) 4-dr., 
$425°*. 

°56 Coronet (6) 2-dr., $280. 

*55 Coronet (8) 4-dr., $370*; 2-dr., $360°, 

EDSEL—’59 Ranger 4- dr, hardtop, $670* 


(ps). 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,520* (ps); Galaxie (8) conv., $1,- 
750* (ps); Country Sedan (8) 4-dr,, 
$1,450*, $1,430; Fairlane 500 (8) 4-dr., 
$1,400*; Fairlane 500 (6) 2-dr., $1,- 
150*; Fairlane (8) 4-dr,, $1,305, $1,- 

(ps), $1,260; Custom (8) 4-dr,, 
$1,050*. 

’59 Thunderbird (8) 2-dr, hardtop, 
070* (ps); Galaxie (8) 4-dr., 
$1,425*, $1,300°; 
$895. 

58 Thunderbird (8) conv., 
Country Sedan (8) 4-dr., 
tom 300 (8) 4-dr., $455*, 

’57 Fairlane 500 (8) conv., $640* (ps); 
Fairlane (8) conv., $515*; 2-dr., $490*, 
$300*; Custom (8) 4-dr., $365. 

°56 Fairlane (8) conv., $485*; 2-dr. Vic- 
toria, $130*; Custom (8) 2-dr., $125*, 

55 Custom (8) 4-dr., $220; Main (6) 2- 
dr., $200; Fairlane (8) conv., $200*; 
2-dr. Victoria, $145* (ps); Country Se- 
dan (8) 4-dr., $160*%; Ranch Wagon 
(8) 2-dr., $100. 

IMPERIAL—’58 Imperial hardtop, 
$1,520* (ps); 2-dr. $1,475* 


(ps). 
’57 Imperial 2-dr. hardtop, $1,135* (ps), 
$750* (ps); Crown conv., $1,055* (ps). 
*56 Imperial 2-dr. hardtop, $745* (ps). 
LINCOLN—’59 Capri 4-dr. hardtop, $1,- 
930* (ps); 2-dr. hardtop, $1,595* (ps). 
MERCURY—’57 Montclair 4-dr. hardtop, 
$490*; 4-dr., $390° (ps). 
'56 Montclair 2-dr. hardtop, $315*. 


4-dr. 


$2,- 
$1,430°, 
Fairlane (6) 2-dr,, 


$1,825* (ps); 
$540*; Cus- 


4-dr. 
hardtop, 


’55 Monterey station wagon 4-dr., $200* | 


(ps); 2-dr., $180*. 
’54 Monterey 2-dr. hardtop, $110. 


OLDSMOBILE — ’'59 (88) 2-dr. Holiday, 
$1,425* (ps). 

’58 (88) 4-dr., $825* (ps); (98) 4-dr., 
$750* (ps). 


°57 (88) Super 4-dr. Holiday, $740* (ps); 
(98) 4-dr., $510* (ps) 


"56 (88) conv., $305* (ps); (98) 4-dr. 
Holiday, $325* (ps). 

’55 (88) 2-dr., $100*. 

*54 (88) conv., $230* (ps); 2-dr. Holiday, 
$125*; 4-dr., $100*; (98) 4-dr., $100* 
(ps). 

PLYMOUTH—’60 Valiant (6) 4-dr., $1,- 


450*, $1,080; Belvedere (8) 4-dr., $1,- 
365; Savoy (8) 4-dr., $1,000. 

’*59 Suburban (8) Custom 4-dr., $1,160, 
$800* (ps); Belvedere (8) 4-dr., $1,- 
115*. 

’58 Belvedere (8) 4-dr. $370° 
(ps). 

’57 Suburban (8) Custom, $605* (ps); 
Plaza (8) 4-dr., $300*; Belvedere (8) 
2-dr. hardtop, $300*. 

56 Belvedere (8) 2-dr, hardtop, $540; 
Savoy (8) 4-dr., $285; Plaza (8) 2-dr., 
$135. 

’55 Belvedere (8) 4-dr., 


hardtop, 


$235* 


PONTIAC—’58 Chieftain 4-dr., $600* (ps); 
Safari 4-dr., $600* (ps). 
’57 Chieftain Safari 4-dr., $520*. 
’56 Chieftain Safari 2-dr., $210* (ps); 
Star Chief 4-dr., $170*, 
'54 Chieftain 4-dr., $105*, $100* (ps). 
’53 Chieftain station wagon 4-dr., $105*; 





2-dr. Catalina, $100*, 
RAMBLER—’59 Super (8) Cross Country 
4-dr., $855. 
’56 Custom (6) 4-dr., $365. 
STUDEBAKER—’55 President (6) 2-dr. 


hardtop, $115*. 
MISCELLANEOUS—’ 57 International C-all 


Suburb, $880. 

’56 Chevrolet %-ton pickup, $100; Ford 
%-ton pickup, $100. 

’55 Chevrolet 1-ton panel, $155. 


’52 International $125. 


NEWINGTON, CONN. 


Newington Auto Auction, Sale every 
Thursday. Prices are for sale of Aug. 10. 
Market very good. Sold 71 cars from 9% 
consignments. 


%-ton pickup, 


BUICK—’57 Special conv., $585* (ps8); 
Century 4-dr. Riviera, $525*; Super 2- 
dr, Riviera, $485* (ps). 

’55 Century 2-dr, Riviera, $165*; 4-dt. 
Riviera, $100°. 

’54 Super 2-dr. Riviera, $150*; 4-d?. 
$110* (ps), $100*. 

CADILLAC—’57 (62) conv., $1,300*. 


(Continued on Page 43, Col. 1) 
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L Used-Car Auction Prices 


(Continued from Page 42) 


156 (60) Special 4-dr., $300* (ps). 
154 (62) conv., $370* (ps), 
153 (62) 4-dr., $300* (ps); conv., $200* 
(PS). 
CHEV KOLET—’ 60 Biscayne (8) 2-dr., $1,- 
291)" 


159 Parkwood (8) 4-dr., $1,195*; Bel Air 
(6) 4-dr., $980, $950; Biscayne (6) 4- 


dr.. $930*. 

57 Bel Air (6) sport sedan, $560* (ps). 

156 Bel Air (6) conv., $450*; Two-ten 
(6) 2-dr., $350. 

55 Bel Air (8) 4-dr., $410*; Two-ten 
(6) 2-dr., $250. 

154 Two-ten (6) 4-dr., One-fifty 


$255* ; 

(€) station wagon 4-dr., $100. 

153 Two-ten (6) conv., $175*, 
ToO—'56 Firedome 4-dr., $270* (ps). 

poDGE—’57 Coronet (8) 4-dr., $490* (ps). 

155 Coronet (6) 4-dr., $140*; Royal (8) 
2-dr. hardtop, $120*. 

EDSEL—’58 Pacer 4-dr., $360* (ps). 

FORD—’60 Fairlane 500 (6) 4-dr., $1,200*. 

159 Galaxie (8) 2-dr, Victoria, $1,500* 
(ps); Ranch Wagon (6) 4-dr., $875. 

158 Fairlane 500 (8) skyliner, $900*. 

’57 Fairlane 500 (6) conv., $600* (ps); 
Fairlane (8) 4-dr., $510*; Fairlane (6) 
2-dr., $210* (ps); Custom 300 (8) 2- 
dr., $460; Ranch Wagon (6) 4-dr., 
$410*; Custom (8) 2-dr., $380. 

155 Custom (8) 4-dr., $225, $225*. 

54 Country Sedan 4-dr., $115*, 

MERCURY—’58 Monterey conv., 
(ps). 

‘7 Montelair 4-dr, hardtop, $700* (ps); 
Monterey 4-dr. hardtop, $530* (ps). 

‘56 Monterey 4-dr. hardtop, $400*. 

‘55 Monterey 2-dr., $300*; station wag- 
on 4-dr., $275*. 

NASH—’55 Ambassador (6) 2-dr, 
top, $210* (ps). 

PLYMOUTH—’59 Suburban (8) Custom 4- 
dr., $1,200* (ps); Belvedere (8) 2-dr., 
$810*. 

157 Belvedere (6) 4-dr., $410*; Savoy (6) 
4-dr., $385* (ps). 

56 Savoy (8) 4-dr., $330*; 
(6) Custom 4-dr., $170*. 
PONTIAC—’56 Star Chief 4-dr., $280*. 

154 Chieftain conv., $165*. 

RAMBLER—’56 Custom (6) 4-dr., $515*. 

55 Super (6) 4-dr., $205*. 

54 Super (6) 4-dr., $115*. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Aug. 8. 
BUICK—’60 LeSabre 2-dr. hardtop, $2,190* 

(ps). 

159 ‘LeSabre 2-dr. hardtop, $1,515* (ps). 

"56 Special 4-dr., $500*; Century conv., 
$485*, $435*, 

CADILLAC—’60 (62) conv., $3,250* (ps). 

59 (62) 2-dr. hardtop, $3,170* (ps), $2,- 
830* (ps); de Ville 4-dr, hardtop, $3,- 
035* (ps). 

’5S (62) 4-dr. hardtop, $1,500* (ps). 

CHEVROLET—’60 Impala (8) conv., $1,- 
805* (ps); Bel Air (6) 4-dr., $1,650* 
(ps); Corvair 500 (6) 4-dr., $1,300*; 
Biscayne (8) 4-dr., $1,215*. 

59 Corvette (8) conv., $2,365*; Brook- 
wood (8) 4-dr., $1,260*, $1,140* (ps); 
Biscayne (6) 4-dr., $1,140*; 2-dr., 
$830; Bel Air (8) 4-dr., $1,040*, 

58 Impala (8) 2-dr., $1,325* (ps); sport 
coupe, $1,000* (ps); conv., $860* (ps), 
$775* (ps); 4-dr., $800* (ps); Brook- 
wood (8) 4-dr., $965* (ps); Bel Air 
(8) 4-dr. hardtop, $900* (ps). 

’57 Bel Air (8) 4-dr., $925* (ps); station 
wagon 2-dr., $810* (ps); Two-ten (8) 
4-dr., $790, $690*; 2-dr., $735; Two-ten 
(6) 2-dr., $600*; 4-dr., $575. 

56 Two-ten (8) 4-dr., $710*; 
(6) 4-dr., $195. 

’55 Bel Air (8) 2-dr. hardtop, $550* (ps); 
Bel Air (6) 2-dr., $365; 2-dr. hardtop, 
$240*. 

53 Bel Air 2-dr., $225. 
CHRYSLER—’57 NY 2-dr., $795* (ps). 
DeSOTO—’57 Firedome 4-dr., $535*. 
DODGE—’57 Custom Royal (8) 2-dr. hard- 

top, $560* (ps). 

’55 Royal (8) 2-dr. hardtop, $250*. 
FORD—’61 Galaxie (8) 4-dr., $2,095* (ps). 

‘60 Thunderbird (8) conv., $2,885* (ps); 
Galaxie (8) starliner, $1,605* (ps); 
Falcon (6) 4-dr., $1,215. 

’59 Thunderbird (8) conv., $2,270* (ps); 
Ranch Wagon (8) 4-dr., $825*, 
‘58 Fairlane 500 (8) conv., $842* 

Custom (6) 2-dr., $575, 
57 Fairlane 500 (8) 2-dr. Victoria, $725* 


$740* 


hard- 


Suburban 


Two-ten 


(Ps) ; 


(ps); 4-dr., $565* (ps); Custom (6) 
2-dr., $500. 
IMPERIAL—’61 Imperial conv., $4,250* 
(ps). 
’59 Imperial Crown 4-dr., $2,390* (ps), 
$2,250* (ps), 
’57 Crown Imperial 2-dr., $1,275* (ps); 
4-dr., $1,190* (ps). 
MERCURY — ’58 Monterey 4-dr., $840* 
(ps). 
’57 Commuter 2-dr., $480* (ps); Mon- 


terey 2-dr., $430*, 
’56 Montclair 2-dr., $595* (ps). 
*55 Monterey 4-dr., $310* (ps). 
’54 Monterey 4-dr., $350* (ps). 
OLDSMOBILE—’60 (88) Super 4-dr., $2,- 


360* (ps). 
’59 (98) 4-dr., $1,750* (ps); (88) 4-dr. 
Holiday, $1,675* (ps); 2-dr. Holiday, 
$1,600* (ps). 


*B7 (88) 4-dr., $810* (ps), $725*, 


55 (88) conv., $300* (ps). ’ 

PLYMOUTH — ’58 Belvedere (8) 4-dr., 
$720* (ps). 

*55 Savoy (6) 2-dr., $190. 

53 Savoy 4-dr., $135. 

PONTIAC—’61 Catalina 4-dr., $2,100*, 


’60 Star Chief 2-dr., $2,240% (ps); sport 








coupe, $2,200* (ps); Catalina sport 
coupe, 195* (ps); 2-dr., $2,180* 
(ps), $1,705*, 


*59 Star Chief 2-dr., $1,615* (ps); Cata- 
lina sport coupe, $1,525* (ps); 4-dr. 
Vista, $1,550* (ps), 

58 Chieftain Safari 4-dr., $1,040* (ps). 

56 Chieftain 2-dr., $295*. 

RAMBLER—’60 Super (6) 
(ps), $1,100, 
59 Ambassador (8) 4-dr., $1,225* (ps). 
STUDEBAKER—’59 Lark (6) Deluxe 4- 
dr., $1,470* (ps); 2-dr.; $575. 


SALT LAKE CITY 


Sale Lake Auto Auction, Sale every 
Tuesday, Prices are for sale of Aug. 8. 
BUICK—’'57 Century Estate Wagon, $760. 
CADILLAC—’61 (62) conv., $4,660* (ps); 

2-dr. hardtop, $4,400* (ps). 


4-dr., $1,470* 


*60 de Ville 2-dr, hardtop, $4,040* (ps). 
59 (62) 4-dr., $2,925* (ps). 


CHEVROLET—’61 Impala (8) conv., §$2,- 
600* (ps); Corvair Monza (6) 2-dr., 
$2,160*; Brookwood (6) 4-dr., $2,010. 

’60 Impala (8) sport sedan, $2,150* (ps), 
$2,100* (ps), $2,100 (ps), $2,030 (ps), 
$1,875*; sport coupe, $2,145* (ps); Bel 
Air (8) 4-dr., $1,675* (ps), $1,595; 
Bel Air (6) 4-dr., $1,295, 

’59 Impala (8) sport coupe, $1,685, $1,- 
655* (ps); Parkwood (8) 4-dr., $1,- 
680* (ps); Nomad (8) 4-dr., $1,670* 
(ps); Bel Air (8) 4-dr., $1,300*, $1,- 
235*, $1,060, $1,010; sport sedan, $1,- 
065*; Biscayne (6) 4-dr., $975, $955. 

’58 Bel Air (8) 4-dr., $875*. 

57 Bel Air (8) sport sedan, $920*, 
$760*; conv., 2 at $840; Two-ten (8) 
4-dr., $610. 

’56 Bel Air (8) sport sedan, $785*, 

’55 Bel Air (6) 4-dr., $340*, 


COMET—’61 Comet 2-dr., $1,780. 
DeSOTO—’59 Fireflite 4-dr., $1,235. 
"53 4-dr., $155*, 
DODGE—’57 Coronet (8) 4-dr., $645*. 
’54 Coronet (8) Suburban 2-dr., $220*. 


EDSEL—’58 Citation conv., $790*. 

FORD—’61 Thunderbird (8) conv., $3,650* 
(ps); 2-dr. hardtop, 2 at $3,550* (ps); 
Country Sedan (8) 4-dr., $2,420*; Gal- 
axie (8) starliner, $2,340* (ps); Fal- 
con (6) 4-dr., $1,959, $1,795*, $1,750*; 
Fairlane 500 (8) 4-dr., $1,900. 

60 Thunderbird (8) 2-dr, hardtop, §2,- 
795* (ps), $2,790* (ps); Country Sedan 
(8) 4-dr., $1,845* (ps); Country Sedan 
(6) 4-dr., $1,550; Galaxie (8) starliner, 
2 at $1,825* (ps), $1,790* (ps), $1,- 
625* (ps); 2-dr., $1,705; 4-dr. Victoria, 
$1,700* (ps); 4-dr., $1,550* (ps); Fal- 
con (6) station wagon, $1,550; 4-dr., 
$1,375*, $1,315; Fairlane 500 (8) 4-dr., 
$1,360*, $1,350; 2-dr., $1,250. 

59 Galaxie (8) 2-dr., $1,475*, $1,370* 
(ps); 4-dr., $1,355; Ranch Wagon (8) 
2-dr., $1,250; Fairlane 500 (8) 4-dr., 
$1,180* (ps). 

’58 Fairlane 500 (8) conv., $1,045* (ps); 
Fairlane 500 (6) 4-dr., $850; Fairlane 
(8) 4-dr., $725; Custom 300 (8) 2-dr., 


$400. 

’57 Fairlane 500 (8) 4-dr., $700* (ps); 2- 
dr., $625*; Custom (8) 4-dr., $290* 
(ps). 


’55 Ranch Wagon (8) 2-dr., $345; Fair- 
lane (8) 4-dr., $245*, 
IMPERIAL—’58 Imperial 4-dr., $1,605* 
(ps). 
LINCOLN—’61 Continental 4-dr., $5,095* 
(ps). 
’57 Premiere 2-dr. hardtop, $1,325* (ps), 
$1,125* (ps); conv., $1,225* (ps). 
’56 Capri 2-dr. hardtop, $450* (ps). 
MERCURY—’59 Montclair 2-dr. hardtop, 
$1,565*. 
’58 Montclair 4-dr, hardtop, $770* (ps). 
’56 Monterey 4-dr., $365. 
’54 Monterey 2-dr. hardtop, $205*; 4-dr., 
$190*. 
OLDSMOBILE—’60 (88) 4-dr., 
dr., $1,505. 
’5S (88) 2-dr., $495. 
’57 (88) 4-dr. Holiday, $655* (ps); 4-dr., 


$1,685; 2- 


$610*. 
PLYMOUTH—’60 Belvedere (8) 2-dr. hard- 
top, $1,605* (ps). 


59 Suburban (8) Sport 4-dr., $1,130*; 
Belvedere (8) 4-dr., $1,030*, $980*. 

’58 Savoy (8) 4-dr. hardtop, $690* (ps). 

’57 Plaza (8) 2-dr., $470*. 

PONTIAC—’61 Tempest (4) 4-dr., $1,750. 

’60 Bonneville conv,, $2,665* (ps); 4-dr. 
Vista, $2,235* (ps). 

’59 Star Chief 4-dr., $1,980* (ps); Cata- 
lina sport coupe, $1,740* (ps). 

57 Star Chief 4-dr, Catalina, $800*, 
$600*; 2-dr. Catalina, $465* (ps); Su- 
per Chief 2-dr, Catalina, $780*; Chief- 
tain 4-dr., $765*. 

’55 Star Chief 2-dr. 
Chieftain 2-dr., $340. 

’54 Star Chief 2-dr. Catalina, $445*. 

RAMBLER—’61 Classic (8) Custom 4-dr., 
$1,865". 

’58 American (6) 2-dr., $595. 

STUDEBAKER—’60 Lark (6) station wag- 
on, $1,235. 

’*57 Commander (8) 4-dr., $325* (ps). 

MISCELLANEOUS—’ 59 Chevrolet (6) pick- 
up, $1,130; Ford (6) Ranchero %-ton 
pickup, $945. 

’58 Dodge (8) pickup, $725. 

’57 Ford (8) %-ton pickup, $750; Inter- 
national (6) pickup, $690. 

’55 Chevrolet 1%-ton stake, $790. 

’54 International truck, $2,800, 

’53 Ford tractor, $1,600; Chevrolet pick- 
up, $335. 

"50 Studebaker pickup, $185. 

’49 Chevrolet pickup, $175, $150. 

* cg * 


Catalina, $450*; 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (Aug, 9). Prices took up- 
ward swing. Sold 82 percent of 543 con- 
signments. 
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Good news for parts deft. mgrs.! 
BORROUGHS announces new type of bin! 


BORROUGHS 


“RPartselector’’ 
HARDWARE BIN 





eliminates hit-or-miss parts storage — provides 
efficient parts selection with accuracy and speed — 
saves time, space, money! : 


Custom-designed for parts storage adaptable to your particular needs, Borroughs “PART- 
SELECTOR” Hardware Bin requires only 6 square feet of floor space. This new system comprises 
2 matching Borroughs “Flexi” bins fastened side by side, with hinged-lid boxes divided into 
compartments, 2 sizes of hanging “Handee Andee” bin boxes, and 2 surplus shelves, with 
adjustable dividers, for bulky parts. 
A waist-high, hide-away, swing-out 
shelf provides a sturdy, convenient 
resting place for storage boxes while 
being used. Here’s the perfect bin for 
easy, accurate inventory and quality 
maintenance! 


Li) 
a Ld 





Well built, heavy gauge, with plastic 
insert moulded into compartments, each 
identified by illustration, part number, 
size, pack. 





HANGING BOXES 


2 sizes. Boxes have large 
label holders and curved 
bottoms, and can easily be 
removed or replaced in 
unit. 





HIDE-AWAY SHELF 


A handy, waist-high resting place for 
boxes. Swings on 2 pivoted channel arms. 
Swings snugly into bin after use. 








These Borroughs warehouse distributors are at your service.... 


PHILADELPHIA: East Coast Distributing Co. 


ALEXANDRIA, VA.: 
780 S. 52nd St. 


HOUSTON: W. W. Cannon Co. 
1901 Winter St. 


Universal Equipment Co. 
2420 Oakville St. 


Thursday (Aug, 10). 
we had a terrific sale, Sold 282 cars from 
467 consignments. 


day 
models. Older models holding well, Sold 178 
cars from 261 consignments, 


day 
Sold 82 percent of 845 consignments, 


* * * 


CHICAGO 


Greater Chicago Auto Auction, Sale every 
In spite of the rain, 


* * * 


FONTANA, WIS. 


Fontana Auto Auction, Sale every Thurs- 
(Aug, 10), A little softness on late 


* of * 


MINNEAPOLIS 


Minneapolis Auto Auction, Sale every 


Wednesday (Aug. 9). Market short in sup- 
ply of cars. Sold 43 cars from 98 consign- 
ments. 


ee 
MANHEIM, PA. 


Manheim Auto Auction, Sale every Fri- 
(Aug, 11), Market continues strong. 


Roosevelt Appoints Siena 
WASHINGTON. — Frank E. R. 


Siena has been appointed execu- 
tive vice-president and general 
manager of Roosevelt Automobile 


ATLANTA: Bins & Equipment Co., Inc. PITTSBURGH: Automotive Bin Service Co., Inc. 
1918 Buford Highway, N.E. INDIANAPOLIS: ret Co., Inc. 1302 Highland Bldg. 
BROOMALL, PA: East Coast Distributing Co. : 
2010 Boxwood Dr. JACKSONVILLE: Bins & Equipment Co., Inc. Oe ae. 
610 Ligustrum Rd. rere > 
BUFFALO: Automotive Bin Service Co., Inc. 
51 Isabelle KANSAS CITY, MO.: Siggins Co. aw rot wee o. Box 1552 
CHICAGO: felix F. Loeb., Inc. 706 Broadway 
8810 S. Vincennes Ave. SALTLAKE CITY: Business Equipment Co. 
T c = LOS ANGELES: Green-Penny Co. 949 E. 21st, South 
CINCINNATI: Automotive Bin Service Co., Inc. 4180 E, Noakes St. f 
1220 Richmond St. ST. LOUIS: Siggins Equipment Co. 
CLEVELAND: Automotive Bin Service Co., Inc. LOUISVILLE: pried se toréne Co., Inc. a nee para a vhs 
8905 Lake Ave. vilde ID. . jorroughs Mfg. Co. 
DALLAS: W. W. Cannon Co. . | Factory Branch and Warehouse 
9739 Denton Dr. a Sees 809 Hubbard Ave. 
DAVENPORT: Felix F. Loeb, Inc. SEATTLE: The Brower Co. 
612 Kahl Bldg. MILWAUKEE: Felix F. ag Inc 114 Virginia St. 
DENVER: Barker Co. wee 6. Ses 200. SEATTLE: William A. Gore Co. 
421 Santa Fe Dr. NEW ORLEANS: Edco Metals, Inc. 214 3rd Ave., S. 
DETROIT: Automotive Bin Service Co., Inc. 3030 Josephine St. TACOMA: Tacoma Asbestos Co. 
10040 Freeland Ave. 25th and Holgate 
FARGO: Ad \ NEW YORK: Borroughs Mfg. Corp. i 
» eh tah O 121 Varick St. TOLEDO: Automotive Bin Service Co., Inc. 
6 North 13th St. wa a dn 518 Jefferson Ave. 4 
FORT WORTH: re aoe Co. OAKLAND: wee © = sy WATERTOWN, ‘Mass.: Sages Steel Products, Inc. 1 
ae ; 264 N. Beacon St. | 
FRESNOs ee OKLAHOMA CITY: W. W. Cannon Co. PUERTO RICO: Automotive Specialties, Inc. 
HONOLULU,Hawail: Hunters’ Office & Industrial toner CRY ENS She ND 
; Equipment Co. OMAHA: Siggins Co. CANADA: Wickware-Stackbin, Ltd. 
538 Reed Lane 1236 S. 13th St. P.O. Box 740, Perth, Ontario 





ie o we R o ib & Fe Ss MANUFACTURING COMPANY 


OF KALAMA 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


Co., Fiat, Jaguar and Daimler dis- 
tributorship, according to Franklin 
D. Roosevelt jr., president. 


3026 NORTH BURDICK ST. alli. KALAMAZOO, MICHIGAN 
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Austin Calls Customer Satisfaction To 


AUTOMOTIVE NEWS, AUGUST 21, 1961 


Asset... 





Wheel-and-Deal Foe Hits Jackpot ~~ 


By Trescott Goode 
Staff Correspondent 


MIAMI. — Bill Austin traces the 
start of his success as a Ford deal- 
er to the day he decided to get 
away from the “wheel-and-deal” 
type of merchandising. 


“Instead of relying on a purely 
price, low-downpayment and low- 
payment emphasis, we thought 
satisfied customers would be our 
greatest asset, and we devoted 
every effort to accomplish this,” 
he said. 

The other half of the “we” in this 
instance is John Matthews, Austin 





¢ 





John Matthews Bill Austin 


Ford’s partner and general man- 
ager, who joined the firm three 
years ago after extensive auto-re- 
tailing experience in Miami and 
other Florida cities. 

Austin said he credits Matthews 
“with much of the leadership which 
has gained the company top place 
among Ford dealers in Miami.” 

Discussing the firm’s retailing 
policies further, Austin said: 

“Ours was to be a dealership that 
would advertise continuously on 
fair dealing, satisfactory service, 
the home-town dealer who would 
treat customers on a personal basis 
and provide all those little extras 
that are usually absent in an ordi- 
nary volume business. 

“Of course, we have to talk 
some about new cars, but we be- 
lieve it is the function of factory 
advertising to develop the desire 


for a particular make of car,” 
Austin continued. 

“The dealer should promote the 
dealership and the reasons why a 
buyer should come to him for bet- 
ter service after the sale, as well as 
for fair dealing.” ‘ 

He said Austin Ford spends 
about $125,000 annually on adver- 
tising, mostly for TV commercials 
which he does himself. 

“We never emphasize price or 
payments, but rather our conveni- 
ent location, which is within 15 
minutes of any place in Miami,” 
Austin said. 

The company’s inventory aver- 
ages 300 new units at all times, he 
added, and at present Falcon is ac- 
counting for almost half of his 
sales. 

Turning to service, he said cus- 
tomer labor, including body and 
paint work, averages $25,000 a 
month. Parts sales run as high as 
$45,000, he added. 


Charles Stewart, service manager, 
+ * 






Fast Service— 


Austin Ford, Miami, specializes in fast 
service, sometimes assigning two or three 
men on the job to expedite delivery. Al- 
most all of the quick-service work is han- 
died in covered open-air stalls. 


Used Import Car Prices 








Albany 59 4-dr., $440, 
Volkswagen — °57 Karmann-Ghia 2-dr., | _ "58 4-dr., $450. 
$840. Triumph—’58 conv., $1,105. 
Veuxhal—/00 4-dr., $610 
Bordentown, N. J. "58 4-dr., $500, $175. 
Opel—’60 2-dr., $825. —— 61 2-dr., $1,565, $1,525, $1,- 


Simea—’58 Aronde 2-dr. hardtop, $240. 
Triumph—’58 roadster, $810. 
Volkswagen—’61 2-dr., $1,550. 

759 2-dr., $995. 

"58 conv., $1,025. 

"56 2-dr., $460. 


Caldwell, N. J. 


"60 2-dr., $1,325, $1,320, $1,300, $1,170. 

’59 Karmann-Ghia, $1,390; 2-dr., $1,150, 
$1,125, $1,020; Microbus, $850; station 
wagon 2-dr., $800. 

’58 Microbus, $700. 

"53 2-dr., $335, 


Mason City, Ia. 


Ford (English)—’57 Consul 4-dr., $300. Opel—’59 2-dr., $680 
Tae cae — $420. Volkswagen—’60 2-dr., $1,160. 
; +s . ’58 sunroof 2-dr., $840. 
57 2-dr., $695. ’ 
: Sacramento 
Volks “ee 1,180, $1,150 ore senteee, | aee. 
wapen ce nenees: Waves Metropolitan—’58 2-dr. hardtop, $530. 
D i Vauxhall—’58 Victor 4-dr., $340. 
etroit Volkswagen—’56 2-dr., $590. 
Austin-Healey—’60 3000 roadster, $1,850. 
Fli Sale Lake City 
int Volkswagen—’60 2-dr., $1,350, $1,300. 
Goliath—’59 station wagon, $350. 57 2-dr., $655. 
Volkswagen—’61 sunroof 2-dr., $1,515. 


Warehouse Point, Conn. 
Renault—’59 Dauphine 4-dr., $350, $325. 
’58 Dauphine 4-dr., $390. 


’59 Microbus, $1,170. 
Fontana, Wis. 





Fiat—’60 4-dr., $505. 
Volkswagen—’61 Microbus, $1,865. 


Los Angeles 
Austin-Healey—’59 Sprite, $950. 
’58 roadster, $1,230. 
Fiat—’58 1100 4-dr., $350. 
Hillman—’53 Californian, $160. 
Morris—’59 Minor 2-dr., $425. 
Opel—’58 Rekord 2-dr., $535. 
Renault—’60 Dauphine 4-dr., $675. 
759 Dauphine 4-dr., $485. 
Simea—’59 Aronde 300 Chatelaine station 
wagon, $475; 4-dr., $435. 
Triumph—’59 station wagon 4-dr., $290. 
Volkswagen—’57 sunroof 2-dr., $810. 
’56 2-dr., $675; sunroof 2-dr., $645. 
Volvo—’57 2-dr., $600. 
Wartburg—’60 station wagon 2-dr., 


Manheim, Pa. 
Austin-Healey—’60 roadster, $1,900. 
Borgward—’61, $1,275, $1,060. 

’58 station wagon, $500. 
Ford (English)—’59 Consul 4-dr., $700, 
Goliath—’58 station wagon, $200. 
Jaguar—’60 4-dr., $2,470". 

’58 2-dr., $1,125*. 

’57 Mark VII conv., $675*. 


$340. 


MG—’60 1600 conv., $1,400; 1600 2-dr, 
hardtop, $1,310. 
58 MGA conv., $1,000, 
Mercedes-Benz—’61 4-dr., $2,860; 190SL 


2-dr., $825, 
760 180 4-dr., $1,770. 
’58 4-dr., $1,175. 
Metropolitan—’60 conv., $910; 2-dr., $510. 
’59 2-dr., $455. 
Opel—’ 60 2-dr., $980, $630. 
’59 station wagon 2-dr., $700. 
’57 2-dr., $625. 
Renault—’60 Dauphine 4-dr., $710. 













Barry Receives Plaque— 


A plaque recognizing him as an out- 
standing dealer is presented to Steven R. 
Barry, right, Barry Lincoln-Mercury, Inc., 
Lakewood, O., by T. A. Coward, Lincoln- 
Mercury Cleveland district sales manager. 
The Outstanding Dealer Award, a newly 
instituted program in the Cleveland Lin- 
coln-Mercury district, is given for achieve- 
ment in sales and service performance. 








supervises a force of 30 mechanics, 
three service salesmen and two su- 
pervisors. 

There are 24 new-car salesmen 
working under Luke Kinner and 
Driver Franklin, new-car sales 
managers, while Wayne Jones, 
used-car manager, has a staff of 10 
salesmen. 

William Grant, truck-sales man- 
ager, has four salesmen, and the 
parts department is under the di- 
rection of Ron Strickland. 

Austin said the firm sold 2,500 
new cars in 1960, including those 
to car-rental outlets, and retailed 
almost 2,000 reconditioned used 
cars. 

“Usually only one-owner Cars 
are offered at retail; the remain- 
der are sold at wholesale,” he 
added. 

“We believe the average buyer is 
more satisfied with truth and 
frankness in all selling negotia- 
tions. All this holly-golly about 
free-this and free-that really 
doesn’t sink in any more. Motorists 
know the dealer must make a prof- 
it to stay in business and is en- 
titled to it. 

“Frankly, the shopping-around 
that is so prevalent today is partly 
the dealer’s fault because some 
salesmen make such extravagant 
claims that the motorist becomes 
confused and winds up not believ- 
ing any one,” he said. 

“After all, nearly everyone today 
looks for a discount and we be- 
lieve dealers would be better off if 
they would talk more about their 
dealerships and the extra benefits 
they offer than relying strictly on 
price appeal,” he said. 


Compacts Gain 
In 61 Purchases, 
PHH Study Shows 


BALTIMORE. — Over a seven- 
year period, the average PHH car 
for salesmen has advanced from 
strictly basic transportation to a 
larger, better-equipped vehicle, ac- 


cording to Peterson, Howell &| = 
Heather, Inc., vehicle leasing and ie 


fleet-management firm. 

The study also shows that while 
the Big Three compacts have made 
Some inroads in clients’ fleets, the 
overwhelming choice still is the 
standard Chevrolet, Ford, Plymouth 
or Dart, a PHH spokesman said. 

In 1961 the standards accounted 
for 84.7 percent of the cars, com- 
pared with 99.2 percent in 1955 and 
92.2 percent in 1960. Compacts took 
11.4 percent of the total this year, 
compared with 5.9 percent in 1960. 

“Equipment growth on all cars 
has been substantial since 1955, and 
was responsible, along with the in- 
crease in engine size’ and horse- 
power, for the universal change- 
over from six-volt electrical systems 
to 12-volt,” the spokesman said. 

Sedans are the most popular body 
style, he added, and accounted for 
more than two-thirds of the 1961 
purchases. However, the hardtop 
and the station wagon have in- 
creased their percentages since the 
sedan reached its high point of 
$2.8 percent in 1955, he said. 


Manheim Auction 


To Celebrate 


MANHEIM, Pa.—Manheim Auto 
Auction, Inc., will celebrate its 16th 
anniversary Sept. 14-15 by staging 
a free barbeque and giving away 
$16,000 in prizes. 

Grand prize will be an 18-foot 
cabin cruiser and 80-horsepower 
outboard. Cash prizes will be 
awarded as follows: Thursday — 
First prize, $1,000; second prize, 
$250; five prizes of $100 each and 
five prizes of $50 each. Friday — 
Grand prize, cabin cruiser; second 
prize, $500; third prize, $250; 10 
prizes of $100 each and five prizes 
of $50 each. 

In addition, the auction will 
award a series of “management ap- 


preciation cash prizes” to dealers 
who have bought the most cars at 
the auction since Aug. 4. These 


prizes of $400 for first, $200 for sec- 
ond and $100 for third will be dupli- 


cated for dealers who have sold the | living quarters in a house or apart- 


most cars in that period. 





- 


Busy Section in Austin Shop— 


This is a busy section in the service department of Austin Ford, Miami. In the shop 
there are 30 mechanics, three service salesmen, two supervisors and painters and body 








Slayton Sells Outside ... 


He’s a Dealer. About Town 


beauty salon while the prospect is 
having her hair set. 

A proponent of this type of 
selling is Dick Slayton, vice-presi-’ 
dent of Slayton Motor Sales, Inc, 
(Plymouth). He sold more than 
80 new cars last year, and almost 
every deal was closed outside the 
showroom, 

Lee Gordon, co-owner of the 
dealership with Slayton, is the ad- 
ministrator of the team and presi- 
dent of the firm. While Gordon 
handles business at the dealership, 
Slayton travels around the town 
and the countryside, seeking new 
customers. 

His daily routine consists of vis- 
its to two of Howell’s beauty par- 
lors, where he meets feminine 
new-car prospects “on their own 
ground.” The beauty operators sup- 
ply plenty of sales ieads, and Slay- 
ton enjoys giving his car-selling 
pitch to ladies cornered under a 
hair dryer. 

Then follows a door-to-door can- 
vassing effort. For this, he works 





HOWELL, Mich. — Automobile 
selling can’t always be done in a 
clean, bright showroom where 
shiny new models add to the at- 
mosphere and heighten the sales 
pitch. 

The sale might be made in the 
dimness of a barn, with cows moo- 
ing in the background. Or it might 
be made in the no-man’s land of a 
































Dealer at Work— 


Auto Dealer Dick Slayton drives 300 
miles a week to tell folks around Howell, 
Mich., about Plymouth and Valiant. His 
sales pitch to Dick Brown was successful, 
even though it was accompanied by the 
mooing of cows and the rustle of hay. 
“Farmers are too busy to come to town, 
so | go to them,” Slayton says. 


Average Family 
Has 3.65 Persons, 


Census Shows 


WASHINGTON. — The average 
size of families in the United States 
is 3.65 persons, according to ad- 
released by the Bureau of Census. 


family consists of two or more 


vance data from the 1960 census 


According to census definition, a 





outlying areas near Howell, tramp- 
ing through cornfields, barnyards 
and woodlots and climbing into 
haylofts to explain the benefits of | 
owning a Plymouth or Valiant to a 
busy farmer, 

“I travel 300 miles a week vis- 
iting homes on the rural routes 
around Howell,” Slayton said. 
“Most of these people are too 
busy to talk on the telephone or 
to come into town, so I have to 
go to them.” 

A native of nearby Pinckney, 
Slayton, 25, is a third-generation 
Plymouth dealer in Howell. He 
started in the auto business as a 
service department employe of the 
dealership then owned by his 
father, Glen Slayton. It was first 
operated by his grandfather. 

When his father retired earlier 
this year, Slayton became vice- 
president and Gordon president of 
the firm, with equal interest. 

* * 







































persons in the same household who 
are related to each other by blood, 
marriage, or adoption. It includes] © 
the family head and all his rela-|; 
tives who live with him. 

In the North, the average size 
of families igs below the national 
average. This is true also for the 
Pacific Coast States. For the South 
and the Mountain States, the aver- 
age is above the natidnal mean. 

Hawaii leads the states with an 
average family size of 4.29. At the 
other end of the scale, Florida has| / 
the smallest average with 3.46. 

The averages compiled by the 
Census Bureau covers a total] of 
44,670,000 primary families which 
comprise about 99% percent of all 
families, 

The average size of households 
is 3.29 persons for the 53,021,000 
households enumerated in the 1960 
census. Households tended to be 
largest in Hawaii with an average 
of 3.86 and smallest in Nevada with 
an average of 3.02 and California 
with 3.05. 

A household is a person or group 
of persons who occupy separate 






























Captive Audience— 


Beauty parlors aren't off limits to Plym- 
outh Dealer Dick Slayton, Howell, Mich. 
He's sold cars to several women trapped 
under a hair dryer. Here, he chats with 
Goldie Ginsburg, a recent customer. 
Beauty operator Janice Papworth has sup 
plied many leads for Slayton. 









ment. 













Some of your, 


best customers 
are 


suburbanites' 





ae..and they buy 
Ahrough 
? I'he 
ew York 



















*Suburban real estate dealers know this. They place more 
tI of their advertising in The New York Times than in any other New York City 
newspaper. You, too, sell more of your best prospects in the suburbs 
‘ through The New York Times. Especially since suburban 
circulation of The Times is growing faster than that 
fm of other New York newspapers . . . at a faster rate even than the suburbs 
a themselves. You sell all of New York through The Times . . . because it’s 


New York’s #1 automotive marketplace. For buyers and sellers alike. 
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BRAKE PARTS 
ASSORTMENTS 
are designed to 
break 

brake service 


we have a very, very sick situa- 
tion in the automobile business. 

As a representative of the retail 
end of the business, having spent 
almost 22 years in close association 
with the new-car and _ used-car 
business, I feel that there are a 
few matters in which I disagree 
with him entirely. : 

Primarily, the business, especial- 
ly in Detroit, has reached that 
point of almost no return. 

I agree that the average sales- 
man today does not attempt _to 
follow up a so-called prospect. 
However, you cannot blame the 
salesman entirely. For one thing, 
his compensation has reached a 
situation where it is practically at 


kee 
























Brakes need tune-ups too, and the 
practical way ... the profitable way 
to service them is from these EIS 
Service Assortments. They save time and 
speed your work as they “hand”’ you the parts 
you need as you require them. Compartments 
are stock-check labeled . . . Kit and Cylinder 
packages are roe imprinted with specific car, 
model and year application information. 


EIS Service Assortments contain tailor-made groups 
of fast-turnover brake parts and provide lots of space 
for inventory expansion. Counter merchandisers, display 

boards, small parts dispensers are FREE with the assortments 


you purchase. 


Whether you replace, repair or rebuild . . . make 
sure you have the EIS Service Assortment that fits 
your shop requirements best. Ask your EIS Distributor 
for detailed information or write for EIS catalogs. 


EIS AUTOMOTIVE CORP., Middletown, Conn. 








cmt MASTER CYLINDERS AND KITS * WHEEL CYLINDERS AND KITS + SWITCHES 


CLUTCH CYLINDERS AND KITS + POWER BRAKE PARTS AND KITS + HOSES 


TURN YOUR 
New Car Showing 


“LOOKERS” 
Into NEW CAR 


BUYERS! 





New Car Showings cost a lot of money 















and produce more ‘‘lookers'’ than 
S buyers! 
Sk NOW ... there's a low-cost, complete ’ 





S program to QUALIFY ‘‘lookers’’, OR- 
SS GANIZE Sales Efforts and SELL MORE 
Rm NEW CARS for your dealership. 


ar This NEW program works regardless of 
make or size of your dealership. Get 
the full story TODAY! 


It’s Another of the NEW 
WOLF PLANS of Customer Development 


THE JOHN E. WOLF COMPANY 
621 North Robinson 
Oklahoma City 2, Oklahoma 


Show me how to turn LOOKERS into BUYERS. No obligation 
on my part! 














DEALERSHIP 
BY TITLE 
CITY STATE 












its lowest ebb. 

As has happened to me in so 
many instances, One salesman 
can do the best selling job that 
can be expected of him, only to 
have the prospective buyer come 
up with one of the following re- 
marks: ° 

“Oh, I’m just shopping around 
for the best deal” or “before I buy 
I must talk it over with my wife.” 

In addition, having been given as 
fine a presentation of the product 
as can be possibly done, the pros- 
pective buyer will answer with the 
rejoinder: 

“I know that the car is of fine 
quality, and I’m going to buy one, 
but I’m still looking.” 

Still looking for what? For that 
salesman, or that dealer who is 
willing to accept a deal which 
leaves little or no profit, and as a 
result, little or no commission for 
the salesman? 

Talk as long as he will, Kohn 
reflects the attitude of the average 
car buyer of today—they lie, they 
cheat and use every unethical prac- 
tice available for their purposes. 

Kohn mentioned that he used 
the words, “I am willing to pay 
cash.” Does he not realize that 
today, with the margin of profit 
so slim, a time deal with the re- 
serve from the bank or finance 
company is a factor in figuring 
profits? 

Your own publication has on oc- 
casion pointed out that the dealer 
is working on a less than one per- 
cent return on his investment. 
Does this make sense? 

Epiror’s Note: Dealer profit 
figures are almost always profits 
on sales, not profits on invest- 
ment. 

Take a statistical actuary, how 
high has been the mortality rate 
among the automobile dealers in 
the country? You have the figures 
and the actual data. Considering 
the time, the effort, and the money 
invested, this number is stagger- 
ing. 

I know for a fact that at least 
30 percent of the automobile deal- 
ers in the metropolitan area of 
Detroit have gone by the wayside. 

As for the reflection that the au- 
tomobile dealers are staffed by a 
group of salesmen who are mal- 
contents, drunks, lazy, good-for- 
nothing bums, I take umbrage to 
this observation. 

This situation exists in many re- 
tail operations. That the personnel 
is not properly screened or schooled 
I agree. But why? 

In many instances, an individ- 
ual expressing a desire to go into 
the automobile business is hand- 
ed a brochure, an order pad and 
a calling card, and, without much 
else to go by, he is now an auto- 
mobile salesman. 

The training provided by the fac- 
tory is both impractical and inade- 
quate. The public is very little con- 
cerned with the engineering quali- 
ties of the product being offered for 
sale. 

This, too, is an interesting topic. 
Look at the so-called engineering 
advances made by the manufactur- 
ers in the past few years. Illustra- 
tion, “air suspension ride.” Very 
fine indeed on the drawing boards, 
but what trouble for the purchaser 
of. an automobile with this “gadg- 
et.” 

Why did they discontinue it? 
There are many, many other so- 
called advances which have proven 
to be miserable failures. 

To get back to the original topic 
of discussion, Kohn did not men- 
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In the Letterbox 





(Continued from Page 14) 


yet to meet the first individual 
who admitted that there was some- 
thing faulty with the car being 
traded in. 

Among these so-called honest, 
upright citizens have been includ- 
ed members of the clergy. If you 
cannot believe a person of the 
cloth, whom can you believe? 

If the appraiser is not on the ball, 
the dealer owns a trade for far 
more than its actual worth. How 
much used-car trade value can you 
write down? 

To further continue this disserta- 
tion, I must mention the ridiculous 
law passed by Congress wherein 
the manufacturers’ suggested retail 
price is posted on each and every 
car shown by the dealers. What a 
farce, indeed. 

How many purchasers of new 
cars have paid the full price as 
suggested on this posted slip? And 
how many individual purchasers 
are willing to believe that these 
prices are true? 

Try to combat the “big discount.” 
When a few dealers in Detroit tried 
to organize for the purpose of es-, 
tablishing a legitimate markup, 
where they could afford to pay a 
good salesman a decent commis- 
sion, the government stepped in 
and tried several dealers on the 
basis of “unfair trade practices.” 

Do these people, and does Kohn 
consider a dealer’s full markup 
as an unfair practice? Why it 
was the government itself which 
insisted that the prices be post- 
ed, And yet, if any dealer insists 
that he receive the posted price, 
he not only loses out to a com- 
petitor, but he is ridiculed by the 
entire retail automobile industry. 

Can you blame a salesman for 

not following up a prospective buy- 
er? Not only will he be undersold, 
but if he finally does sell, his com- 
pensation in proportion to the sell- 
ing price is so meager, he has lost 
interest. 

What then is the answer? I do 
not know. The dealer feels that he 
is not making enough gross profit 
to pay a salesman a decent com- 
mission. 

And the salesman feels that there 
isn’t enough money left for him 
to pursue the elusive, tricky and 
reluctant buyer. Here in Detroit 
there are some dealers who pay a 
$50 minimum if he accepts the deal 
presented to him. Is this enough? 

In order to make a decent, 
comfortable living, a salesman 
must sell at least 150 cars a year. 
For the average, and for the 
most, this is no mean feat. Es- 
pecially when your competitor 
down the street is willing to ac- 
cept a deal for even less. 

Particularly is this true of deal- 
ers who have been subsidized by 
the manufacturer. When I started 
in this business, we received $30 
per unit and 10 percent of the ac- 
cessories. The average commission 
then was approximately 37 percent, 
and this was in 1939 when a buck 
was worth something. 

Something must be done and I 
am in accord with Kohn on this 
score. But what it is I do not know. 
One thing is certain; unless some- 
thing is done, this business will 


resolve itself to a point where the 
individual will be nothing more 
than a slave working for peon 
wages in America. 





— 


this moment. Id rather starve than 
to prostitute myself to sell a new 
car selling for over $2,000 for ag 
two-bit commission.—NATHAN Ng 
son, 19789 Schaefer Rd., Detroit 35, 
Mich. 


* * * 


Buyer Bypasses Salesman 


In Automotive News, July 31, 
Page 35, Mr. Walter F. Kohn asks: 
“Have Auto Salesmen Vanished? 
It seems to me that the conditions 
he mentions are general over most 
of our country, with a few excep. 
tions in small towns. 

Here is how I bought my last new 
car in 1959. I used a classified aq 
in the Tampa (Fla.) Morning Trib. 
une as follows and paid cash: 

“Want new or used German 
DKW with automatic clutch. L, ¢, 
Hanna, Hanna Rd., Lutz, Fla.” 

Bought it the next day in a smalj 
town east of Tampa.—L. C. Hanna, 


Hanna Rd., Route 3, Lutz, Fla, 
* * * 


‘Tucker Most Exciting Car’ 


Enjoyed your article on the 
Tucker car. Have owned car No. 14 
(Tucker) since 1951 and am very 
grateful that the corporation was 
able to get enough made so that 
we were able to get one. 

Though it had over 70,000 hard 
miles on it when we obtained it, 
it is the most exciting automobile 
I have ever driven. It now has over 
125,000 miles. 

Have overhauled it at a cost 
of $53 for rings, bearings, and 
gaskets. Less than .003 of an inch 
wear on cylinders. Have replaced 
one torsion tube—all others are 
original. 

This car turned 82 on quarter- 
mile strip at Pomona, starting in 
second gear, The track record at 
the time for stock cars was 788 
(Olds 88), and ours had 100,000 
miles on it at that time. 


We get 20 miles per gallon at 50, 
It has four-speed transmission 
(fourth is overdrive), and all four 
speeds are silent-synchro. The en- 
gine is a Franklin aircraft, weight 
320 pounds (aluminum) and the 
torque is 372 at 2,800 revolutions 
per minute; 335 cubic inches. 


It hag the most .room for pas- 
sengers of any sedan—by today’s 
standards it could be eight-passen- 
ger. Performs like a roadster, yet 
it’s a large family-sized sedan 
(4,235 pounds). 

Steering and brakes are terrific. 
No nosedive whatsover, even in 
“panic stops.” 


Parsons’ engine was a great 
idea, but due to oil-foaming when 
hot, it didn’t work out. The hy- 
draulic valves (not lifters but 
actual hydraulic valves) would 
lose timing, same as Chrysler’s 
rear-end trouble in the Pan- 
American road races—“air bub- 
bles.” 

These problems are not easily 
overcome, but someone always 
sticks with them till they get the 
answer. Don’t know how the horse 
ever lost out. 

GM’s Corvair is a tribute to how 
the Tucker Corp. was—the Corvair 
has no ends of tricks for the public 
to work out. The Tucker was “trou- 
ble-free,’ comparing its extremely 
low budget and GM resources. 


The Edsel was written off as 4 
$250-million cost, and they howled 
at Tucker for “wasting” $16 mil- 
lion, but look at the difference in 
products. He had an empty plant 
and an entirely different automo- 
bile, where Edsel was merely @ 
hopped-up Ford.—W. B. HamMLIn, 





Perhaps all the foregoing is one 
reason for my being unemployed at 


229 E. Rosewood Court, Ontario, 
Calif. 





From Out of the Past— 


} 2 These four automotive veterans—a 1948 Tucker, 1935 Reo, 1932 Franklin “Airman” 
tion a tradein. In all of my yearS|and 1940 Graham ‘“Supercharger''—all are in top shape and running very well, 
in dealing with the public, I have! according to W. B. Hamlin, Ontario (Calif.) auto enthusiast. 
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Lawsuits Affecting Dealers .. . 
eee eee 


Court Decisions 





By Leo T. Parker 
Attorney at Law 


RECENT higher court has held 
A that it is not negligence for an 
automobile dealer to permit a pro- 
spective buyer to take out an auto- 

mobile low on 
gasoline. 

For instance, in 
Lee Eller Ford 
Co. v. Herod, 353 
Pac. (2d) 702, the 
testimony showed 
facts, as follows: 
An automobile 
dealer permitted 
a prospective pur- 
chaser, Wilson, 
to drive the auto- 

Leo T. Parker mobile before he 
decided definitely to buy it. While 
on the test trip Wilson ran out of 

line; the car stalled, and a per- 
son named Herod was seriously in- 
jured when he collided with Wil- 
gon’s stalled automobile. 

Herod sued the automobile dealer 
for several thousand dollars dam- 
ages on the contention that the 
dealer was negligent in allowing 
Wilson to test-drive the automobile 
so low on gasoline. 

The higher court held the auto- 
mobile dealer not liable in damages 
to Herod, and said: 

“We are of the opinion that 
under the facts of this case, 
plaintiff (Herod) failed to show 
that defendant’s (dealer’s) al- 
leged failure to provide an amount 
of gasoline sufficient to enable 
defendant (Wilson) to test-drive 
the Buick shows a defect in the 
Buick at the time same was de- 
livered to Wilson. Wilson was ex- 
perienced in operating motor ve- 
hicles, and he knew that the 
motor of the Buick operated on 
gasoline.” 

With respect to the argument 
that the automobile dealer was 
liable for injuries to Herod, because 
the gasoline gauge was inaccurate, 
the court said that Wilson should 
have known that the gasoline sup- 
ply was practically exhausted the 
first time the motor sputtered and 
stopped, and that it was his duty 


to buy gasoline immediately. 
* oa * 





Damages for Injury 
HIGHER court awarded $22,500 
to a woman who sustained 
slight face injuries, 

For illustration, in Hanlon v. 
Pomeroy, 157 At. (2d) 646, it was 
shown that through negligence of 
a driver named Pomeroy, his au- 
tomobile collided with a car op- 
erated by a woman whose head 
struck the windshield causing 


Georgia Adopts 
Title Law Meeting 
Uniform Standards 


WASHINGTON. — Georgia has 
joined 37 other states by enacting 
a certificate-of-title law this year 
which conforms substantially with 
the Uniform Vehicle Code, a survey 
by the National Highway Users 
Conference disclosed. 

Certificate-of-title laws provide 
a system for recording ownership 
rights in motor vehicles and reg- 
ulating the transfer of those inter- 
ests. The purpose of these laws is 
to protect against theft and fraud- 
ulent sale of vehicles and to iden- 
tify vehicles and their owners in 
the event of an accident or law 
violation. 

North Carolina changed its cer- 
tificate-of-title law by providing 
for a manufacturer’s certificate of 
transfer for new motor vehicles. 


. The law further requires a record 


of any security interest to be de- 
livered to the motor vehicle de- 
partment. These provisions con- 
form closely with relevant sections 
of the Uniform Vehicle Code. 

Florida and Wyoming extended 
their law to require a manufac- 
turer’s statement or origin included 
with the sale of any new motor ve- 
hicle, 

Kansas made a technical revision 
requiring dealers to distinquish be- 
tween another registered dealer and 
the ultimate owner in reassigning 
& certificate of title. 


slight but permanent injuries to 
her face. The court awarded Han- 
lon $22,500 damages, 

The court said: “It is common 
knowledge that in certain cases no 
amount of surgery will ever restore 
the patient ... A drastic change 
had occurred in her face , . .” 

* * * 


Must Be Authorized 


ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: What legal rule 
can an automobile dealer use to 
determine who is liable for injuries 
caused by a negligent driver of an 
automobile owned by the dealer? 
Last month a higher court laid 
down this rule: The person re- 
sponsible for injuries caused by 
a negligent driver is the one who 
gave the negligent driver author- 
ity to drive the car. 

For illustration, in Dolins v. Wil- 
liams Buick Co., 167 N. E. (2d) 850, 
the testimony showed facts, as fol- 
lows: A Massachusetts state law 


provides that registration of a 
motor vehicle in the name of an 
automobile dealer is prima facie 
evidence that the automobile is op- 
erated by a person for whose con- 
duct the dealer is legally respon- 
sible. 

Further testimony showed that a 
man named Dolins believed that he 
could sell a used Buick to one 
Tradd. The car had the dealer’s li- 
cense plates thereon, Tradd invited 
his friend Sommer to go with him 
on the trial drive. Tradd was driv- 
ing at a rate of 45 miles per hour 
and while making a curve took his 
hand off the wheel and turned his 
head to look at a dog. The car 
crashed into a pole and Sommer 
was injured. Sommer sued Williams 
Buick for damages, claiming that 
it was liable in view of the above 


state law. 
* * 


¥* 
4k higher court refused to hold 

Williams Buick liable in dam- 

ages to Sommers saying: 

“The evidence was sufficient to 
warrant a finding of gross negli- 
gence on the part of Tradd.” 

This higher court explained that 
Dolins, who borrowed the automo- 
bile from Williams Buick, may be 
liable in damages to Sommer and 
also Tradd may be liable in dam- 
ages to Sommer but that Williams 
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wel]: 
“<The salesmen all seem to be 
busy .. . let’s go in and check 
her over.” 





“Can I help you sir?” 





Buick is not liable for negligence 
of Tradd who was not authorized 
by any official of Williams Buick to 
drive the automobile, | 


State Law Ineffective 


A 


FEW weeks ago a higher court 
refused to hold applicable a 


state law which makes all owners 
of automobiles liable for injuries 
caused by persons who drive auto- 
mobiles by implied consent of the 
automobile owner. 


For instance, in the case of 
Garmon v. Sebastian, 5 Cal. Rptr. 
101, the testimony showed that 
an automobile owner named Se- 
bastian, took his automobile to 
a dealer’s garage for service. 

A garage employe, named Gar- 
mon, was seriously injured when 
another employe named Scott got 
into Sebastian’s car and put the car 
in reverse gear and caused it to 
collide with Garmon, pinning him 
against the wall. Garmon sued both 
Scott and Sebastian for damages. 
It was contended that Sebastian 
impliedly consented for Scott to 
drive his automobile because Se- 
bastian left it in custody of Scott 
when he drove it into the garage. 

The higher court refused to hold 
Sebastian liable but held Scott sole- 
ly liable saying that Scott’s negli- 
gence caused Garmon’s injuries, 
and the above mentioned state law 
was not applicable to result in Se- 
bastian’s liability. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 





It wraps up 
new car 
sales! 


ALVOLINE Guaranty 


NOW! 3 YEARS 
or 00.000 MILES! 


Offer your customers the Valvoline Guaranty—and here’s what 
you will get in return: 

















@ It will help you sell more new cars. 





@ You'll get without cost an outstanding follow-up system 
handled entirely by Valvoline. 


@ You'll get powerful sales aids that won't cost you one penny! 
@ It will help your service department profits keep pace with your 
booming new car sales. 


Get in on this profit-proved Valvoline Guaranty! For more details, 
call your Valvoline distributor, or contact Valvoline direct, today. 


VALVOLINE OIL COMPANY 


Division of Ashland Oil & Refining Company 
Refinery —Freedom, Pennsylvania e Home Office—Ashland, Kentucky 
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Service by Appointment Pays Off 


By L. H. Houck 
Staff Correspondent 


IRKWOOD, Mo.—Roedel Bros., 

Inc., International truck dealer 
here since 1938, sells $75,000 worth 
of service labor, $200,000 worth of 
parts and $725,000 worth of new 
and used trucks per year, and re- 
tains 90 percent of the parts and 
service business of its customers. 
It now is serving customers in the 
third generation. 

Due to a system of handling 
emergencies and the regular serv- 
ice business by appointment, 
there is no troublesome morning 


rush. The shop business is han- 
dled by six mechanics, a lube 
man, a shop foreman and a com- 
bination service and parts man- 
ager. 

This is accomplished by a top- 
flight, continuous public relations 
program based on modern shop 
equipment, skilled men and delega- 
tion of customer-satisfying author- 
ity. 

For instance, the shop foreman is 
authorized to fullfil any customer’s 
warranty request, whether for a 
new or used vehicle or a repair 
job. He doesn’t have to see any- 























REPUBLIC Long Parts Rack 


controls hard-to-stock items 


Republic Long Parts Storage Units stock and store 
hard-to-handle items for tell at a glance inventory 
control. Neat, orderly storage for bumpers, tailpipes, 
springs, axles, tierods, shafts, trim strips. 

Angle bars can be adjusted to meet practically any 
storage problem. Each unit is 36” wide, 24” deep, and 
97” high. Bonderized and baked-on enamel finish in 
green, gray, or tan. Call your Republic representative, 
or write direct. 


REPUBLIC STEEL 


BERGER DIVISION : 
1078 BELDEN AVENUE — CANTON 5, OHIO 





S & & Clip - On 


THE WORLD’S MOST POPULAR 
AUTO DEALERS LICENSE PLATE CLIP-ON 


THE CLIP-ON HAS ALL RUBBER CLIPS - NO SCRATCHING 
THE PAINT - NO MARRING THE BUMPERS - NO LOST 
PLATES - NOTHING ON THE MARKET CAN COMPARE. 
THERE IS NO SUBSTITUTE FOR QUALITY. 
“WE SELL THROUGH JOBBERS ONLY’’ 
lf your jobbers salesmen can not furnish you with them, write 


the factory direct. 


128 HARDING AVE. N.E. 
MASSILLON, OHIO 


body. He can tell the customer on 
first contact what they can and 
will do—and they do it as fast as 
possible. 

As Fred J. Roedel, president, told 
AUTOMOTIVE News, “It’s our policy 
to keep a customer happy before 
he gets mad, rather than try to 
placate him afterwards. 

“The customer never gets the 
runaround here,” he said. “Action 
starts as soon as he opens his 
mouth. We ask our shop foreman 
to remember that the customer 
must be satisfied and that he is 
working for us.” : 

ok * a 
| etd such warranty and public 
relations programs would be in- 
effective without the foundation on 
which it is based. 

“We started in 1938 on a small 
amount of capital,” said Carl T. 
Roedel, corporation secretary, 
“and we had to build up our 
equipment gradually, so we start- 
ed a “tool-a-month” program. 
For many years we bought a new 
Piece of shop equipment every 
month, and we still do when we 
find something we can buy. 

“Since we do not need new shop 
tools all the time, we have extend- 
ed the monthly buy program in this 
department to building and grounds 
improvement and other things that 
will help our business, “For in- 
stance, right now we’re paving one 
side of our lot and this will absorb 
‘our allowance for several months. 
But it is our firm policy to have 
every worthwhile machine and tool 
in the shop, plus all the special 
tools connected with our line.” 

* ok * 

fen Roedel brothers require and 

promote repair jobs by appoint- 
ment with high success, but realize 
that emergencies do occur. They 
advise customers that they will get 
their trucks off the street or high- 
way in an emergency at once on 
their call. 

They do this by having con- 
tracts with towing services in all 
parts of the metropolitan area as 
well as with other garages for a 
radius of 100 miles. This plan not 
only eliminates the maintenance 
and investment in a tow truck 
and crew but it also insures 
faster service since they call the 
towing service nearest to the 
truck needing service. 

The same goes for small emerg- 
ency repairs. Service appointments 
are set up to allow for a reasonable 
number of “drop-in” jobs. To the 
credit of the service manager and 
the shop foreman, they usually 
have an even flow. 

One of the reasons the appoint- 
ment system is so effective is that 
the dealership continually promotes 
to its customers the fact that they 
should not run their vehicles to a 
breakdown because it is more prof- 
itable for them to make an appoint- 
ment and get the job done before 
they start losing the services and 
revenue from their trucks. 

One of the disadvariages of the 
appointment method is the human 
tendency to come in late. When this 
happens, Carl Roede] said, they try 
to take care of the job. If it is too 
late and they are unable to, they 
make a new appointment and the 
customer is usually happy. 

ee * * 


i THIS bracket of the service, 
they try to make sure that the 
shortcoming is on the part of the 
customer and not due to jamming 
up the shop. As a result, Roedel 


customers know that if they have] - 


an appointment and a promise of 
completion at a certain time, that 
they can base their work and plans 
on these things being accomplished. 

A check of customer records 
recently revealed that the dealer- 
ship now is serving a number of 
third generation customers. This 
brings up the problem of keeping 
customers happy. 

“It’s quite simple,” Fred Roedel 
said. ‘We just make sure our cus- 


tomers know that we are sincere, 


Mason Heads C of C 


DENVER.—Roy L. Mason, head 
of the Capital Chevrolet Co., has 
been elected president of the Den- 





Peles 
“> 


Explaining Service Job— 


Emil J. Roesch, left, service and parts 
manager, Roedel Bros., Inc. (International), 
Kirkwood, Mo., hands a new job ticket to 
one of the firm's six mechanics. The firm 
never promises a customer anything with- 
out putting it on the invoice. 

* * - 


willing and able and that we are 
thinking about them and their wel- 
fare.” 

New-truck customers are often 
surprised during the first year of 
ownership when a photographer is 
sent to take photographs of the 
new trucks. The way is paved by 
one of the Roedel brothers calling 
the owner and making the arrange- 
ments and asking for permission. 
This in itself is a good piece of 
followup business. 

After the photographer has made 
a number of shots and submitted 
prints, Roedel Bros., has one of 
the best pictures framed and, along 
with a package of pictures, it is 
sent to the customer with the firm’s 
compliments. 

“The main idea,” Carl Roedel 
said, “is to keep our name before 
the customer as much ag possible. 
It is also to let him know that 
after he buys a new or used truck, 
we have no fear of performance of 
our vehicles or our shop relations 
with the customer that would keep 
us from calling him personally any 
time.” 





* * * 
|= Roedel brothers give out 
gifts from time to time. One 
year it was brief cases, with the 
firm’s name stamped on it in an 
inconspicuous place, an item that 
cost more than $5. 

One time they gave an especial- 
ly attractive ceramic ash tray. 
These all wound up in truck own- 
er’s homes, they found out later, 
because of the value and the de- 
sign. This was an ideal promotion 
situation, since they will remain 
in these homes for years, 

“If you’re going to give some- 
thing to a customer,” Fred Roedel 
said, “make sure it is something 
valuable, Don’t give something 
cheap.” 

The second stage of the firm’s 
promotion is to invite and promote 
credit accounts in the service de- 
partment. 

“Almost all our service and parts 
business is on a credit basis,” said 
Car] Roedel, who rides herd on the 
credit ledgers, “And I don’t mean 








————_.., 


financed, monthly credit, although 
we can provide that, too. 
* * * 


- CATER to the open ac. 

count,” he said. “This makeg 
it easy for the owner to get what 
he needs to have done at any time 
and pay later when the bill comeg 
in, 

“We also make special credit 
arrangements to suit our custom- 
ers and we stress with them the 
importance of keeping their cred- 
it good here against the time 
when they’ll need us, This means 
a lot to a truck owner, whether 
he has one truck or a hundred.” 

The dealership takes into consid- 
eration the different businesses of 
its truck owners and grants terms 


‘| accordingly. Carl Roedel leafed 


through a ledger and pointed to 
an unpaid balance of more than 
$3,000. 

“That’s a pretty big amount,” he 


said, “but he is a contractor and 
he is just getting started on some 
jobs after a winter when the trucks 
were laid up. We did most of the 


work for him when the trucks were 
idle, 

“One of these days he will either 
drop in and hand us a check or 
we'll find one in the mail. In the 
meantime, his drivers have orders 
to bring their trucks here for sery- 


ice when needed.” 
* * * 


OE method that helps keep the 


open accounts paid up is that 
all statements carry a line stating 
that interest will be added after a 
certain number of days past due, 
All delinquents are on Carl’s desk 
by the 15th of the month. Their 
own designed bookkeeping system 
keeps the key figure before them 
daily—-gross, profits, inventory, vo]- 
ume. 

The Roedels have customers 
who have bought more than $200,- 
000 worth of equipment from 
them. Sales volume is 2% used 
trucks to each new truck, 
“Selling trucks of the proper size 
for the job has a lot to do with 
our success,” Fred Roedel said. “We 
try to size them accurately so that 
customers have an adequate truck 
but not one too big. Then we try 
to get them back for all their serv- 
ice, 

“We often tell customers that the 
truck itself is entitled to our war- 
ranty service and our regular serv- 
ice rather than the customer. We 
tell him that the truck deserves a 
chance to do what has been built 
into it.” 

When the Roedel brothers started 
their business in 1938 they issued 
an order that has a lot to do with 
their successful business. 

“We told our employes to never 
tell a lie,’ Fred and Carl reported. 
“Not so much because it is morally 
wrong, but because when you start 
lying to customers about even the 
smallest things, you are involved in 
the job of remembering what has 
been told. 

“We told them if you just tell the 
truth, knowing that you are doing 
something morally right, then you 
don’t have to remember anything 
and the facts speak for themselves. 

“We think our customers resent 
lies and evasions More than any- 
thing else because it often seems 
that their intelligence is being un- 
derrated. We never promise a cus- 
tomer anything without putting it 


on the invoice,” the dealers said. 
* * * 







es 





ver Chamber of Commerce. Mason 
has served the chamber in lesser 
capacities and on special assign- 
ments during an 1l-year member- 
ship. 





Trucks Big Business for Roedel Brothers— 

Roedel Bros., Inc., an International truck dealership in Kirkwood, Mo., sells $75,000 
worth of service labor, $200,000 worth of parts and $725,000 worth of new and used 
trucks a year. It also retains 90 percent of the parts and service business of its cus 
tomers. The dealership is operated by Fred J. and Carl T. Roedel. 
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St. Louis Dealers View August Market: 


- ‘Sales Slower; Profits Up a Bit’ 


(Continued from Page 8) 


been three Fords for every 
Falcon. However, the smaller cars 
carry less profit per unit. Generally, 
August profit is good in comparison 
with a rather weak July, Patterson 
ae Keehn Motors, Inc., in sub- 
urban Webster Groves, said that 

August was “a little better” and 
that July was “rotten.” This deal- 
ership has. plenty of new cars and 
explained that “the real shortage 
is in good used cars.” 

Mallory Buick Co. asserted that 
pusiness “has been real good the 
Jast two months with everything 
selling.” 

“At this rate, we will be out of 
cars,” a Mallory spokesman. said. 
“We are trying to get cars outstate. 
The profit margin is up.” 

Norman Carson, a partner in the 
Carson Pontiac, Kirkwood, noted 
that the company is doing “real 
well” with Pontiac and that Tem- 
est is selling above expectations. 

“The last three weeks have been 
excellent,” he declared. “The profit 
margin is holding its own, and we 
expect to be short of cars before 
the new models arrive.” Castles- 
———— 

House Sets Hearing 

On duPont Tax-Aid Bills 


WASHINGTON. — A one-day 
hearing has been set for Aug. 24 
on bills to ease the tax burden 
on duPont: stockholders in the 
event that the company gives up 
its General Motors holdings, ac- 
cording to Rep. Wilbur J. Mills, 
chairman of the House Ways and 
Means Committee. 

Representatives of the Treas- 
ury and Justice Departments and 
duPont are scheduled to testify. 
It is not known at this time 
whether GM will take part. 
LLL LL 


it he 


Wilson Buick Co. said volume has 
picked up and that the dealership 
is making better deals resulting in 
higher profit margins. 

Specials and LeSabres are popu- 
lar there. The Special has made 
steady improvement as the public 
hears more about it. As for stock, 
the firm is in “good shape with the 
right amount to tide us over until 
the new models come out.” 

Thoms Pontiac called “business 
fair, not as live as June. July was 
under June.” 

Three Pontiacs are sold for 
every Tempest. Better deals have 
been experienced, and Thoms 
looks for a shortage of new units. 

Another Pontiac dealer, Lou Fusz 
Motor Co., Clayton, reported a 20 
percent drop in Pontiac sales. Mid- 
July was strong; early August was 
slow. But the gross has improved. 

Fusz said Tempest accounts for 
30 percent of sales and the “lull will 
continue until cars are: short.” His 
inventory, however, is normal but 
he expects to be out of used cars 
shortly. 

Milner Chevrolet has found the 
situation rather slow. Helping 
things out somewhat are Monza 
coupes and Impala four-doors. 

Gordon Caswell, Milner sales 
manager, expects fewer sales and 
better profits in the short-term. 

Ben Stepman, who is stepping out 
soon as a Dodge dealer, will return 
to used cars, He said new cars are 
slow but there is more activity in 





Dealers Frolic 


BRANTINGHAM LAKE, N. Y.— 
The Lewis County Automobile 
Dealers’ Assn., Inc., comprising 
dealers from the Carthage, Low- 
ville and Boonville (N. Y.) area, 
held its annual social meeting here. 
Thirty-one dealers and their wives 
attended. 





used cars. Stepman currently is 
buying late models. 

A summary of Ford activity in 
July in the St. Louis district was 
given by Guy Hamilton jr., sales 
manager for the area. He said 
that Ford dealers delivered near- 
ly 23 percent more passenger 
cars and 67 percent more trucks 
in July than in July, 1960. 

Dealers sold 2,802 Fords, Falcons 
and Thunderbirds, compared with 
2,283 in July, 1960, he said. Truck 
sales climbed 706 units over the 
422 sold. in the like 1960 period, 
Hamilton added. 

Falcon headed the increases 
among cars with a 41 percent hike, 
according to Hamilton. He said 
standard Ford was up 14.8 percent, 


cent. 
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Mercedes Adds Luxury Model— 


The 300-SE four-door sedan is the latest Mercedes-Benz entry in the luxury field. 
and Thunderbird was up 15.9 per-|The car has a new light-alloy fuel-injection engine, a new four-speed automatic trans- 


mission, power steering and air suspension. 


Berry Pushes Imports at Discount 


(Continued from Page 4) 

he says he does,” he continued. 
“We don’t care whether he pays 
the rent or the doctor. We make 
the call and deliver the car. Each 
car is carefully serviced by our 
service department and made 
ready to go while the papers are 
being signed.” 

Berry said he likes to get as 
much down as possible but said he 
put it to the customer this way: 

“Just a little down, 7 percent on 
the balance, but with a third or 
25 percent down, 5 percent financ- 
ing. The customer takes the best 
deal he can.” 

Another innovation is the absence 
of used-car retailing. Tradeins are 
wholesaled every night, so that the 
investment in trades is turned into 
cash daily. 

Besides the get-ready on all sales, 
the service department handles 





service business for customers and 
for any others who need it. 
Berry said his 12 salesmen were 


averaging more than one sale a day. 
Sales run up to 20 on.good days, as 
low as five on bad. days, but the 
average in the deal’s first two 
weeks was close to 15 cars a day. 

Berry said he thinks that both 
the import car and his type of 
discount house are here to stay. 
He said prices alone almost in- 
sure success, since he is getting 
$1,195 for an import with a Fed- 
eral price sticker of $1,785 and 
making a substantial profit. One 
car on the lot picked at random 
had a $1,900 Federal sticker but 
was priced for $1,295. 

Berry said that in all domestic- 
car distress situations, the fat is 
boiled off to dealer cost. But with 
imports, distressed dealers don’t ex- 


pect to get dealer cost, he added. 

While he has buyers scouring the 
country for merchandise, Berry 
told Automotive News that his oper- 
ation is becoming so well known 
that he is receiving long-distance 
calls offering him stocks of from 
100 to 1,000 cars. He said he expects 
to level off his inventory at about 
1,000 cars once the operation is well 
established. 

Asked about Volkswagen, which 
has been pretty free of the distress 
stigma, he said he had been able 
to buy some but not many. 

Berry started in the auto busi- 
ness 25 years ago in Oklahoma. He 
operated a Ford dealership in Kan- 
sas City for 18 years and then start- 
ed a Dodge dealership which he 
operated in Kansas. City three 
years, closing up last October, 





Recognize these problems caused by looseness? (1) Tire is worn smooth by loose ball-joints 
which fail to hold wheel in proper alignment. (2) Driver tries to return car from shoulder back 





Ordinary ball-joints may seem to fit 
snug under the weight of the car. 
But when car is in motion this weight 
is often removed, and even new ball- 
joints are often wobbly. What: to 
do? Replace ’em with Moog Adjust- 


For safer steering: MOOG Ball-Bearing Idler Arm Kits 


“Steering Stabilizer’... .‘““The Poor 
Man’s Power Steering”... by any 
name here’s the answer to thread- 
on-thread or rubber-loaded steering 
connections which may work loose 
or bind. Moog Ball-Bearing Idler 


Arm Kit converts steering to smooth, 
reliable ball-bearing action for safe, 
positive steering control at all speeds 
... With or without Power Steering. 
Looseness is eliminated! Immediate 
improvement in the feel of the wheel. 


Prolong tire life with MOOG Adjustable Ball-Joints 


able Ball-Joints! Looseness is elim- 
inated with the twist of an Allen 
wrench, Tires last longer because 
wheels stay in better alignment at all 
times ... even when car hits bump! 
Pay for themselves in longer tire life. 


. 


\ 


UNDER-CAR PARTS 





onto highway, but play in steering causes momentary lag in steering response. When loose- 
ness is taken up, car lurches into path of oncoming car. (3) High speed shimmy. 





WHY SETTLE FOR A “CRUTCH” when a 
permanent “‘cure’”’ is available? Moog parts cost 
no more than many gadgets which offer only 
temporary solutions to alignment and 

steering problems. And Moog’s full coverage 
means that most Moog parts, including those 
shown here, are available for nearly all cars. 
So there’s no reason to settle for a ‘‘crutch.”” 
Insist on the ‘‘cure’”’. .. genuine Moog parts, 
choice of the alignment specialist! 


For almost 
every 
popular car 


MOOG INDUSTRIES, INC., ST. LOUIS 33, MO. 
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TIRED — 


LOW GROSSES? 


EXCLUSIVE UNTIL SEPT. 15 
ALL U.S. AUTO DEALERS 


TO HAVE FIRST CHOICE 


For a lucrative franchise yielding 25% gross profit 
“POINTER” lightweight motorcycles and auto scooters 
retailing up to $695.00 F.O.B. . . . Features: Economy, 
up to 193 m.p.g. .. . Exclusive "Knight-Halt" suspension. 
(No road shock or bottoming) . . . Direction lights front 
and rear... Electric starters on all models ... and 
many more Deluxe features, all STANDARD on the 
“POINTER,” World's finest lightweight motorcycles and 
auto scooters. We are holding up all dealer inquiries 
until SEPT. 15 to give all U. S. auto dealers first choice. 
Why? You have the buildings, service, sales, financing 
and after this past year—the need. It's automotive and 
fits in with your license. Write today and reserve your 
exclusive area. First come, first served. 


POINTER 


SALES OF AMERICA 





5221 RIDGE ROAD 
CLEVELAND 29, 
OHIO 
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Air Suspension for Mercedes 300-SE— 


Numbered diagram indicates the operation of the air suspension system for the new 
Mercedes-Benz 300-SE. Components are: (1) air filter, (2) air compressor, (3) antifreeze 
device, (4) valve assembly, (5) warning light, (6) air chamber, (7) torsion bar, (8) level- 
ling valve, (9) air bellows, (10) control linkage, (11) levelling valve, (12) nonreturn 
valve, (13) storage tank, (14) drain valve, (15) feed valve, (16) levelling valve, (17) air 
chamber, (18) pull button (valve assembly), (19) air bellows and (20) brake reaction 


lever. 





(Continued from Page 3) 


steering and disk brakes on all four| they’ve had air suspension on test 


wheels. 

“They can keep that air sus- 
pension deal,” said a dealer who 
also handles Oldsmobile. “I’m still 
fixing those babies.” 

“We called all of ours in for 
changeover,” remarked a Buick 
dealer. 

So you can see it’s going to be 
a while before the dealers are con- 
vinced, The Mercedes engineers say 





a 


Largest Stock in the U.S.A. 


BRITISH CAR PARTS 
HEPOLITE—Pistons & Rings 
WELLWORTHY—Pistons & Rings 
JAMES—Valves & Guides 
TERRY—Valve Springs 
PAYEN—Gaskets & Jil Seals 
BORG & BECK—Clutches 
LOCKHEED & GIRLING—Brzke Parts 
FERODO—Brake Linings, Fan Belts 
LUCAS—Ignition, Lamps, etc 
GLACIER—Engine Bearings ee 
VANDERVELL—Engine Bearings BOSCH—Spark Plugs & Ignition 
RANSOME & MARLES—Ball & Roller Bearings TEXTAR —Brake and Clutch Linings 
WHITELEY—Water Pumps, Tie Rods, Universals VARTA—Batteries ; 

e other top lines @ other top lines 


ITALIAN CAR PARTS 
MARELLI—Ignition, Spark Plugs 


KOLBENSCHMIDT—Pistons 
ATE—Lockheed Brake Parts 
ATE—Valves, Ring Sets 

F & S—Clutches 

REINZ—Gaskets 

SIMRIT—Oil Seals — 
SWF—Windshield Wipers & Motors 
FRESE—Bumpers & Mirrors 
GLYCO—Engine Bearings 
HELLA—Lamps, Horns 





GERMAN CAR PARTS FRENCH CAR PARTS 
MONOPOLE-POISSY—Pistons, Rings, Valves 
CURTY & Cie.—Gaskets, Oil Seals 
ALLINQUANT—Shock Absorbers 

COUSSINETS MINCES—Engine Bearings 

SOCIETE FERODO—Brake Linings, Clutches, Ferlec 
DES FREINS LOCKHEED—Brake Parts 

SOCIETE S.E.V.—ignition, Fuel Pumps, Wipers 
MARCHAL—Lamps, Light Units, Spark Plugs 
PARIS—RHONE—Generators, Starters, Regulators 
$.N.R.—Ball and Roller Bearings 

JAEGER—S.N.A. —Speedometers, Instruments 
PECASEAUX—Lamps, Plastic Parts 


e other top lines 


SPESSO—Gaskets AKRON—Oil Seals, Rad. Hose R.1.V.—Ball and Roller Bearings @ other top lines 


Quick Service Available In All Parts of the U.S.A., Hawaii 
and Puerto Rico Through Authorized Beck Distributors. 


BECK DISTRIBUTING CORP. 
70 East 131st Street, New York 37, N. Y. 


WHOLESALE ONLY — Only Dealers may apply for catalog to nearest regional distributor listed below. 





ears for three years with no trouble. 
* * * 


The Automatic 
AUTOMATIC transmissions pre- 
sent a different problem in 
Europe than in the U. S. The Euro- 
pean driver looks on driving as 
something of an art or a form of 
expression, while most utilitarian 
Americans just want to get some 
place. 

Then, too, European tax regu- 
lations put a burden on engine 
displacement, thus favoring 
smaller engines. As a result, 
Daimler engineers were anxious 
not to drain off more horsepower 
than necessary in operation of the 
transmission. 

To make the hard-driving Euro- 
pean happy, there are more posi- 
tions in which he may place the 
selector lever—P for parking, R for 
reverse, 0 for neutral, 4 to make all 
four speeds available automatically, 
3 for mountain range, preventing 
upshifting beyond third, 2 for spe- 
cial conditions like pulling a trailer 
over mountain passes or whenever 
severe engine braking is required. 

The transmission consists of two 
major units, the fluid coupling and 
a four-speed planetary transmis- 
sion. It permits nimbleness in the 
car, without sacrifice of gasoline 
economy. 

In view of the demands for full 
transmittal of power at no loss in 
economy, some American drivers 
may be more aware of the feel of 
shifting than in an American car, 
although the Daimler engineers 
aimed particularly at smooth tran- 
sition, and, in my opinion, at- 
tained it. 

(A final visit with the Mercedes 
dealers in Dealer Forum next 
week.) 


S-P Takes Stand — 
Against Bill on 
Piggyback Rates 


WASHINGTON. — Studebaker. 
Packard Corp. has put itself on ree. 
ord as opposed to the controversia] 
rate-making bill, sometimes rather 
misleadingly called the “anti. 
piggyback” bill, sponsored by Sen- 
ator E. L. Bartlett, Alaska Demo- 
crat. 

Crux of the freight problems—at 
least as discussed in the early hear. 
ings—was the transportation of ay- 
tomobiles and whether transporta- 


tion savings were being passed 
along to dealers and consumers, 


It was the contention of some, 
including Senator A, S. Mike Mon- 
roney, Oklahoma Democrat and ¢o- 
sponsor of the bill, that the rails in 
their use of bi- and tri-level cars 
were engaging in destructive com- 
petition to the detriment of the 
trucking industry, especially the 
carriers certified only for auto 
transport. The trucking industry 
and Teamsters have favored the 
bill and the rail industry and its 
unions have opposed it. 

It is Studebaker-Packard’s con- 
tention that the changes to “clarify” 
the rate-making section of the 1958 
Transportation Act “would tend to 
again return the ‘umbrella’ concept 
to rate-making which would reduce 
or eliminate the incentive for future 
technological improvements in 
transportation equipment as the 
carrier would find it more difficult 
to reduce its rates to attract traffic.” 
Competitive benefits would there- 
fore be lost to shippers, carriers 
and the consuming public. 


The car maker points out that, 
before the 1958 act, transport costs 
of cars rose steadily but, since the 
rails’ development of piggyback 
equipment, costs have been lowered. 
Moreover, truckers have developed 
seven-car trailers pulled by two- 
man sleeper cab tractors and have 
regained from S-P some of the 
traffic lost to the rails in 1959 and 
1960. 

S-P, which has only one manufac- 
turing plant, declares that passage 
of the Bartlett bill would hamper 
it as a single-plant manufacturer in 
its competition with multiplant 
auto makers. Finished products sent 
from South Bend to all parts of the 
country cost more than components 
which some manufacturers can ship 
from supplier plants to assembly 
plants which can then ship cars 
relatively short distances. Savings 
effected by tri-level transport, con- 
tends S-P, enable the company to be 
competitive with larger producers 
which have assembly plants “stra- 
tegically located.” 

In the final day of hearings on 
the. Bartlett bill, Everett Hutchin- 
son, Interstate Commerce Commis- 
sion chairman, opposed the rate 
making “clarification” on the 
grounds that it would encourage 
“frequent and extensive litigation 
in courts and a long period of cha- 
otic uncertainty in ratemaking.” 
Hutchinson said that the emphasis 
on “the competitive necessity for 
the rate” which the Bartlett bill 
would impose is not only unneces- 
sary but would lead to inflexibility 
in the commission. 


Could Be, Look Survey Says... 


°62 a Banner Auto Year? 


(Continued from Page 2) 


magazine said the figures are not 
offered as a prediction of actual 
sales, but rather as a barometer of 
the public’s buying mood in recent 
months. 


The survey also showed that the 
number of car-owning households 
in the nation has increased by 
more than four million since 1957, 
with single-car homes accounting 
for 71 percent of this increase. 

On the other hand, the number 
of multicar households, which 

showed rapid growth in the mid- 
50s, has been levelling off during 
the last four years. 

The survey, which consisted of 
4,453 interviews coast-to-coast, con- 
tains marketing data on passenger 
cars, trucks, tires, service and re- 





pairs, car waxing and polishing, oil 
and oil additives, oil filters, gaso- 
line brands and credit cards, auto- 
mobile liability insurance and li- 
censed drivers. 


Streamlined Operations 


Boost Profit, Dealers Told 


JAMESTOWN, N. D.—A profit 
rally for member dealers was held 
here recently by the Automobile 
Dealers Assn. of North Dakota. 

Ways in which a dealer can in- 
crease profits by streamlining his 
paper work and other operations 
were discussed by C. P. (Jack) 
Williams, who used figures supplied 
by individual members. 
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Parts Sales Lead Upswing... 
KL eee 


Service Business Tops ’60 Rate 


(Continued from Page 1) money on a wrecker service. Still 
he finds it wise to offer the serv- 
ice because of the goodwill and 
profitable service and body-shop 
work that the wrecker generates. 


The dealers surveyed were also 
asked if they have wreckers which 
can handle disabled trucks, Just 
under one-third of the dealers (33 
percent) have truck wreckers and 


ers who make money on the service 
jg quite a bit smaller than the 
number of dealers who feel that 
their wreckers are bringing in a 
significant amount of service busi- 
ness. 

There appear to be many loca- 
tions where a dealer can’t make 
a 





Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 
Week Week 


Jan. 1 dan. 1 














Ended Same Ended Output, To To 
Aug. 19, Week, Aug.12, August, Aug. 20, Aug. 19, 
1961 1960* 1961* To Date 1960* 1961 
AMERICAN MOTORS 
RUIN cassiabesteiebcaceevicses -vedevissve | Svessiwbaigl\: " senatomma . ” bodentoben 325,153 217,310 
CHRYSLER CORP.** ... .......... DNOE -- -Vakeadags,  aanagetete 695,444 340,240 
Chrysler-Plymouth 
MA VABUIR = seicscessscorstesies  sascessers PS > sevtdtiness  aahateets 402,998 230,149 
IP YEMEN > siiiissiisvsssivsses | sedcsonsse ONO” ashes," Mating 54,917 53,769 
DUMMIES, dinsgaybissosizie see, “eaeycstove! ¢ )AAibgeetenc\". vecstetentg 1s | Mascvenbe 8,663 4,083 
EM EESIIEME: ciccevevicsecceiss. seseseesss EME veseridies — seanivioss 164,638 102,502 
SMMARUUIND Sisiniiersessoseccees scanesvois EE. Pieces | aie 174,780 69,795 
Dodge Division ............ .......... Ee © dining (Mbederns 275,969 110,091 
Dart-Polara  .......60.0 cesses MES  Sitinss  Beatowad 270,742 84,176 
MIO aasieeceisesesescssesses senssensss USN: | Shlertinss” > Uopaciaiesss 5,227 25,915 
FORD MOTOR. ............... 5,266 22,365 21,029 49,652 1,194,695 1,022,572 
Ford Division ............... 5,266 13,243 17,274 41,758 972,520 826,274 
BRICOM ....0.....s0rccecesveees 1,020 10,979 7,330 14,611 326,516 315,822 
Ford (Std.) ............. BB acinus 8,825 24,426 583,252 455,710 
Thunderbird. .............0 ...:000 2,264 1,119 2,721 62,752 54,742 
L-M Division. ............... ........ 9,122 3,755 7,894 222,175 196,298 
MINES asphsescnivsesesecasved, -stasosneos 7,534 3,213 6,037 110,390 115,563 
NEN, cevivespscavicessvsnan .. ¢eaceveach 295 257 7152 12,834 17,675 
SS en 1,293 285 1,105 98,951 63,060 
GENERAL MOTORS .. 7,116 WEE ssc 7,148 2,191,173 1,584,206 
Buick Division ............ 1,616 ee oer 1,631 183,932 153,749 
Buick (Std.) ............ ee” wages "Ge 874 182,627 102,281 
IPOONOEL - Scesneessepsvssensnees 7150 GOD nistesis 157 1,305 51,468 
GIGS nc c.cccsecsseivecccvess Me | Vhidsvens © '* eastnns 436 109,938 89,812 
Chevrolet Division .... .......... NE = gscoritcign ' ecteto 1,335,808 965,062 
MEINE icsseissasssevessavens  csecousoss BD saicttecce’ =| eossienitc 170,626 209,276 
Chevrolet (Std.) .... .......... OWS essccaasch  ) eassttes 1,165,182 (755,786 
Oldsmobile Division .. 1,650 cee 1,650 256,473 173,646 
BABS oon... cccccesscrccsseccoeee Me bessessaud's. | Pasbaceens 650 798 37,117 
Oldsmobile (Std.) .. 1,000 (oc cee 1,000 255,675 136,529 
Pontiac Division ........ BE | Wahaans. Rasen 3,431 305,022 201,937 
Pontiac (Std.) ........ OU Sedehukes | -shtsctees 2,071 305,022 131,829 
Tempest... MP ckkad hebas Aeee  idinn 70,108 
S-P CORP. 
MMEIE x... c0cseccscccsseceavescescoeess Se dae 1,500 710,316 31,027 
CHECKER.  ...........::c:scs0ees 100 108 95 270 4,730 3,612 
Total Cars, U. S.**.... 13,982 47,545 21,124 58,570 4,481,511 3,198,967 


Totals for 1960 include DeSoto production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 





























Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
Aug. 19, Week, Aug.12, August, Aug. 20, Aug. 19, 
1961 1960* 1961* To Date 1960* 1961 
CHEVROLET. ......ccccccoce ccssceeeee BROO wcnile 392 274,737 202,640 
DIAMOND T ................+ 45 48 10 55 1,943 1,119 
SEE. a si sakvensssscvectssennssesees 55 87 56 151 2,317 1,438 
SEES. csssesceseaseisseecencsesese 1,150 eS. sptinches “1,150 48,226 41,210 
5,092 6,132 20,520 238,360 222,506 
a ore 1,834 16,077 44,019 
2,164 205 2,750 83,949 90,292 
348 230 638 10,276 6,376 
ecaseiali 35 185 9,135 4,068 
214 312 695 11,597 10,708 
DE |; * acksectens 2,750 88,436 69,933 
90 90 240 3,003 3,045 
Total Trucks, U. S..... 14,990 15,162 7,070 31,360 848,056 697,354 
Total Cars, Trucks, 
RAMs seca ccsucvescscerkescasens 28,972 62,707 28,194 89,930 5,329,567 3,896,321 
CANADIAN PRODUCTION—CARS 
Week Week Jan. 1 dan. 1 
Ended Same Ended Output, To To 
Aug. 19, Week, Aug.12, August, Aug. 20, Aug. 19, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. .... .......... MEE... dessntxsem yf aeeretsaas 32,277 27,701 
I coo oeccn sag! "| Sgetancaiv’ | | Sgeeaneat A eovakaueed 67,383 62,300 
SUMED, PCP TORRES 2. ccccscccc, secsoesere | sosvnosens —sevandnnes 125,970 104,815 
EN ON TU EP NN os ..css. “cgacsadvod-'euadesdeid: ©” dusetevaus ” ohteeaten 4,168 
Ee ri eh AEE eS} Wl Samastee, » cdoleabaias 3,666 3,293 
Total Cars, Canada... .......... Me! secectunss. cats ees 229,296 202,277 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Aug. 19, Week, Aug. 12, August, Aug. 20, Aug. 19, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. .... .......... SR ” aecdbateg 7 aiaseneme 3,747 4,263 
FORD MOTOR .............. Ds vicgstspeas 1 otatsags 180 18,948 11,240 
NS PUI sc csncous.sncgarsis’., sestgnesun.-?)s -oedadoests 25,457 19,051 
INTERNATIONAL ...... 15 197 1 716 71,783 4,577 
Total Trucks, Canada 255 213 1 256 50,935 42,131 
Total Cars, Trucks, 
BO ooo cecsscsssccsssooe 255 7195 1 256 280,231 244,408 
Grand Total, 
Cars and Trucks, 
U. S. and Canada.... 29,227 63,502 28,195 90,186 5,609,798 4,140,729 


"Revised. 


67 percent do not offer wrecker 
service for trucks. 


Quite a number of the dealers 
who do have truck wreckers have 
some limitation on just what trucks 
their wreckers can handle. Some 
can handle only pickups while some 
can only handle trucks in the me- 
dium-weight and lighter classes. 

* * + 

F THOSE dealers who have 

truck wreckers, exactly one- 
third feel that the wreckers bring 
in a significant amount of business 
while two-thirds label the amount 
of business generated as insignifi- 
cant. 

These appear to be the key con- 
siderations in setting up a wrecker 
service: 

A wrecker represents a rather 
large investment. Therefore, the 
volume of calls for the wrecker 
must be sufficient to earn a prof- 
it on a rather large investment. 
In addition, it is often unprofit- 
able to use a wrecker for any 
work that is lighter than towing 
disabled vehicles. 

Probably the biggest single prob- 
lem in wrecker service is personnel. 
How to find the right man for the 
job, what to do with him when he 
is not operating the wrecker and 
how to handle the service during 
the odd hours of the night and 


Miami Ford Dealership 


Purchased by Morse 


MIAMI. — Cecil Holland Ford, 
Miami's oldest Ford dealership, has 
been sold by Cecil Holland to Ed 
Morse, president, Morse National 
Auto Rental Co., and is now being 
operated under the name of Morse- 
Holland Ford. 

Holland remains as board chair- 
man, and will be in charge of fleet 
and truck sales. Morse is president 
of the new company. 





’61s Down to Trickle ... 


weekend when many wrecker calls 
come in? 

There are a number of other less- 
er worries on wrecker service — 
How much competition is there for 
the available business, relations 
with insurance companies and the 
police, and what will happen to the 
dealership’s standing with custom- 
ers if it does not offer wrecker 
service? 

ok * K 
MANY dealers spoke strongly 
about the advantages of offer- 
ing wrecker service, not only as a 
money maker but also for the good- 
will it generates. Some typical com- 
ments were: 

West Virginia dealer: Wrecker 
service is “a definite body-shop 
asset, not necessarily profitable in 
itself.” 

New Jersey dealer: “Our 
wrecker is used primarily for 
courtesy service for our regular 
customers.” 

Idaho dealer: “Could not do with- 
out wrecker, invaluable for body- 


shop business.” 
* ok * 


T= the owner have repairs 
made at the dealership which 
tows in his car from the scene of 
an accident? Two dealers with two 
views: 

Tennessee dealer: “We feel that 
having a wrecker brings us busi- 
ness. Although we do not make 
money on the wrecker, we try to 
on the labor and parts. Creates 
goodwill. Lots of cars are towed to 
our place and, if the customer pre- 
fers some other dealership, he hesi- 
tates, in many cases, to have the 
car towed again because of the 
towing charge.” 

Wyoming dealer: “Naturally, 
the local police and highway pa- 
trol call a wrecker that is avail- 
able. It is sometimes a handicap 
to have a wrecker because you 
tow the car or truck into your 
place of business and there it sits, 
taking up valuable space until 
someone decides to make an esti- 
mate and then, in all probability, 
you don’t get the job anyway.” 

The high cost of staying in the 
wrecker business was pointed out 


All Makers Rolling ’62s 


(Continued from Page 1) 


lane will be built at the Dearborn 
plant during the ’62 model year. 

Ford will be in production on ’62s 
at all except five of its assembly 
plants this week, while Chevrolet 
will have only one plant (Kansas 
City) still idled by changeovers. 

Checker will not go down for 
changeovers but will record all cars 
built after Sept. 1 as ’62 models. 

* 


* * 
ENERAL MOTORS in its first 
week of ’62 model production 
turned out 7,116 cars, with Buick 
getting 1,616 assemblies; Cadillac, 
436; Oldsmobile, 1,650, and Pontiac, 
3,414 cars. 

Ford Motor, with its Dearborn 
unit working three days and its 
Atlanta plant five, built 5,266 cars 
last week, compared with 21,029 
units a week earlier, when Thun- 
derbird, Comet, Lincoln and Mer- 
cury were still turning out ’61s. 

A breakdown of Ford Motor out- 
put last week showed standard 
Ford with 4,246 assemblies, and 
Falcon with 1,020 units. 

* ak oe 

Qa output was 

double that of the previous 
week at Dodge and Studebaker 
began production of ’62 models and 
GMC and Willys returned to the 
assembly scene after vacation and 
inventory periods. 

Truck output last week totalled 
an estimated 14,990 units, com- 
pared with 7,070 commercial ve- 
hicles produced a week earlier, 
and 15,162 units assembled during 


2 Peoria Area Veterans 


Disposing of Dealerships 


PEORIA, Ill, Two veterans of 
auto retailing in the Peoria area 
are leaving the business. They are 
William Roecker, Morton, and 
Clarence Dixon, Mason City. 

Roecker, a Chevrolet dealer for 
more than 33 years, is selling his 
business to Robert Grimm, Good- 
field. Dixon, who has been in the 
business 42 years, is closing his 
Ford outlet and will retire. 


the week ended Aug. 20 a year 
ago. 

No cars were built in Canada last 
week, but three of four makers are 
scheduled to begin production of 
’62 models this week. Ford is not 
scheduled to begin assembly opera- 
tions until] next Monday (Aug. 28). 

Ford, however, did begin produc- 
tion of trucks last week as the in- 
dustry turned out an estimated 255 
commercial vehicles, Ford with 180 
and International, just back from 
vacation, with 75 units. 


51 


by many dealers. A typical com- 

ment by a dealer in Wisconsin: 
“We have to pay over $100 for 
license plus $7,500 investment (in 
wrecker) and there are not enough 
wrecker calls.” 
ok 





Ba * 


ON THE question of competition 
for wrecker business and other 
problems, an Arizona dealer said: 
“We operated a wrecker for ap- 
proximately five years. Competition, 
price cutting and payoffs became 
so completely out of hand we gave 
it up.” 

Most of the dealers who do not 
offer wrecker service arrange to 
farm out the calls for such serv- 
ice to independent operators. An 
Ohio dealer said that he had ar- 
ranged with the telephone com- 
pany to list the phone number 
of the wrecker company as his 
dealership’s night and weekend 
wrecker service number, 

This Ohio dealer and most of the 
others who commented on the point 
said that they were saving money 
by subletting wrecker jobs, 

ae * ed 


Se on the side problems 
in offering wrecker service in- 
cluded: 

Montana dealer: “Insurance com- 
panies always complain about the 
cost of bringing in the wrecks.” 

Florida dealer: “You have to 
be very friendly with the law so 
they will call your wrecker.” 

A New York dealer feels that he 
has a sound solution for offering 
some wrecker service in an area 
where a true wrecker will not pay 
out. He handles many calls with a 
pickup which is equipped with a 
four-speed transmission, no-spin 
rearend, pusher bar on the front 
and tow hook on the rear. 


After 50 Years, 
Grampp Closes 
Iowa Dealership 


DAVENPORT, Ia.—Grampp Mo- 
tor Co. has closed its doors after 
50 years as a dealership here. 

William T, Grampp said that he 
and his son, William jr., decided 
to discontinue the auto business to 
devote more time to the family real 
estate firm and other interests. 

Grampp started before World 
War I, handling Paige in rented 
quarters at the rear of a junk yard. 

In later years, he took on Dort, 
Chalmers, Maxwell and Chrysler. In 
1933, Grampp discontinued his 
Chrysler distributorship and be- 
came a Studebaker distributor for 
28 counties in Iowa, Illinois and 
Missouri. When the Studebaker 
factory dropped distributorships, 
Grampp continued as a retail 
dealer. 

Grampp gave up the Studebaker 
franchise in 1957 and since then 
had operated as a used-car dealer- 
ship. 


Business Barometer 


Automotive News Economic Index— 


94.4 Percent of Last Week 
96.0 Percent of Like Week Last Year 


Auto Production 
Truck Production 
Auto Registrations—yYear to Date.. 
Truck Registrations—Year to Date. 
Steel Production—Tons 
Lumber Production—Board feet ... 
Paperboard Production—tons ... 
Soft Coal Output—tons 
Oil Refinery Output—Boarrels 
Electric Output—Kilowatt hours ... 
Barometer Freight Car Loadings 
Department Store Sales Index . 
Stock Market Price Index 
U. S. Government Spending 

Fiscal year to date 


Savings Deposits 
Used-Car Prices—Average 
Business Failures 


Common 


Stocks Aug. 16 


18% 
Chrysler... .50% 


Aug.? 1961 Range 
17 21%4-16%, 
51% 53-37% 
93Y_e 95Ve-63%, 
47% 49%2-40% 


$12,126,911,000 
Commercial and Industrial Loans $31,477,000,000 
$28,862,000,000 


Percent of 

Percent of Like Week 

Last Week Last Year 
64.9 26.0 
54.6 57.0 
84.6 
88.6 
125.2 
98.8 
105.5 
101.3 
106.8 
106.9 
98.9 
103.1 
119.2 


103.2 
95.5 
101.2 
97.5 
102.8 
99.6 
101.2 
105.6 
100.4 


221,214,000 
332,332 
7,935,000 
53,607,000 
16,080,000,000 
316,643 

132 

137.7 


117.2 
100.5 


100.5 
100.1 
98.7 
84.5 


106.6 
111.4 


$1,029 
343 


Common 


Stocks Aug. 16 Aug. 9 1961 Range 


53%, 535% 551%4-42% 

49%, 505%-32% 
9% 7% 9%%-7 
55% 55Y, 60-40% 


(Aug. 21, 1961) 
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Now we're holding what we have 
for a decent deal.” 
ak * * 

| rome dealers report factory field 

men are arranging car transfers 
to keep every dealer as well stock- 
ed as possible. Hottest items on 
Ford floors are Galaxie models, 
Country Squire wagons and hard- 
tops. Econolines were cool and 
pickup trucks not as active as last 
year. 

Commenting on cleanup, one 


52 
Dealers Remember 1960 Lesson .. . 


Cleanup Coasts Along in West 


age dealer stock is around the 20- 


orderly this year, a Pontiac dealer 
replied: “Because it Was so darn 
bum last year. I was really stuck 
with ’60s. This year my orders were 
cut back early. The factory stoppeq 
production and is building ’62s; now, 
so that if a strike develops, we’]] 
have something new to show.’ 
* * ce 

105.9 PERCENT increase in 

Buick zone sales during the 
May-June period, over 1960 hag 
area Buick dealers glad they're in 











(Continued from Page 1) nearly three weeks beyond intro- 


duction. day mark. 

Chrysler, Imperial, Plymouth and Ford dealers are holding inven- 
Valiant points offer a variety of in-| tories of slightly over 50 days, 
ventory situations. Best available | though if demonstrators are elimi- 


cleanup is good. Line by line here’s 
the story: 
* * * 














fp BERICAN MOTORS dealers are 
said to have about a 65-day 
supply, enough to carry them to 
introduction date with a few left 
over for long deals. 

Dodge, Dart and Lancer shops 
are reported a little heavy, with 
inventories averaging nearly 75 
days as the result of recent ship- 
ments, This is enough to carry 












































reports indicate plenty of Imperials 
in the area, with spotty shortages 
and surpluses of Plymouths. 
Valiant generally is consistent 
from dealer to dealer, with an aver- 


nated, stocks are closer to the 45- 
day mark. Falcon inventories are 
said to be between 35 and 40 days. 
Which means there’ll be a shortage 
of Falcons near introduction time, 
and a small surplus of standard 







age inventory of 26 to 30 days. | Fords. 
Chrysler has caught on. Some deal- 

ers are down to a couple, others L 
are trying to buy Chryslers. Aver- 


* * * 


INCOLN - MERCURY - COMET 
dealers are in better shape. 
Mercury inventories average 
around 30 days, Lincoln about the 
same, while Comet stocks are kick- 
ing the 55-day mark as the result 
of late arrivals, Which makes it 
look as though dealers will be sell- 
ing little more than Comets for 
two weeks preceding their intro- 
duction date. 

Chevrolet dealers appear to 
have a well balanced stock, with 
standard and compact inventories 
averaging out to a 40-day supply. 
At this rate, dealers will have a 
few holdover units to price out 
after ’62s arrive. 


Pontiac dealers, with 30-day 


















dealer said: “Our better cleanup 

this year is a combination of 

more conservative dealer orders 
and more cooperative factory at- 
titude toward overstocking.” 

Without exception, Lincoln-Mer- 
cury dealers report the cleanup is 
“real good,” “very good” or “not 
bad at all.” Hot item has been the 
Lincoln-Continental sedan, followed 
by the Mercury Monterey. On the 
cold side, the six-cylinder Mercury 
sedan was mentioned most often as 
“the car we could do without.” 

One Lincoln man said improved 
factory relations were responsible 
for his profitable cleanup. 

“It’s factory consideration that 
did it,” he said, “They neither push- 
ed, nor asked for big cleanup par- 
ticipation this year. Every one of 
them seemed much more aware of 
the true market demand for new 
cars.” 

O* of * ‘. 
"oe economy’s on an upturn,” a 
Chevrolet dealer told us. “Last 






















business. 


Stocks are low, the Skylarix ig 
sold out and big station wagons 
are surprisingly short. Specials 
account for most Buick business 
now. One of the major dealers is 
without a single new Special in 
stock. A buyer is trying to round 
up stock to keep the deal hop- 
ping until announcement day, 


Oldsmobile dealers, with plenty 
of cars, are sticking tight for good 
grosses. Hardtop sedans with air 
conditioning and the Cutlass have 
been good items in past month, 
Post sedans and the Super 88 ge. 
ries have been slow movers, 

In addition to improved factory 
relations, one dealer mentioned 
changed public attitude. 

“The public. has been told there’s 
no glut of cars this year,” he said, 
“So instead of coming in, as they 
did last year, and offering to take 
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stocks of big cars, will be short ast)a car off our hands at cost, they 
at public-announcement time, Their | Y@r there was a lack of buying/ now ask ‘Can you get me...” So 
40-day stock of Tempests will leave | C®thusiasm among the shoppers. | we're selling from stock and hold- § T 
them with a few “cold” pieces for | This year there's a general feeling | ing a better than average gross,” § to 
cost buyers. of ee en articles, oo eT a 
J As @ result of a massive adver- | St0ck-market action and new gov" | gos Studebaker dealers report 
tising program in Southern Cali-| triputed toward the upturn we've that most of their inventories 
4 : a a . ° no 
fornia a few months ago, Buick | enjoyed since April.” are in the lowest-price series, § 5 
dealers’ stocks are not adequate to a can PM though one said six-cylinder sedans . 
7 . 5 xpected, Monzas are hot : 7 : pe 
carry them to introduction time. : are a hot item in his area. Hawks 
in Chevrolet deals, as are Impala and Cruisers are almost me 
C. A. Speight, Buick zone man-/ sport coupes. Cool pieces are the | |), . d ‘i oe Ste 2 = ( 
ager in Los Angeles, said “we are| Biscayne and Bel Air four-doors. oug 1 my eile gE “y eel they WwW 
down to less than 30 days. Dealers| Four-speed transmissions on Cor- | “°Te SOW SeNers = so - ou 
are in fine shape, which makes it] vair are a real selling point. One dealer said: “We’ve been rot 
as good a cleanup as we've ever| One Chevrolet man told Auromo-| Very happy this year. The factory bes 
had.” TIVE NEws: used good judgment since Egbert the 
* * * “I’ve 23 Corvairs on hand, and I’d went in. Instead of pressure at ing 
as the promotion given | like to swap half of them for four-| the local level, we’re now getting to 
Buick, Oldsmobile dealers are | speeds.” more help than ever before.” got 
said to be holding about a 60-day| Pontiac points make “happy| The situation was neatly ex- I 
supply of big cars and over 50 days | talk” about easy-to-sell Bonneville | plained by a dealer who comment- § In 
of F-85s. This will give most deal-| and Tempest coupes. Then they/|ed: “The factory has decided they Do 
a & ® ers an excess of units when 1962/ speak of Tempest four-doors cut to} need dealers and accordingly have tor 
models bow. cost and moved because they’d| stopped trying to put us out of the 
Wi epu j Cadillae’s flexible “build” plan | been around too long. business by encouraging us to over- a f 
kept dealers well stocked until Asked why the cleanup was so | stock.” goc 
the factory shut down. Continued be 
i i i : sales have reduced inventories to e 
Spend minutes instead of hours checking your stock a aes aa ae Contracts Have 10 Days to Go... > 
You can tell at a glance what to order with PLANNED out of new cars a week or two gra 
STORAGE built around Republic Parts Bins. before new models are shown. * « ‘ 
| pipette Studebaker dealers, who counted! Big "Three Talks Quicken || * 
Republic Parts Bins are specifically designed on an industry strike, loaded their ch 
. ‘ ; inventories. As one result, some me 
to store auto parts, with right-size compartments dealers are eye-high in cars, while sitisbiieieaaih ies teiies a a 
‘ ‘ . other Lark points have easily 
for the ee eee Bonderized. Baked-on trimmed stocks. An average figure| they are expected to include im- , declared it would permit “no tam- | Th 
enamel finish. Write for catalog, or contact your indicates S-P outlets are holding| provements in supplemental un- | pering with the basic principles | 4% 
R bli : about a 55-day supply, which at| employment benefits, pensions, | underlying the cost-of-living and tal 
epublic representative. present rate will carry them about| severance pay and other fringe | annual improvement factor wage pla 
three weeks beyond introduction! benefits. formula.” pro 
time. The Big Three is not expected to Although AMC insisted at the 
mbler er, ve nd “400” | venture into the profit-sharing field,| time it made its offer that the 
ee eee nave found nand,|as AMC has done with its offer to| union had to take the whole pack- Ser 
Q 2 es 8 iat LI 8 ST 3 iz i Ambassador V-8s have been cool. | the UAW. age, the UAW is expected to an- § ® 4 
“This cleanup is fine,” one dealer Under the AMC offer, 10 percent|nounce qualified acceptance of io 
told Automotive News. “We're real- of profits before taxes, after setting | some features of the package and ot 
3) E R C) E R D 7 4 : bs) I Oo N naa ; eS aside a reserve of 10 percent of the| to make a counter-offer when they § Ve? 
ly selling them, and because the stockholders’ equity, would be con-| meet tomorrow. mon 
1078 BELDEN AVENUE — CANTON 5, OHIO other guys manent — = — tributed annually to the profit- oe Je 
cars, were all holding onto proits. | sharing fund for approximately | (@)RDERS to take strike votes | The 
Sie: 2 23,000 AMC workers represented by went out to the UAW’s local ao 
HRYSLER-LINE (including|the UAW. unions of the Big Three last week al! 
Plymouth and Valiant) dealers ees after the UAW executive board ap- 
find business spotty. One outlet has Ca points of the package as| proved the action. The votes are a 
SOLVES one 300 and a Newport, enough expressed by AMC, include: expected to be completed next This 
cars until today (Aug. 21). But he| Discontinuance of the annual im-| week. <a 
YOUR PLATE has enough Imperials for two| provement factor and cost-of-living| The executive board will meet | aa 
PROBLE fa’ months, Hot items are any Chrys- | clauses. . again on Aug. 29, two days before pe 
© ler, especially air conditioned units.| Across-the-board wage increases| contracts with the Big Three ex- A at 
Few dealers have enough. One man |of 7 cents an hour each year of @| pire. At that time the board is ex- in vi 
RY! said “any air-conditioned car is| three-year contract. _ pected to pick a target company— t : t 
e HUR. - gold. Even the wagons, in our| Transfer of $3 million from the| Ford or GM. ake 
fff ae ea acen ” joint fund to the profit sharing Because AMC is the only auto a4 | 
: Cold turkey for Chrysler deal- |f¥nd. elu maker to make a settlement pro- Regis 
Now Available! New, Improved, Foolproof ers are the stick-shift Valiant | Elimination of excess paid-time-| posal, it was omitted from the | |)° 
and Plymouth, A few dealers are | °t-worked provisions. : strike vote list by the board. The | |_| 
DEALER PLATE HOLDERS Sem Se | "Rr om nt et | 
dering to qualify for a $75 rebate | CTease effective utilization of man- In negotiations at Chrysler last Ww 
program. power. " . week, the corporation became the Regi 
HERE’S WHY EVERY DEALER WILL WANT THEM: | | Dodge dealers report plenty of| tantards SOURS Work| first of the auto makers to rele | new 
* PREVENTS LOSS OF PLATES, THEY ARE COMPLETELY SECURE! | | (O75 PiUs eee. of hopes to move| A clear, unchangeable manage-| for hourly workers. vm 
* CLIP ON AND OFF IN A JIFFY! * FIT ANY BUMPER! cone short and shoppers bit the |e OT Ce, whet os alii ws in} Whe 
JOBBER INQUIRIES * STURDY! Made of heavy duty galvanized | | street looking for a specific color or | -~onTINUATION of present em- charge of the UAW’s team at r PI 
INVITED spring wire with aluminum clips. on ploye-benefit programs, Chrysler, criticized the corpora fad 
TT) pe ses erase sere esswseerg Ms One dealer told AUTOMOTIVE News The proposal for discontinu- | tion’s rejection of the union’s pro- ite 
$ SHELAR CO. 714 65th Street, Brooklyn 20,N.Y. “the reason this cleanup is so goOd| ance of the improvement factor | posals. We ‘h 
rf) Ih | EACH 8 Enclosed herewith our check for$ __ gs | is there’s no cars in the area. We| and cost-of-living clauses is ex- Ford Motor Co. and the UAW build 
ae sili us bikndiss inh’ Sdaditens 4 | weren't buying four or five months! pected to meet stiff union opposi- | worked on noneconomic proposals F 3 
p f | ago, so the factory cut back and| tion. The clauses have been a | for a new contract “4 
IN LOTS OF 12 OR MORE PREPAID | ; S ‘ The n 
$1.25 FOR SMALLER QUANTITIES 4 Nome —* shut down early. part of the AMC-UAW agree- The UAW broadened its bargain- that ¢ 
. Address 5 “Along came summer, business} ments since 1950, ing front last week by opening i en 
Send check with order. City State u | got better and light inventories| Prior to the start of negotiations | negotiations with Bendix Corp. and the ‘a 
ee ee | Were Chopped to slow-moving stuff. | with the auto companies, the UAW | Budd Co. : 











| 


— 


ae ee 


bes Os es 


as 


os. ON @ 


- 
. 


if 


in 
at 
1” 
O° 
Is 


ne 


id 


AUTOMOTIVE NEWS, AUGUST 21, 1961 


—_—_ 


Lander, Fretwell Write to Dealers... 
RE an. oe ee ae ce ae eee ae 


62 Optimism Kindled 
By Chrysler Councils 


(Continued from Page 8) 


audience—we’re full partners. And 
were going places. 

Mike Rendaci, St. Louis Region: 
I saw the new car and it’s great. 
But now I got to go back and tell 
all the people in our dealership 
about it. We have to sell all the 

ople in every dealership on what 
a wonderful new car we've got, 
and how we have to sell all the 
1961s and the used ones to be ready 
for announcement, 

Wilbur Hawkins, Boston Region: 
I like the looks of the car—there’s 
no question about that. It was a 

ood idea to get us all together 
and discuss the aims and plans and 
programs for the fall. 

David T. Roney, Detroit Re- 
gion: I never saw the factory co- 
operate like this. They called us 
in, they listened to what we deal- 
ers had to say. Now we’re all set 
to really move. Why they even 
showed us all the new advertising 
for the 1962 models and took 
some of our suggestions, too. 

John White, New York Region: 
The meeting crystalized my plans 
to develop a solid, detailed plan for 
a 1961 cleanup. I'd been thinking 
about summer and fall plans, but 
I've got some real solid thoughts 
now. The new car—it will go, The 
Polara 500 will attract a lot of 
people. We've got some good salable 
merchandise. 

Charles Isbell, St. Louis Region: 
We've got to go back and build up 
our salesmen. This has been a 
rough year and we've got to go 
back and tell those salesmen that 
they've really got a good one com- 
ing. The factory is really listening 
to the dealers now, and if you've 


hand-in-hand. What we: saw today 
indicates that the dealers and the 
factory are ready and willing to do 
so. 

H. E, Johnson, Pittsburgh Re- 
gion: The new products are the 
greatest. The dealers are enthusi- 
astic about this meeting and 100 
percent with the factory because 
the factory showed it was willing 
to cooperate. 

Leslie D. Eversole, Minneapolis 
Region: The team of Nichols and 
Naughton know what they’re doing 
and they are helping the Dodge 
dealers. Productwise things look 
great for 1962. 

John J. Geringer, San Fran- 
cisco Region: This meeting was 
the best example of progressive 
factory-dealer relations that I’ve 
ever seen. We can tell our fellow 
dealers that we’ve got a factory 
working for us and that we’ve 
got good prospects for the future. 
The car is great. I’m sold on it, 
and we’re going to make some 
money on it. 

G. C. Dowell, Dallas Region: Very 
timely for the factory to haul us up 
here. We’ve got a real close rela- 
tionship between the dealer and the 
factory now. Real fine car. Should 
be a great year ahead. It’s a good 
money-making car and it has lots 
of youth appeal. This conference is 
real unique. We all feel perfectly 
free to talk about anything, and 
‘ask about anything. And we're get- 
ting good, straight answers. 

John Drew, San Francisco Re- 
gion: The new car has a great prof- 
it appeal. To me it’s startling, dar- 
ingly different, and young. This 
was a real sincere meeting and the 





























tending this meeting concentrated 
their efforts on one main theme: 
How to increase profits for Dodge 
dealers. Our conclusions were (1) 
that we must really clean out our 
stock of ’61 models as soon as pos- 
sible, (2) that our 1962 products 
will have great public acceptance, 
(3) that we must organize our 
dealership and salesmen to make 
the most of this opportunity. 

Following is Fretwell’s letter to 
Chrysler-Plymouth dealers: 

A special joint meeting of the 
National Chrysler Dealer Council 
and National Plymouth Dealer 
Conference was held in Detroit on 
July 20, 1961. There was 100 per- 
cent attendance by all 46 council 
members. As you have learned 
from recent news releases, a new 
Chrysler-Plymouth Dealer Council 
was formed to better and more ef- 
ficiently serve the dealers and the 
Chrysler-Plymouth Division. 

In addition to the above, the 
joint councils were addressed by 
E. C. Quinn, vice-president, sales 
divisions; C. E. Briggs, general 
manager, and E. M. Braden, gen- 
eral sales manager, of the Chrys- 
ler-Plymouth Division. 

Quinn pointed out the close rela- 
tionship between dealer profit and 
retail sales manpower, and out- 
lined the urgent necessity of sharp- 
ly increasing present sales man- 
power, to produce required dealer 
profits in the months and years 
ahead. 

The necessity of continuing to 
maintain a high level of retail de- 
liveries for the balance of the 
model year, to sustain dealer prof- 
it levels and clear inventories prior 
to 1962 announcement, was also 
clearly presented. 

We then had the privilege of 
seeing the 1962 Valiant, Plymouth, 
Chrysler and Imperial cars. Rather 
than telling you how I feel about 
these cars and the future, I am 
quoting below remarks by some 
members of the National Councils 
made at the conclusion of the con- 
ference: 





Truck Lights to Burn 
In Holiday Safety Drive 


DETROIT. — Truck lights will 
burn continuously over the Labor 
Day weekend to remind every- 
one on the road to drive care- 
fully, said John J. Gill, president 
of the American Trucking Assns. 

The industry’s “Truck Lights 
on for Safety” campaign calls for 
drivers to keep their lights on both 
day and night from 4 p.m. Fri- 
day, Sept. 1, until 8 a.m. Tuesday, 
Sept. 5, Gill said. 





convinced me that our future is 
very bright. 

Paul M. Brown, Greensboro, 
N. C.: I'm going home to get ready 
for a great year in 1962, and I’m 
getting my house in order now. 

R. P. Thornton, Columbus, Ga.: 
I feel sure we will double our 
Plymouth sales in 1962, We will sell 
out to the walls by announcement, 
and have our enlarged organization 
ready to go. 

Charles A. Bott, Philadelphia: 
The management advice We re- 
ceived was sound, and I will follow 
it. I am planning a sales drive now 
to move all of our 1961 cars by 
announcement, and am still buying 
more. The 1962 line was a complete 
surprise, particularly Plymouth, 
and I expect to triple my Plymouth 
sales. All of our cars should go 
places in 1962, and We are organiz- 
ing for these increased sales. 

Jack Friedman, Des Moines: 
I am most enthusiastic about our 
new cars for 1962. They should 
provide the base upon which to 
build favorable profits for dealers 
and factory alike. 

Tom O’Brien, Indianapolis: The 
all-new 1962 Plymouth will fit the 
market just right. The 1962 Chrys- 
ler and Imperial are sharp and at- 
tractive. These cars will léad us to 
a bigger share of the market in 
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1962. By following the sound, pro- 
gressive management advice We re- 
ceived—which I am doing—we will 
all move ahead to real profits in 
1962. 

Clifton Dennard, Dallas: I was 
very much and very favorably im- 
pressed with all of our lines for 1962. 
They’re the best we've ever had. 
I’m building up my sales organiza- 
tion right now to take full advant- 
age of our sales and profit opportu- 
nity for 1962. 

George H. Harger, Los Angeles: 
All of our cars for 1962 are “na- 
turals” and should be the sales suc- 
cess we all hope for. We will be 
ready to move these cars in im- 
proved volume with improved prof- 
its. 

Lewis H. Goodman, Syracuse: 
My reaction to all of our 1962 
lines was very, very favorable. 
They are attractive, the right size 
and will sell in increased volume, 
We’re happy, optimistic and or- 
ganizing for a profitable year in 
1962. 

James E. Murphy, Elizabeth, 
N. J.: The 1962 Valiant, Plymouth, 
Chrysler and Imperial cars are 
beautiful and will sell. I’m getting 
my house in order for 1962 right 
now. I am planning a profitable 
year. 

Personally, I think the cars for 
1962 are great, and present us all 
with an outstanding profit opportu- 
nity. However, as emphasized by 
Quinn, Briggs and Braden, this op- 
portunity for profit requires action 
on our part now, action with which 
all National Council members con- 
cur. 

That action is: 

1. Sell every 1961 model on wheels 
prior to announcement day. 

2. Determine to manage our busi- 
ness aggressively and efficiently 
and in a positive, optimistic frame 
of mind. 

3. Provide enough we]1]1-trained 
retail salesmen to do the selling 
job that must be done now, and in 
1962, to produce the profit our busi- 
ness should produce. 


got a good idea they’ll buy it. 
Frank G. Elliott, Detroit Region: 
In the 12 years that I’ve been a 
Dodge dealer, the dealer and fac- 
tory have never been as close as 
they are today. We belong. We're 
a team, and when we suggest a 
good idea to the factory they will 
buy it. And they’re taking us into 
their confidence and telling us 
what’s behind their plans and pro- 


J. Robert Wegge, Los Angeles 
Region: Dodge recognizes the 
dealer position and has gone to 
the trouble of calling us in to 
discuss the cleanup and an- 
nouncement plans and programs. 
This is a new and unique rela- 
tionship. The factory people are 
talking about dealer profits, and 
planning to help dealers increase 
profits. 

R. Harold Craig, Syracuse Re- 
gion: This was a great vote of con- 
fidence for the National Committee, 
and it gave me a big lift to go back 
and get things ready for 1962, I 
liked everything that I saw, and 
we're going to make some good 
money in 1962. 

Jess Myers, Los Angeles Region: 
The time spent here was very 
worthwhile, and we can take back 
the message that the factory is 
really interested in the dealer and 
has come up with a great new line. 

Harold Walsh, Portland Region: 
This meeting demonstrated again 
what we first saw at the spring 
meeting; Nichols is interested in 
increasing the importance of the 
Advisory Conference and he’s will- 
ing to discuss everything and then 
take some actions to help the deal- 
ers. 

Roy W. Marberger, Philadelphia 
Region: There are a lot of dealers 
who are waiting to see that 1962 
and now I can go back and tell 
them that it’s a real great car. 

W. H. Edwards, Miftneapolis 
Region: I’m real pleased with the 
new car. I’ve just got to go home 
now and do a job that’s all. I 
sure don’t want any ’6ls around 
when the ’62s come in. 

LP. H. McNulty, Memphis Region: 
Tm proud of what we saw and 
glad to hear what we heard. With a 
little cooperation from everyone, 
we should have a real orderly 
buildout. 

F. M. Suttor, Cincinnati Region: 
The meeting is a tangible example 
that this business must be conduct- 
ed on a two-way street, and that 
the dealers and factory must work 










Robert Hunt, Mexico, Mo.: It’s 
the finest meeting I’ve attended 
as a dealer. The honesty and in- 
tegrity of our officials and the 
sharp, salable new cars have 


dealers and factory are working 
as a team. The factory people are 
really being helpful to us dealers. 

I would like to emphasize that 
both the factory and dealers at- 











enable manufacturers to set a spe- 
cific retail price on trademarked 
products and enforce it as long as 
the trademark is used is sponsored 
by Senator Homer Capehart, In- 
diana Republican, who is joined by 
Senators Olin D. Johnston, South 
Carolina Democrat; John L. Mc- 
Clellan, Arkansas Democrat, and 
Jennings Randolph, West Virginia 
Democrat. 

This is the Quality Stabiliza- 
tion Bill, introduced in the House 
by Rep. Ray J. Madden, Indiana 
Democrat, and Rep. Thor Tollef- 
son, Washington Republican. 


The measure is backed by a 
group called Quality Brands Associ- 
ates of America, Inc. Its head and 
the co-author of the bill is John W. 
Anderson, president of Anderson 
Co., Gary, Ind., maker of wind- 
shield wipers and other auto ac- 
cessories. 


Proponents of the bill deny ve- 
hemently that Quality Stabilization 
is a Fair Trade bill because it 
operates on a voluntary principle, 
applies only to trademarked items 
and sets a specific, rather than a 
minimum, retail price. 

However, on a limited scale, its 
effect would be very much the 
same, and the organization appar- 
ently is aware of being labelled 
“back-door” Fair Trade because of 
its disavowals as well as its refusal 
to take a position on other Fair 
Trade bills. 

Quality Stabilization, which 
would amend the Federal Trade 
Commission Act, would attempt to 
stop “predatory” pricing by pro- 
tecting the brand name, which is 
the maker’s property. 

The manufacturer could insist 
that the retailer using his brand 
name charge a set price, but the 
retailer could remove all evidence 
of the brand and sell at any price 
he chose. The participating manu- 
facturer also would be free to pro- 





Senate Gets Capehart Bill 
On Price Stabilization 


WASHINGTON.—A resolution to| label in competition with his own 


protected brand. 

The Quality Stabilization bill is 
endorsed by a number of trade 
associations but not by the Retail 
Druggists, the most powerful lob- 
by group for Fair Trade. The 
Capehart-Madden bill is support- 
ed by organizations of dealers in 
hardware, appliances, jewelry, 
furniture, photographic equi p- 
ment, sporting goods and station- 
ery. 

It also is supported by the Inde- 
pendent Garage Owners of America 
and by Emil G. Stanley, publisher 
of Jobber Product News. 

Despite the fact that Quality 
Brands Associates says it expects 
hearings to be held, hearings are 
impossible this year and not likely 
next year unless Rep. Oren Harris, 
Arkansas Democrat, sponsor of a 
Fair Trade bill and chairman of 
the House Interstate Commerce 
Committee, decides his bill has no 
chance and would support the 
Madden bill. This is not thought 
likely. 

In the Senate a Commerce Sub- 
committee headed by Senator A. S. 
Mike Monroney, Oklahoma Demo- 
crat, although sympathetic to Fair 
Trade, has shown no interest in 
Quality Stabilization. The prospects 
of the bill would appear to be dim. 


Davis Leads Dealers 


In Lewiston (Me.) Area 


LEWISTON, Me.—Richard Davis 
has been elected president of the 
Lewiston-Auburn Automobile Deal- 
ers Assn., succeeding Shepard Lee. 
Norman Bouvier was named vice- 
president, and Phillip Flock, sec- 
retary-treasurer. 

Certificates recognizing their 
many years of service to the com- 
munity were awarded to Alfred 
Parent, 49 years; George Davis, 44; 
Roger Williams sr., 42; William 
Cummings, 41; Joseph Lifshitz, 33; 
Alton McFadden, 28, and Charles 


duce merchandise under another| Chase, 21, 


Modernize 





ROTARY FP-46 
SUPERSTRUCTURE 





YOUR PRESENT 
JACK—ANY MAKE 










change to frame pick-up superstructure— 


handle all cars and 


Equip your old lifts to handle all 
modern cars by installing a new 
Rotary FP-46 Frame Lift super- 
structure. You can use your pres- 
ent lift jack, and save up to $395 
compared to the cost of a com- 
pletely new lift. 

VERSATILE LIFT—With the FP-46 
be able to handle 


faster, do service, repair and re- 


you ll cars 


save up to $395.00 


placement jobs that just aren’t 
possible with a Roll-On or Free- 
Wheel type lift. The FP-46 is 
today’s most versatile lift with a 
wide range of pick-up adjust- 
ments to accommodate all car 
frame styles. The easily installed 
conversion superstructure is avail- 
able for Rotary and other make 
lifts built since World War II. 


MAIL COUPON TODAY FOR MORE INFORMATION 


Please send information on the Rotary FP-46 con- 
version superstructure. 





ROTARY LIFT DIVISION 
Dover Corporation 


Name 



















Dover Corporation, Rotary Lift Division 
1120 Kansas, Memphis 2, Tenn. 


Company 


Address. 
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Business Management Is Key... 
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Greater Profits Seen 


For Ford Dealers 


(Continued from Page 3) 


quate in business management. His 
advice to those who are less than 
adequate: Improve their ability to 
use statistics or hire the best busi- 
ness managers they can find. 


The dealers who are less than 
adequate in business manage- 
ment hurt not only themselves 
but also other dealers in the same 
market. The dealer who doesn’t 
understand his business is likely 
to be the one who cuts gross 
profits in the entire market to a 
level where no one can make 
money. 

Walla had these other points to 


make on the subject of managing 
the dealership: 


1. He has been irked by the fre- 


quent comment that factories are 
not interested in seeing their deal- 
ers make a profit. “That certainly 
isn’t true here,” he said. If the fac- 
tory had no interest in dealer prof- 
its, there would be no business 
management aid. Walla said that 
the services of his department have 
been expanded and more services 
are being planned. 
* 


ALLA said that the wishes and 
interests of dealers were con- 


sidered when Ford adopted a sim- 


Obituaries 


Packard dealer 


J. Earl Waters 


plified, one-page financial state- 
ment form for dealers in 1959. 
Dealer councils have praised the 
form and so Ford is now working 
on a program to make the form 
more useful for dealers. 


2. Dealers would do well to go 
slow about breaking down their 
income, expense and profit by de- 
partment. This calls for a lot of 
expert allocation of expenses and 
the results can be misleading un- 
less the allocation is done prop- 
erly. 


3. Those dealers who are meas- 


uring their operations entirely by 
their net profit on sales may be 
getting less than the full story. 
Actually, the profit on the money 
the dealer has invested in the deal- 
ership is considered a better meas- 
ure of the dealership’s profitability. 


* * * 


pptatee profits are sometimes 


compared with the profits on 


sales made by the auto companies. 
Walla said this is an “apples and 
peanuts” comparison. 


Manufacturers with a large in- 


vestment per dollar of sales and a 
slow turnover of assets seem al- 
most naturally to have a higher 
profit on sales than retailers who 
have a smaller investment per dol- 
lar of sales and turn over their 
assets much quicker. The profits 
on sales for each group are not 


LARGO, Fla.—J. Earl Waters, a former | subject to fair comparison, 


in St, Petersburg, died 


here Aug. 12. 


* * * 


Russell Warren Hooper 
NASHVILLE. — Russell Warren Hooper, 


59, president of Palmer-Hooper Motors, 
Inc., died Aug. 12, He formed the dealer- 
ship in 1945 with the late Joe Palmer jr. 
The firm handled Mercury, Comet, Lincoln, 
Renault and — eo. 


Lewis E. Myers 
NEWTON FALLS, O.—Lewis E, Myers, 


60, owner of B. E. Myers & Son Auto 
Parts and a former Mercury dealer here, 


died of a heart oS July 27, 


retired research director for the Superior 
Engine Division, National Supply Co., 


George F. Noltein 
TAMPA, Fla.—Prof. George F. Noltein, 














4. Finally, Walla feels that 


dealers will have to do more 
managing of statistics in the fu- 
ture, if they want to remain suc- 
cessful. As an example, he men- 
tioned forecasting. 


Dealers are now urged to fore- 


cast their total car sales and other 
operations for the months ahead. 
In the future, Walla said dealers 
would do well to forecast car sales 
by series, not just the total num- 
ber of car sales. 


Walla has headed the business 


management department at Ford 
Division since April, 1960. An Air 
Corps veteran of World War II and 


Springfield, O., is dead, He was the sole} & graduate of the University of 
surviving pupil of Rudolph Diesel, inven- 


tor of the diesel engine, and also had been 
an associate professor of mechanical engi- 
neering at Antioch (O.) — 

* 


dealer, died July 31, 
* 


CHICAGO.—Harry Metnick, 68, a used- 
car dealer in the Chicago area for 40 years 
and owner of Downtown Nash before he 
retired in 1955, died July 28. 

ak oR 


CLEVELAND.—John W, Brophy, 64, re- 
tired works manager of General Motors’ 
Cleveland Diesel Engine Division, died Aug. 


12. 


with the Delco-Remy Division in Anderson, 
Ind. At one time he was director of em- 
ploye activities for the corporation. 


ST. LOUIS.—Milton C, Kunze, 31, vice- 
president of Costello-Kunze Ford, Inc., in 
suburban Jennings, died Aug. 11, apparent- 
ly of a heart ailment, 


ELMIRA, N, Y.—Clifford Murray Peck, 


53, 


Trucks, 
joined Brockway, a division of Mack 


Trucks, Inc., in 1938, 
cs 


LOUISVILLE.—Walter H. Girdler jr., 


48, 


Girdler Motors here, 
tack Aug. 10 at his home in Los Angeles. 


LANCASTER, Tex.—J. C, Edwards, 62, . 
former Lancaster mayor and retired Ford| Huntington has been elected presi- 
dent of the Seneca County Automo- 
a Dealers Assn. He succeeds 

NEW BREMEN, 0.—Leo H. Huenke, so, | 2-4. McMahon. 
former village mayor and retired automo- 
bile dealer, died Aug. 6. 
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TYLER, Tex.—John L, Young, 59-year- 
old president of Young Motor Co, (Ford), 
operating in Tyler and Kilgore, Tex., died 
Aug. 4. 


NASHUA, N. H.—Bernard Pearson, 84, 
partner in a dealership in New Sweden, 
Me., for many years, died here Aug. 7 

* * * 


WAYNESVILLE, N. C.—John Taylor 
Davis, 62, 
home here Aug. 7 after a long illness. 

* + * 


SAN FRANCISCO.—L, E, 
theis, Paramount Motors, died July 30 in a 
Los Angeles hospital after heart surgery. 

* o* 


J. C. Edwards 


* ca 
Leo H. Huenke 


* 
John L, Young 


* * a 
Bernard Pearson 









John Taylor Davis 


retired car dealer, died at his 
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His career with GM started in 1919 
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Milton C,. Kunze 


* * * 


Clifford Murray Peck 


district manager of Brockway Motor 
died unexpectedly Aug. 12. He 


* * 


Walter H. Girdler Jr. 


one of the founders of the former 
died of a heart at- 














SERVICE MANAGER wanted by old es- 
tablished GM dual, 160 car dealership in 
the Southern Tier area of New York 
with highest service absorption 
zone, Must have knowledge of customer 
relations, mechanics supervision (6), used 
car reconditioning, 
and procedures. 
to Box 2750, c/o Automotive News, De- 
troit 7. Our present service manager is 
retiring. 


NEW AND USED CAR SALES MAN- 
AGER. Must be a real ‘‘take charge’’ 
man, with ability to train, and keep his 
staff at an enthusiastic high pitch, Won- 
derful 
New York Ford dealer, 
absorption over the years exceeds 100%, 
but whose car sales are frankly way 
way below potential, 
exceptional opportunity for a good man 
to show real 
income as well as in our car sales. Salary 
and participation, Write full particulars 
of experience and availability, Box 2731, 
c/o Automotive News, Detroit 7. 











Denver, he joined Ford in the Den- 
ver district office in 1950. 





Dealers Elect Huntington 
SENECA FALLS, N. Y.—Fred L. 
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factory adjustments 
Send complete résumé 


opportunity with metropolitan 
whose service 


This creates an 


improvement in his own 
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business. 
























salary requirements. 


Detroit 7. 















area 


partments and customer relations, 
the right man this is an 










Detroit 7. 








AGER WANTED: 


manager. 


motive News, Detroit 7. 
BUSINESS MANAGER for one of 


résumé to Box 2749, 
News, Detroit 7. 







Advertise in 
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HELP WANTED 


VOLKSWAGEN 
ASSISTANT 
SALES TRAINING 
COORDINATOR 





PERSONNEL DEPARTMENT 


to develop sales training aids, such as a 
salesman's manual, film strips, etc. for the 
use of Volkswagen distributor and dealer 
organizations, which are rapidly increasing 
and expanding. 

REQUIREMENTS: Several years' experience 
in sales training (preferably in automobile 
business), demonstrated skill in instruc- 
tion, and ability to write clearly and 
effectively, Work will involve some travel. 
Send complete resume describing all 
Previous employment (companies, posi- 
tions, earnings) and education. 


VOLKSWAGEN OF AMERICA, INC. 


ENGLEWOOD CLIFFS, NEW JERSEY 





REPRESENTATIVES 


Major automotive manufacturer 
has immediate need for several 
men thoroughly familiar with all 
phases of the leasing and fleet 
Those selected will be 
responsible for promoting the 
sales of our products to fleet op- 
erators and for assisting our deal- 
ers in entering the leasing busi- 
ness. Applicants should be be- 
tween 30 and 40 years of age, 
preferably college graduates and 
willing to relocate if necessary. 
Submit complete resume including 


Box 2741, c/o Automotive News, 


SERVICE MANAGER, Capable taking over 
complete charge of one of the largest 
Volkswagen service shops in metropolitan 

in California. Must have well 

rounded background of extensive experi- 
ence in actual management of all de- 


excellent op- 
portunity to secure his future, If quali- 
fied as stated, send background mate- 
rial and current photo, All communica- 
tions will be held in strictest confidence. 
Reply Box 2725, c/o Automotive News, 










CHEVROLET NEW CAR SALES MAN- 
Chevrolet dealer in 
suburban community within 60 miles of 
New York City requires a new-car sales 
Sales now over 650 new cars 
per year with potential of 800. Earnings 
now over $12,000 with proportionate in- 
crease with increased volume. Only ex- 
perienced Chevrolet sales personnel need 
apply. Apply in writing stating age and 
experience, also attach photograph, State 
present connection, which will be held 
confidential. Reply Box 2743, c/o Auto- 


















“Big 
Three’ dealerships located in Lake Erie 
resort area in town of 50,000. Excellent 
new facilities. Compensation open. Mail 
c/o Automotive 


Automotive News 



























responsible assignments. 





criteria for promotion. 








and staff openings for: 



























20000 Rotunda Drive 






HELP WANTED 


LEADING IMPORT DISTRIBUTOR, Mid- 


west, looking for experienced service 
claims manager, Must be thoroughly fa- 
miliar with warranty procedure and all 
phases of service operations, Location 
Chicago, Illinois, Good salary, company 
benefits, Send résumé of experience and 
qualifications, Box 2745, c/o Automotive 
News, Detroit 7. 


SALESMAN WANTED to call on car deal- 


ers and garages. Sell new fast moving 
product, stops oil leaks in rear main 
bearing seals, We are placing one sales- 
man in each state. Your state may still 
be available, Contact: Write or phone, 
Great Lakes Mfg. Co., Sales Office, 156 
Washington St., Manistee, Michigan, 
phone Parkview 3-2112. 


MECHANIC—with Chrysler products ex- 


perience. Excellent opportunity for good 
man, Contact: R, E. Broe, Inc., 4th and 
Jackson Sts., Springfield, Ill. 


position than you are today. 


Growth of the Ford Motor Credit Company depends upon 
good people. Each month men are promoted to more 


Demonstrated ability—not the passage of time—is the 


There are a number of openings for: 
BRANCH MANAGERS 
OFFICE MANAGERS (in charge of 
internal operations of a 
branch office) 
SALES REPRESENTATIVES 


FINANCIAL ANALYSTS 

CREDIT ANALYSTS 

INTERNAL AUDITORS 

ACCOUNTANTS 

OPERATIONS MANAGER (for 
international automotive financing) 


If you are an experienced automobile sales finance com- 
pany man, look into your future with Ford Motor Credit 
Company. Inquiries will be kept confidential. Write to: 


Ford Motor Credit Company 


Personnel Director 
Room 2086 


SERVICE MANAGER—Ambitious, 











HELP WANTED 


What Will You 


Be Doing 
TwoYears from Now? 


If you have joined the Ford Motor Credit Company, and 
if you have ability, chances are that you will be in a higher 





































































































Dearborn, Michigan 





HELP WANTED 


ASSISTANCE NEEDED 
FROM DETROIT/CLEVELAND 


DESIGNER NEEDS ORGANIZER with Ex- 
perience & $$$$$ To Establish National 
Market & Manufacturing for Self-Con- 


tained/All-Season AUTO CAMPER Sys- 
tem FOR ECONOLINES, GREENBRIERS & 
VOLKSWAGEN BUSES. Sleeping 2 Adults 
& 4 Children OR 4 Adults Inside. 
R. AULT, 312 E. BROWN 
BIRMINGHAM, MICH. 





experi- 
enced and capable of managing a well- 
equipped service department for a Chrys- 
ler product dealer, Salary plus percentage 
of the department’s gross profit, plus 
pension, hospital and life insurance, and 
other benefits, Write full particulars, Box 
2744, c/o Automotive News, Detroit 7. 





North-East-South-West — Automotive News’... 


. “Leading Used-Car Auction Directory" gives the sale day and time of top 
Auto Auctions EVERY WEEK. See Page 38. 


















































MANAGEMENT OF SMALL DEALER- 





Ciel 
HELP WANTED 
<=xPinINNCED BUSINESS MANAGER to 
‘je all accounting duties, credit and 


pallections, office management, etc. Pio- 
eer Midwest distributor of imported 
ors location Chicago, Ill. Excellent 
compensation plus other benefits. Write 
Geta s of experience and qualifications 
with phone number to Box 2751, ¢/o 


Automotive News, Detroit 7. 





S MANAGER with ten years’ ex- 


Pitence with metropolitan Ford dealer 
e years’ with metropolitan Chev- 


eae dealer. Completely familiar with 
GM and Ford accounting procedures, 
budgeting, internal controls, inventory 
control, credit, expense and financing. 
Phone Mission 5-5224, Houston, Texas 


or write Box 2739, c/o Automotive News, 


Detroit ¢. 
ATTENTION DEALERS ONLY—AVAIL- 
ABLE IMMEDIATELY—General man- 
ager-general sales manager who could 
be assistant to dealer, Has been general 
manager 1,600 P.P., sales 1,524, 120 
employes, 9 million sales, 70% absorp- 
tion. This man is a real rare find who 
is available because of sale of present 
dealership due to estate problems, Has 
factory approval, but not enough capital, 
so wants to join dealer who will afford 
opportunity in return for hard, honest 
work. Age 40, married, two children, 
college graduate, settled and conserva- 
tive, yet extremely promotional, Can op- 
erate every department at a profit. Long 
hours, knows how to get along with per- 
sonnel, will take instructions, but can 
make good decisions, Former employers 
have nothing but praise. Knows finance, 
taxes, etc., can build sales force and 
train for profit. Has national recognition 
for sales training and promotion, Will 
locate anywhere for opportunity, but it 
must be permanent, If you want a man 
who will guard your interests com- 
pletely and one you can trust, write or 
wire us for complete résumé, letters and 
picture, No obligation—no fee, All re- 
plies confidential. We will arrange confi- 
dential interview, You will never regret 
talking to this man, Write or wire now. 
Executive Placement, 7811 Carondelet, 
Room 301, Clayton 5, Missouri. 
VING TO FLORIDA END OF AU- 


0 
MUST. Steady family man, 37 years old, 


complete management experience in all 
phases of new and used car merchandis- 
ing. Do you need new car or used car 
manager or both, or will buy in or buy 
you out, Heavy G.M, experience. Box 
2715, c/o Automotive News, Detroit 7. 
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POSITION WANTED 


SALES MANAGER—F ast closer—wants 
connection with dealership that would 
like to double sales with more profit. 
High-Oldsmobile, Rambler for years. 
Glenn Peck, Box 205, Burleson, Texas. 
Phone: WA 7-8398 Fort Worth. 


GENERAL OR SALES MANAGER, 12 
years’ experience with Buick, eight as a 
dealer. Know entire operation, 34 years 
of age, married, four children, Dealer- 
ship Management and Business Admin- 
istration schooling. Box 2752, c/o Auto- 
motive News, Detroit 7. 


CAN YOU USE A MANAGER? Presently 
employed nine years with profitable qual- 
ity dealer near Boston. Can _ shoulder 
responsibility dependably and profitably. 
Young family man, university graduate. 
Bank, factory, dealer references avail- 
able. Could handle a deal of my own 


DISTRIBUTORS WANTED 


cere estsentsessissnssiesessensesnsesnesnssesneetsinienyeiseeinetesnasns 





AUTOMOTIVE 
DISTRIBUTOR 
WANTED 


Nationally known manufacturer of funeral 
coaches and ambulances has excellent op- 
portunity for progressive, aggressive Distrib- 
utor with successful sales organization. Top 
quality vehicles are acknowledged leaders in 





able for right sales team. Send complete de- 
tails of your organization to Box 2742, c/o 
Automotive News, Detroit 7. 





but lack capital. Replies confidential. 

Box 2753, c/o Automotive News, VL Oau—_—________________™™—_____ 
troit 7. SEAL EES ES 
SALES MANAGER, fast closer. Double 


BUSINESS OPPORTUNITIES 


STATEN ISLAND—Bay St, (Stapleton), 
100% car lot location, Over 53,000 sq. ft. 
available. Will build service station, Will 
2 For information call CY 3-5555, 

: Cc, 


sales, more profit. High state and na- 
tional Rambler, Oldsmobile for years. 
Write Box 2754, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS AVAILABLE 


COLORADO DEALERSHIP NOW HAN- 
DLING FORD, Near mountains, Grow- 
ing community. Annually averaged over 
$35,000.00 past 15 years, Owner must 
retire, Approximately $50,000.00 required 
to buy inventory and equipment, Will 
lease or sell real estate, Box 2728, c/o 
Automotive News, Detroit 7. 


50 CAR DEAL NOW HANDLING FORD 
IN West Pennsylvania, Good location on 
U. 8S. Route. Owner retiring. Write Box 
2729, c/o Automotive News, Detroit 7. 


PARTNER WANTED—Hot GM line, fast- 
growing Florida community, $25,000 in- 
vestment, stays in business. Rare oppor- 
tunity for a man of good character and 
experience, Give complete information. 
Write Box 2684, c/o Automotive News, 
Detroit 7. 


SMALL NEW YORK STATE agency han- 
dling Ford, Lease or buy building, Farm- 
ing-industrial area. Box 2740, c/o Auto- 
motive News, Detroit 7. 


AGENCY HANDLING FORD, South Ala- 
bama, Progressive city, $21,000. Owner 
retiring. Box 2747, c/o Automotive News, 
Detroit 7. 


FOR LEASE: Modern automobile building, 
Ford signs, parts counter, front end 
machine, twin-post lift, used car lot on 
main street of West Texas town for only 
$285 per month, Franchise handling Ford 
is available to qualified person. If lessee 
obtains the Ford franchise, free rent of 
a 12 room home, horse, saddle and a 
permit for hunting and fishing on 1,000 
acres. Ford dealership was in the hands 
of the same family for 25 years. Reason 
for foregoing—dealer going out of busi- 
ness. Write Box 2755, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS WANTED 


CARS FOR SALE 


IMPORTANT NOTICE 


Dealers are cautioned that’ before 
purchasing any import automobiles 


or trucks, they should be sure to 

check the seller as to what, if any, 

excise taxes and duties have not 
paid on the vehicles. 





1960 CONTINENTAL TOWN CAR—$4,900. 
Black finish, leather top, One owner — 
originally sold by, 29,745 miles, fully 
equipped including air conditioner. Guar- 
anteed for 4,000 miles or 90 days, Con- 
tact: Marshall Farmer or Luke Blanche, 
Farmer Motor Co., 480 E. Main, Lexing- 
ton, Kentucky, Phone: 2-3833, 


TRUCKS WANTED 


WRECKER WANTED, Prefer Holmes on 
Chevrolet chassis, Prefer 1-ton with 
duals, Must be in good condition, Send 
complete information and pictures to 
Loveland Chevrolet, North Bend, Wash. 

TRUCKS FOR SALE 

1955 IHC C0205 Diesel truck tractor. 
Cummins JT-170 engine, single axle, 
10.00 x 20 tires, 8 speed road ranger 
transmission, Midway Consumers Credit 
Co., 1625 University Ave., St. Paul, 
Minn, MI 5-3981. 

PARTS FOR SALE 

LLOYD PARTS for all models. Complete 
stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 


BIG DISCOUNT on large stock obsolete 








GENERAL MANAGER’S POSITION, Nine 
years’ experience ‘‘Big 2’’ line, Excellent 
references, complete factory approval. 
Age 32, married, available immediately. 
Complete information upon request, Box 


2719, c/o Automotive News, Detroit 7. 


GENERAL OR SALES MANAGER, Proven 


record, Good organizer, leader, Best of 
dealer and factory references. 25 years’ 
experience. Age 48, Desire New England 
location. Available September ist, Box 
2722, c/o Automotive News, Detroit 7. 


SALES OR GENERAL MANAGER, Wants 
definite buy-out deal. Previously Pack- 
ard-Studebaker-Nash dealer. Pontiac ex- 
perience. No genius but can handle en- 
tire front end operation, Box 2723, c/o 
Automotive News, Detroit 7. 


BUSINESS MANAGER—ACCOUNTANT— 
Thoroughly experienced in GM _ proced- 
ures, qualified organizer and management 
counselor, practiced the latest techniques 
in expense controls for planned opera- 
tions in conjunction with daily operating 
control, M.H.D, experience, Married, 
willing to relocate, Box 2737, c/o Auto- 
motive News, Detroit 7. 


GENERAL—SALES MANAGER. I prefer 
to work as assistant to dealer who needs 
a Man Friday to work his way, relieve 
him and better his profit and sales pene- 
tration. Proven record, good organizer- 
leader and sales promotion advertiser. 
Top factory, business and personal ref- 
erences. Prefer dealership with potential 
600 up in West or Southwest, Salary 
secondary to future—prefer reasonable 
salary and bonus from profits. Résumé, 
Picture on request—no obligation, Box 
2738, c/o Automotive News, Detroit 7. 














SHIP or buy-out proposition of portion 
or all of interest, Prefer city of 8,000 to 
20,000 in South, Southwest or West. 
Fully familiar with small and metropoli- 
tan dealership operations. Twenty years’ 
experience covering office, business and 
general management, and acting as deal- 
er’s righthand man, Experienced in all 
phases of operation and in training men 
for departments, Phone MI 5-5224 Hous- 
ton, Texas, or write Box 2746, c/o Au- 
tomotive News, Detroit 7. 


USED CAR MANAGER — SALES MAN- 
AGER. Over 25 years’ experience all 
phases of the automobile business, Mar- 
tied, sober, dependable, can produce sales 
at a profit. Best of references as to abil- 
ity and integrity from present as well as 
past employers, Will relocate for deal 
with future. George Stanley, 223 E, 10th 
8t., Erie, Pennsylvania. GL 6-0109. 
















1946-1961 Lincoln-Mercury parts, Cox 
Motor Co., 418 N, Beach St., Daytona 
Beach, Florida, Phone: CL 2-5501. 


WANTED: CHEVROLET OR DUAL, 250- 
400 unit potential, 75 mile radius New 
York City. Cash waiting for right deal. 




























epee rete nge  eas atne neei eeseer a ree i l 
Box 2671, c/o Automotive News, De-|IN A ‘‘BIND’’ for a slow moving Chevro- 
troit 7. let part? Try Bill White Chevrolet, Tulsa. 





CHEVROLET DEALER, young, 36-year-old $250,000 inventory perpetually controlled. 


Chevrolet dealer returning to Garden 
City, L. I., New York desires Chevrolet, 
Cadillac or Ford dealership on Long Is- 
land, Would consider buy-in proposition 
in a sound, established dealership, with 
dealer anticipating retirement, Factory 
approval secured, Thoroughly familiar 
with all phases operation, attended new 
dealers school in Detroit, capable of 
training and supervising sales depart- 
ment. Have proven record of profit per- 





PARTS FOR VOLKSWAGEN 


Importer and Distributor 
Buy Direct 


Write for Free Catalog 
GLOBE AUTOMOTIVE IMPORTS, INC. 
MONTGOMERY, N. Y. 


Tel. Newburgh JO. 2-0847 
Cable address GLOIMP 





formance, All replies held confidential. 
Box 2748, c/o Automotive News, De- 
troit 7, BUSES FOR SALE 


DEALER SERVICES 


SKIPS FOUND—$25 or 50% . . . national 
references. No charge if you find sooner. 
Send for form. Dept. C-24, 422 Washing- 
ton Bldg., Washington 5, D, C, 





SCHOOL BUSES 
FORD — CHEVROLET — DODGE 
54-Passenger 
1955, $1,350; 1956, $1,950; 1957, $2,750 
Immediate Delivery—Reconditioned—Terms 
COUNTY SCHOOL SERVICE, INC. 


23 South St., Danbury, Conn. 
J. Egan — Tel. Pioneer 3-4437 


A ee a tnt eran neem nn contnenl 


SHOP EQUIPMENT FOR SALE 


ALIGNMENT EQUIPMENT complete 
Bean front end alignment and frame 
straightener machine. Bought new $3,700. 
Very good condition, will be sold at a 
price that’s a steal! Vin Devers Mer- 
cury, TU 2-7171, Sylvania, Ohio (next 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power” booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 


to Toledo, Ohio). 











SALES CONTEST 
FOR MECHANICS 


A terrific new idea that guarantees to in- 
crease work order "'line items'' and boost 
service department gross profit, Being used 
by 32 dealers in Toronto alone. Write for 
FREE information on the "Shop Mechanic's 
Bank." 


AT 
PUBLIC AUCTION 


Shop and office equipment, tools, 


arts and garage service equip- 
C. R. BAILEY PROMOTIONS P garag quip 


891 King Street East 
Hamilton, Ontario, Canada 


ment and parts bins. 














THURS., AUG. 24TH 





NSU PRINZ 
NSU 


U. S. IMPORTER 


TRANSCONTINENTAL MOTORS, INC. 


230 Park Avenue 
New York 17, N. Y. 


SPARE PARTS CENTER: 
421 East 


New York 28, N. Y. 





LUDWIG MOTOR CORP. 










10 A.M. until sold 








ORDWAY MOTOR 
SALES 
302 W.. Prospect St. 


JACKSON, MICHIGAN 


(former Lincoln-Mercury dealer) 


SPORT PRINZ 


IS HERE TO STAY 


Sale conducted by the Montpelier Auto 


Auction Co. 


of Montpelier, Ohio. 
91st Street. 





ANTIQUE, CLASSIC CARS FOR SALE 
1930 FORD MODEL A COUPE, 


| ALEC ER IUBCREE 
FULLY EQUIPPED MODERN 


One story metal furniture plant, 180,000 sq. 
their field. Market is permanent and profit- | ft., 
ing machinery in Goshen, Indiana. New York 
Central 
dock and good truck transportation. Equip- 
ment includes new 5 stage paint metal prep- 
aration, number 2 Ramsburg installed 
and bake ovens. Presses and other machinery 
for metal fabrication now in plant. Building 
is masonry construction, 
quiries to A. Tombari, Executive Vice-Presi- 
dent, 1401 Summit St., Toledo |, Ohio, or call 
him at Toledo, Cherry 1-6101. 





55 





MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 


COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


8,300 
miles, original tires—spare never used. 
Original paint, like new, 1928 Ford 
Model A Victoria sedan, 30,000 miles, 
everything original except exterior re- 
finished, Jim Voll Motors, Ltd., 2372 
King St., East, Kitchener, Ontario. 


PLANT FOR SALE 


PLANT FOR SALE 


fully equipped with modern metal work- 


* 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


Railroad siding alongside shipping 
1961, 


modern. Write in- 


a 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
J 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 
NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


MISCELLANEOUS FOR SALE 


60" SEARCH-LIGHTS 
AND GENERATORS 
800 Million Candie Power 


BRAND NEW 


BEST TRAFFIC BUILDER 
FOR NEW OR USED 
CAR LOTS 


$2,500.00 for Both Units 
MARION LINCOLN 
MERCURY CO. 


Marion, Ohio 














MISCELLANEOUS 


THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


Lubricated Automatic Brake 
and Brake Cable 


“ORIGINAL YELLOW BRAKE BAR" 


Automatic BraKinG |) wis 


ONLY BAR MANUFACTURED TODAY 


WITH THE UNIVERSAL $ 45 Dealers’ List Price, F.O.B. Factory. . .$69.80 
“WRIST ACTION" 51 Dealers’ 25% Discount ..... ere 
Incldg. BRAKE HOOK-UP Doeters’ tee wets 8 $52 35 
tandard ° 
NEW ROADKING]| "r= Gare 4 fees ton 


Standard Four Point Hookup 
with Regular Draw Beam 
Universal Wrist Action Bar 


COMPLETE WITH ADJUST- 
ABLE LONG 36” DRAW 
BEAM BAR AND STEERING 


$5950 
TowKinG .tc's, $45% 


TRAIL KING : $3750 
BALL BAR .....- 
Compac-Tow Intra- * $3750 
State Tri-Bar .... 


$39%° THE FAMOUS 


MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory .. 
Dealers’ 25% Discount 
Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 





$44.85 


Fed. Tax. Inc. 


* SPECIAL, 3 FOR $100.00 


“ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.O.B. Factory 
Dealers’ 25% Discount 
Dealers’ Net with 2 


NOW AVAILABLE! BERLUTI GEE HOOK- 
ALL CON-VER-TOW 3-in-1 ADAPTOR 
COUPLER—CONVERTS $] 995 


Any Tow Bar fo Fit ONLY 


All 2” Ball Hitches 
Carrying Bags .................. $2.00 & $2.95 
SAFETY CHAINS, set of 2, only...... $2.95 


Our Dealers’ Net F.O.B. Factory Prices andar. 
Include Federal Excise Tax mae 


Tow Bar Sales Co. 


Exclusive Factory Distributors— 
U. S. A. and Export 


DE 2-0700 AN 3-8888 Nites: BA 1-8717 
Ww char 

Call Collect sp sharse:, 

40 So. Clinton St., Chicago 6, Ill. 





Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


“Leaders in the Industry 
since 1939" 


SEE PAGE 38 
for the nation's 
TOP AUTO AUCTIONS 








New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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TRADE CONNECTION: 
Car Dealer [] Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [] Financial [] Supplier 1] 
WARES OE Rai o:o-0.0%- 0k canes asda kndenntenss cbebarker@ickcsi cee 
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HOW TO REPAIR 
ACRYLICS 


*FIRST .. . don’t let Acrylic paint scare you. It’s 
easy to repair Acrylics if you remember they do 
not redissolve or reflow like lacquer. So, why 
stew? Here’s what to do: Nothing tricky... 
just 3 basic reminders. 


‘WHAT'S TO BE AFRAID OF? 


BAD SCRATCHES WILL 
SHOW THROUGH 


Never leave sand scratches on the prepared 
acrylic surface. Bad scratches will show 
through as though the car surface had been 
cleaned with a rake... SO FINISH-SAND WITH 


FINE GRIT PAPER. 


Always thin according to directions. (If your 
eye glasses are fogged, ask the boss to read 


the directions for you.) 


Spray Acrylic colors in SINGLE COATS ONLY. 
Allow ‘‘Flash-out’”’ or ‘‘set-up’’ time between 
coats. Don’t trap solvents. 


“a 
THIN ACCORDING TO DIRECTIONS 


RINSHED-MASON COMPANY 
Write for Alpha-Cry/ 
Paint for automotive production and refinishing AY Refinishing Manual AD-96 


i 
DETROIT 10, MICH. yy ANAHEIM, CALIF. y WINDSOR, ONT.,, CANADA 
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